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Let us send you a window display that helps sell Kraeuter 
pliers. It consists of a large cloth banner (with easel) and 


six cardboard show cards. Ask for Display No. 242. 


Your 
Tool Department 


I. Most Important in selling tools is an 
effective store display. 





a EXTENSION 
: GRIP 
PLIERS 
No. 305 
7 in. 














Z~» This must show your entire variety—and 
be accessible to your clerks. 









Our Interesting 


3- To BE SuccESSsFUL, a dealer should have Plier Display 
a well-selected variety of tools— the qual- will make any 
ity of which is well-known and advertised. man stop and 

| look. 

4- From Time To TIME window displays Write for Details 





must be made. Nothing attracts new 
customers like a well trimmed tool 


EXTENSION 
GRIP, SIDE 
CUTTING 









window. — 
No. 1973 
KRAEUTER PuiERS help you meet these re- 7 in. 
quirements. 


Newark / New Jersey. 
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Merchandising Silverplate 





ILVERWARE, above every line in your store, offers a genuine op- 
portunity to push sales; to go after business instead of waiting for . 

= . - Ancestral Sandwich Tray 

it to come to you. and Whipped Cream Bowl 


Silverware is a staple article—something every household must have. It 
needs only a little aggressive selling on your part to turn dull days into a 


To match the knives, forks and 


period of real business. 
spoons in the various 1847 Rogers 
> . . . Bros. patterns there are many 
Display seasonable articles in your window; send folders or letters to your such practical and decorative 
clients. Many of-them need only a reminder of this kind to bring them — 
into your store. 
For advertising and display helps ask your jobber or write 
Sales Promotion Dept., International Silver Co., Meriden, Conn. 
SALESROOMS: CANADA: FE 


NEW YORK ~ I L V E R P L A T E INTERNATIONAL SILVER CoMPANY 


CHICAGO or Canaba, LimItED 


SAN FRANCISCO HAMILTON, ONTARIO 


—— 
ed 


ER x3! 


1847 Rogers Bros. Value Demonstration Event Nation-wide Campaign, featuring the Double-purpose Utility Tray Set 
Oct. 31st-Nov, 2tst. | 
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GREE 
TOOLS , 


Cost Less Per Hour 
ot Service 


And after all, the cost per hour is 
the real cost of any tool, regardless 
of the initial price. This cost is re- 
duced by getting more hours of ser- 
vice, and more hours of service can 
only be had from tools of superior 


quality. 


Greenlee Auger Bits and Chisels are 
made from selected steel by workmen 
who are specialists in their line. They 
are scientifically heat treated to main- 
tain proper cutting edges and still 
have the necessary element of tough- 
ness. Finally, they are carefully in- 
spected and packed for shipment. 
These are some of the reasons why 
Greenlee Tools cost less in the long 
run. 





Write for Catalog No. 27 


Greenlee Bros. & Co. 
Rockford, Illinois 


Eastern Sales Office 
126 Chambers St., New York City 








FREE 
REENLEE 
£52 -%-8°2 7 


HARDWARE AGE 












019—the Crescent Drop- 
forged large capacity 
wrench that has a hun- 
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This Crescent Long 
Nose Plier is popular 
with radio fans, car 
owners, and other ama- 
teur or professional me- 
chanics. It makes a 
fine Christmas gift at a 
popular price—75c, with 
gift box and greeting 
card. 
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The Crescent Wrench is 
standard. Everyone has 






use for it. The gift box 





and lively greeting card 






make it a novel and in- 






teresting Christmas item. 
Retail, 8-inch, 95c. 





ABrand New Ide 
to sell more tools 
this Christmas 
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ness. Useful gifts have to have something novel, 

gay, and interesting about them to be truly popular. 
We are giving a novel Christmas touch to Crescent Tools 
this year by enclosing a catchy, appropriate little greeting 
card in each holly-covered box. 


¢& the cheery holiday touch that gets Christmas busi- 


The 8-inch Crescent Wrench, the 019 auto wrench, the 
6-inch Long Nose, Thin Nose, and Motor Kit Pliers and 
the Crescent Kit will be packed for Christmas trade in reg- 
ular style boxes with, removable holly covers. They fit right 
in with regular stock after Christmas. 


Order tools and cards for Christmas business through 
your jobber. 


And place your order early, as this promises to be the 
busiest Christmas we ever had. 


CRESCENT TOOL @. 


204 Harrison Street., Jamestown, New York 


Originators of the Crescent Wrench 


CRESCENT IOOLS 
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SAW TOOLS AND ) 
AW SPECIALTIES 
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‘SI LVER 
STEEL 






SA 









Buy These Standardized 
Saws, Saw Tools and 


Saw Specialties 









No. 53. Regular 








Hardware merchants who are in 
business to serve the saw and saw 
tool users dependably, and to 
make a legitimate profit on sales 
can increase turnover and earn- 


~~ >» ings by stocking this well known ia 

No. 100. Flooring Saw line exclusively. ei £L. | 

, senenens - ee ik Carpenters andy Saw j 

7 FF VM | 
aaa Order from Your Usual 


oe aS Source of Supply 


Insist upon being supplied with 
Atkins goods. Accept no substi- 
tutes. Buy -only these better 
Saws, saw tools and saw special- 
ties, which are advertised in 
many of the leading magazines 
and trade papers, and backed by 
over 68 years of successful manu- 
facturing experience. 


Pe Post up on this high grade line; ask 


for “Saw Sense” and “The Man Be- 
: hind the Counter.” 
“ Lever Saw Set i 


NV ee 4 * 
a Pruning mts Pn tt ae —— 
“aw No. 1. LEEE ee ren runi : 


Ne. 51. Ship Point 





No. 65. Kegular 





4. Regular 








Cable Saw 






Handy Tools 






Coping Saw 


AAA Grass Hook 





































Hand Saw Filer 


Bi" UC. PM TAENS. CC CPT a nN tT. 


it Brace 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 





BRANCH HOUSES 
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EVEN THE BEST VISE 
SELLS FASTER FROM A 
(OOD DISPLAY 


The Display Stand _ included 
with this assortment is not 
only very fine looking but is 
substantially built with a 9x16 
inch wood base with heavy steel 
supports for the smaller vises. 
The whole stand is nicely fin- 
ished in black, which contrasts 
pleasingly with the polished 
aluminum name plate, the pol- 
ished steel and red enamel on 
the vises. 








| The assortment of vises, all of 
| which are mounted on the Dis- 
play, is as follows: 


2—No. 160—1” Jaws 
2—No. 6683—1%” Jaws 
2—No. 161—2” Jaws 
2—No. 708—2%” Jaws 
2—No. 664—2%” Jaws 
1—No. 709—2%” Jaws 
1—No. 168—2%” Jaws 


No. 697 Vise Assortment com- 
plete with Display Stand, $40.00 


No. 697 VISE ASSORTMENT 


GOODELL-PRATT COMPANY 








GREENFIELD, MASS., U.S. A. 
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w! the Big Boys Use! 
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Hunters of big game know 
the vital importance of de- 
pendability and accuracy 





in their rifles and ammu- 270 W. C. F. 
.300 Gov’t '06-180 gr. 


nition .30 Gov’t 06-220 gr. 


HE strongest proof of Winches- 
ter dependability is the contin- 
ued demand of shooters of each gen- 
eration for Winchester rifles and the 
ammunition made for them by Win- 
chester. 

Are you taking advantage of the 
Winchester name and Winchester ad- 
vertising this fall for more business? 


Write for the new No. 83 Winchester catalog 
of arms and ammunition. 


WINCHESTER REPEATING ARMS CO. 
DEPT. D., NEW HAVEN, CONN. 








Model 53 .30-30 Superspeed 
-25-35 Superspeed 
.25-20 Superspeed 









Se 






Model 54 


$ 
Se is 4 








_ World Famous™ a 
= High Power Rifles “Wy e4 
Metallic Ammunition & 


WINCHESTER 


RADE MARK iii aim cr 2 PE 
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Master 
Salesmen 
ashing no Wages 


Their mute, but irresistible, appeal is effective the 
moment a wrench user enters a store; the customer 
serves himself. No attention from experienced 
clerks needed; no sales expense bevond wrapping 
the tools and receiving the cash. 

Boards carrying 9 different assortments are free 
to all dealers handling Walliams’ Superior’ Drop- 
lorged Wrenches. ‘ 
















Ask for “Silent Salesman’ Book. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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/ ited fo 
visit our booth at the Annua! — 


——— ; 
Convention and = Exhithition 
dutomolile Accessories €é 99 
B ranch National Hardware 
issociation. The Ambassador. | 


Atlantic City, October i9 


to 22. 


are cordially in 
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NICHOLSON 
Seen FILES 




















These Handsome Brass Signs 
in Colors 
Sent Without Cost 


rT HERE is nothing that willso business builders and so good 
quickly call attentiontoaline looking that you will be glad to 
that you stock as an EFFECTIVE display them permanently. Tell 


sign in BURNISHED BRASS. ¥US which ones you want. 
Size: 8 x 14 inches, made 


That is our reason for offering on 22 gauge brass, bur- 
brass signs for the brands as il- nished, chain hanger, in 
lustrated. They are great little colors, polished borders. 


Nicholson File Company advertising 
] is reaching every class of file pur- 
chaser throughout the year and is 
creating thousands of new file users. 


NICHOLSON FILE CO. 
PROVIDENCE. R. I.. U.S.A. 
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“D. Maydole” 


There’s only one Maydole 
Hammer, and it’s as dif- 
ferent from other ham- 
mers as steel is from cast 
iron. No other hammer 
head is press-forged or 
tempered like a Maydole; 
no other handle is sea- 
soned or shaped the same, 
or is wedged permanently 
on the head the same sim- 
ple, positive way. May- 
dole methods are the re- 
sult of over eighty years 


The “Sterling” Mark 
of Hammer Quality 


of experience in design- 
ing and constructing the 
nest hammers. 


Hammer users. know this, 
and advertising is reminding 
870,000 of them every month. 
As a result, Maydole Ham- 
mers are easier to sell, and 
the fact that you sell them is 
a definite factor in holding 
and increasing the good will 
of your most valuable cus- 
tomers. | 


Send for free pocket hand- 
book 23 “C.” 


THE DAVID MAYDOLE HAMMER CO. 


Norwich 


New York 











Maydol 
ident 
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The Maydole Machinist’s Ball Peen 
Hammer has the same remarkable “hang” 
that distinguishes Maydole Nail Ham- 
mers. Head is press-forged of selected 
tool steel, tempered separately at each 
end. Handle is of clear, second-growth 
hickory, air dried for years. It’s the uni- 
versal favorite of machinists and auto 
repair men. 


8496 
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SUPERIORI 


The inborn supe- 





riority of the Morco 





Pipe Wrench is con- 
clusively proven by 
every point of com- 


parison. It is cor- 








rectly designed to 
proper balance. 


Its sturdy con- 
struction defies the 
effects of severest 
service. Ihe quality 
of material in its 
make-up assures a 
long lite of usetul- 


ness. 


It is all that could 
be desired in a 








Wrench—a tool you 
will be proud to sell. 











MOORE DROP FORGING COMPANY 


SPRINGFIELD, MASS., U. S. A. 


New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 30-34 Rue Locquenghien 18 Rue Corbeau 
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“The Quietest Telephone Booths in Town” 


Thanks to Corbin Door Checks these doors close quickly and silently ® 


Ww shouldn’t every store, yours 
too, have doors that quietly wel- 
come its customers-— which smoothly 
swing as they enter—courteously close as they 
depart? 

Such doors are expected in good stores and 
such doors are found wherever Corbin Door 
Checks are in control, Open them a thousand 
times a day or more, 
but they always close 
silently—always close 


completely. NEW YORK 


P. & F. CORBIN “88 CSNnecricut 


The American Hardware Corporation, Successor 


CHICAGO 


But the gcod influence of Corbin Door Checks 
should never be limited to stores. In homes they 
tame the often-opened kitchen door; service, en- 
trance,closet andbath doors. In great office build- 
ings, churches, schools, theatres and factories 
they quickly put an end to slams and drafts. 


Since it is a joy to live with Good Hardware— 
Corbin why not prove it to your customers with 
Corbin DoorChecks? 

A good way to make 
friends for your store 
and Good Hardware 


PHILADELPHIA —Corbin. 





%& A scene in James McCreery & Co. of Fifth Ave. -one of the many good stores that believe in Good Hardware—Corbin 
OT Ooo F 
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Cea SD z 
hampion 
crew Drivers 








Are Wonderful Tools 


There are Less And 
Replacements don’t ever 
than with any forget 
other Driver ICE SKATES 


We made them seventy 

years ago. We still make 

them. So you see we know 
something about them. 








HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 





ESTABLISHED 1854 INCORPORATED 1864 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE,BROTHERS Brands of Wire 


Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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a this to your window-dresser / 


To Window-Dressers Looking 
JG Veho. | 












for Sales-Making Ideas 


NY lumber merchant 

should be glad to loan 

\ you a new window frame to 
feature in your window to 

show how to install Silver 

Lake Sash Cord, provided 

you label it with a card giving 

him credit. You can thus 
















































































15 swat well spout. 
| pee make an interesting service 
\ window display at small cost. 
a Docu \ Be sure to paste the Silver 
== | Lake page from the October 
4/4 == nm 17th Saturday Evening Post 
| =Sl = on the glass. 
| 4 Stor Evice Sash Gord PF = 
12) IN LAKE 
LR ser ———— FWA i Oe Ore 
AY 
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that sells Sash Cord 
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DISPLAY 








































































IVE CENTS buys a copy of the Saturday sag hy 4 || [ee a ate 
Prevenine Post of October 17, containing Ba L ten mo i = 
the opening full-page advertisement of the om cme ee Sea me LM) | Sass 
Silver Lake Sash Cord PACKAGE campaign. 3 Seorsse ss eoeseel 
Here is a chance to make a big selling win- a) 8 gens 0 Ga. ade es 
dow display of an item that used to belong in Teh Sew eel] || Sesame. 
the back shop. Here is new business—in- ix ens aa ieeeeese 
creased sales of a standard product. ‘ extras UE oe 
It is a few days before the Silver Laké tanga tw ont Se ee Se 
campaign starts. Wire your wholesaler at tH Site Sone tepace 
once for a stock of the new Silver Lake ~ os & Seer paraeeec eee 
+* Smiver Laks COMPANY * ec osetarrennctn as at 





LP. SFE 





Packages. 

This advertisement is sure to bring in- 
creased demand for Silver Lake Sash Cord in 
hanks for quantity use by carpenters and con- 
tractors. See that your stock is ample. 


Silver Lake Company, Newtonville, Mass. 


Order From Your Wholesaler 


Silver Lake Sash Cord 


LOOK FOR THE NAME STAMPED ON EVERY FOOT OF CORD 
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Dietz Lanterns That Have 
Been On Summer Vacation 


Must Now Go To Work 
—MANY NEED NEW GLOBES 


lila Saki AR ARR a a . 


OW is the time to fit out your cus- 
tomers’ lanterns with new Fall Hats 
—perfect fitting Dietz Globes. 


We say Dietz Globes because no other 
globes will fit Dietz Lanterns perfectly. 


Fitting other than a Dietz Globe on a Dietz 
Lantern has a result like fitting a 7% size 
hat on a 7 size head—it lets in a draft. This 
unregulated draft in a lantern cuts down 
lighting power and causes smoking of the 


globe. 


Another thing! Dietz Globes have Loc- 
Nobs that prevent the globe from slipping 
out of the cross wires and crashing to the 
floor, when thrown back to expose the 
burner. Dietz Globes are the on/y globes 
made with Loc-Nobs. Moreover, you need 
carry but few styles of Dietz Globes to fit 
any Dietz Tubular Lantern. ' 


Get the profitable business this Fall on 
Dietz Lantern Globes! 


m= R. E. DIETZ COMPANY 
Kot | 

ix?) NEW YORK 
TURULANR | 

BAS Largest Makers of Lanterns in the World—Founded 


r = 
MGO?g a 1840. Output Distributed Exclusively Through 
* the Jobbing T rade 
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De Laval Milker SalesIn- %uticr Milker Outfit 


creasing Rapidly — An “— z — 
Unusual Opportunity 4) On 

for Farm Equipment ar 

Dealers So 


THE day of hand milking is rapidly passing and De Laval Milk- 
ing is taking its place. At last this most detested of farm jobs 


is being put on a machine basis— and most successfully, too. 
De Laval never made a product which gives greater satisfaction. 
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6 PIPE CLAMPS 














37 
PULSO PUMP 








From Coast to Coast, and in foreign countries as well, dairy- 
men are talking De Laval Milkers and generally conceding their Senior Milker Outtit 
superiority over any other method of milking. For 15 to 40 cows 


Naturally this great interest is being reflected in rapidly in- 


creasing sales. Many dealers are finding the sale of De Laval {1 PULSATION COCKS 









Milkers highly profitable and satisfactory. PULSO-RELAY —— 
If there are any herds of five or more cows in your community, | VACUUM 

vou have prospective buyers; and if you haven’t already done 

so, now is the time to start selling them. +1 PIKE cLamps ff !¥ VACUUM COCKS 





Why not get in touch with us concerning the sale of De Laval SENIOR TRAP 


Milkers? You will find them as easy to sell as De Laval Sepa- : ‘ aslacieatiias 
rators, and it is only a question of time before they will be as 
wide sly used. Both make a very desirable and profitable line for 


aggressive dealers. 


THE DE LAVAL SEPARATOR COMPANY 


New York Chicago San Francisco 
165 Broadway 600 Jackson Blvd. 61 Beale St. 





ore PIPE y 2 MILKER UNITS 











pe— VACUUM PIPE 
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( PULSO PUMP 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 


try Fence once these are called to their attention. 


These outstanding sales fea- 


tures will aid you in selling U. §. Poultry Fence with the minimum of effort. 


Superiorities of U. S. 
Simplify Selling 


It’s Allin 
the Weave 


No Top Rail 
No Baseboard 


Rolls Out 
Flat on Floor 


Costs Less 
“Put Up” 


A Fence to 
be Proud of 


U. S. Poultry Fence is built like a Farm Fence. Line 
wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 


U. S. Poultry Fence requires no top rail, no baseboard. 
It stretches like Farm Fence, without buckling, bagging 
or sagging. The tighter you stretch it the better it 
looks and the better it stays. 


U. S. Poultry Fence rolls out flat like carpet. It cuts 
without waste. The neat, compact rolls occupy one- 
third less space than old style netting. 


With all its superiorities, U. S. Poultry Fence costs no 
more. Really it costs less “put up” for it requires no 
wood frame and fewer posts to erect it. 


The neat, symmetrical appearance of U. S. Poultry 
Fence appeals instantly to all buyers. It is easy for a 
customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. §. Poultry Fence. 





Indiana Steel & Wire Company 


Muncie, - - Indiana 

















Mengel Playthings 


People buy through the eye — 
and the bright, snappy colors of 
Mengel Playthings start that 
Hay Wagon familiar truth working for you. 


A wagon with de- : 
neuatubte stented In the window or on the floor 
sides. Fine to play Mengel Playthings catch the eye 
with—it holds so many a by aie i . 
toys. Has Mengel Ply- and arouse interest. This means 
Wood wheels that . 7 
tl sales—lotsof them. Quick turn- 
over. Sure, ample profit. There 
are many attractive Mengel 
Playthings in addition to these 
shown on this and the following 
page. They'll put new life in 
your stock. Write to-day for 
our complete catalog. 


Pedal-Byke a — “ — 
Triple strength steering post. | HE MEN GEL COMPANY 


Safety guard to keep front INCORPORATED 
wheel from turning sharply LOUISVILLE, KY. 


and tipping over. 


Mengel Ball Bearing 
Coaster 


The super-safe speed 

wagon. Extra strong. S\O 

Scientifically braced. aN WO —e 

Ball bearings, rubber WW ANAL Ski-Zip 

tires and specially con- \\ ~ WA? This kiddies’ slide is more 

structed disc wheels. \ BX\aS fun than the old cellar 
AVN door! Sets up indoors or 

out. Sturdily made of un- 

splintering, straight- 

grained hard maple. 





Mengel Playthings on Display Permanently at S6o Broadway, New York City 





Mengel Playthings 


Parents are quick to see that Mengel Playthings are big 
values. A glance shows them that Mengel Playthings are 
made to wear—to give honest, dollar-for-dollar value. That's 
one reason why Mengel Playthings are so easy to sell. An- 
other reason tor Mengel popularity is that every number is a 
prime favorite with the children—and you know that children 
are the best boosters any line can have. Our catalog is full 
of numbers that will swell your profits. Write for it today. 


Rock-A-Tot Bye-Bye-Byke 
Seat always level. Rocks #s = Foot rest for coasting. 
forward and backward. wy. | Triple strength steering 
Adjustable for children ee _— post. Special design to 
up to four years old. | avoid “bucking” and tip- 
ws, ping over. 


Motor Boat Trail-O-VWV aq 


A reproduction of a real i 
I tiny wagon strony 
speed boat. 1442 and 18 pine Po» splint 


ner wl TP ye up. Fitted — co 
fittings. | Unsinkable. ene 56 sor gat t 
Motor runs 200 feet at scratch polishe , 
a winding. 


THE MENGEL COMPANY, INcorporATED 
LOUISVILLE, KY. 


Mengel Playthings on Display Permanently at S60 Broadway, New York City 
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The wheel-goods 


sensation 
of today— 


During the first eight months of 
the year when most wheel-goods 
articles move at a snail’s pace— 
TAYLOR-TOT simply — gallops 
along, piling up sales records every 
week. 


When, through the last four 
months, general business quickens 
—TAYLOR-TOT becomes a sales 
land-slide. 


The reasons? TAYLOR-TOT is 
a baby necessity that not only 
scientifically teaches walking, but 
relieves mother of baby’s constant 
care—later convertible into a Go- 
Cart (with Tongue) and a 4 
wheeled Coaster-Car that safely 
serve baby and mother for over 
three years. ‘Then too, effective 
national advertising plays a very 
big part—is interesting nearly 
every mother in the country in this 
famous “Baby Specialist.” 





Many Hardware dealers, after a 
typical TAYLOR-TOT summer 
business, have stocked well for the 
Fall and Christmas Season. Know- 
ing their success you would do the 
same, but let’s be conservative— 
place a small order first, then after 
TAYLOR-TOT has proven itself 
to your satisfaction, buy strongly 
—you'll easily sell more than you 
think possible. Write us today— 
direct please as TAYLOR-TOT is 
not sold through jobbers. 


Prices F.O.B. Cincinnati 


TAYLOR-TOT ...........$40.00 per dozen 
TAYLOR-TOT Tongues .... 7.50 per dozen 


(Less 5% for orders of 6 dozen or more) 


Advertised retail price, TAYLOR-TOT $4.95 ($5.95 
west of Denver). TAYLOR-TOT Tongue $1.00 addi- 





tional. 
The Frank F. Taylor Co. 
Norwood, Cincinnati, Ohio 
Eastern Sales Office Pacific Sales Office 
Taylor-Tot Eastern Sales ' The Metropolitan Furni- 
Co., ture Mfg. Co., Jo ete say Sang A ; ee a A SS ee 
41 Union Square, 1017 Folsom St., SLR GE I RRC SITES AR 57 ERR a eT 


New York, N. Y. San Francisco. 
i — 
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HUNDREDS OF THOUSANDS OF SALESMEN out boosting for the 


AL. FOSS PORK RIND MINNOWS 


These men are out making sales for you and not a Mother’s Son of 
them on the pay-roll. 

They are the men who have found the AL. FOSS PORK RIND 
MINNOWS so much superior to all other types of fish lures that 
they want to “tell the world” about them and are doing tt. 


One enthusiastic user of our lures gets quite a kick out of taking up 
a position between two bait casters on some bridge or causeway and 
catching several fish to their one. He purchases our lures by the 
dozen and gives them away to anglers whom he meets, so that they 
may “see the light.” 

You may say that we “hate ourselves’—perhaps so, but we can 
never be accused of keeping the fact a secret that the AL. FOSS 
LURES are the best artificial fish lures ever offered for sale. 










JAZZ 
WIGGLER, 
% or % oz...50c 


AS LI SSATLE, ER LB, RO MGIE nary fe 


SHIMMY 
WIGGLER. 
% or % oz..$1.00 


45c—Bass, Musky 
and Fly Spinner 
sizes 





Price $25.00 





“‘Never a back-lash—every cast perfect— 
simply uncanny!”’ 







ORIENTAL 
WIGGLER, 
14 or % oz..$1.00 
All Red, 
ns ies saint 7 a All White, 
So says an angler who used one of these reels on a two-weeks’ fishing trip. or Red and White 
[his snarl-proof casting reel is to all appearances, and in actual fact, equal 
in design, materials and workmanship to any other high-grade reel made. The 
only difference is a simple centrifugal device revolving within the reel arbor— 
a little policeman who raises his hand at the proper moment and stops a snarl 
from stepping in. 


Make this test at your dealer's :—Have him rig up this reel with line and 1f 
there is not room for you to actually cast, just hold the reel in one hand with 
thumb off of line, and with the other give the end of line a hard jerk. You 
will see that while the line will unwind and apparently snarl, it can be readily 
stripped off, rewound and ready for another demonstration. .Then try this 
with any other reel and see what happens. 


Like all other reels, the Al. Foss Easy Control Bait-Casting Reel will 
“back-lash” under careless handling. But the line will not beconie snarled, it 
will readily strip from the spool for rewinding and continued casting. 


Specifications :—The No. 3-25 is nickel silver, with jeweled end thrust bear- 
ings. Capacity 50 yds.—14 Ib. test line. Double balanced handle; pyralin 
grips. Quadruple multiplier with click. Screw off oil caps. Spiral gears. 
Pivot bearings of high grade non-wearing bronze. All steel parts of best tool 
steel drill rod. Spool shaft of hardened tool steel. Has metal arbor 7s” in 
diameter, making it unnecessary to build up the spool with a lot of dead line. 
End plate diameter 2”. Length of spool 154”. Weight 8 oz. Leather case. 


_ 





LITTLE EGYPT 
WIGGLER, 
Weight, 4 0z.75c 


AL. FOSS, 9514 Quincy Avenue, Cleveland, Ohio 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 
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Outfit No. 352 
A new “Lionel Standard’ Outfit that offers amaz- 
ing value. Just one of the many low priced model 
trains embodying all the Lionel Patented features— 
gives the dealer a good profit and retails for $2§. 


ORDER NOW! 








Get Your Share of LIONEL Christmas Profits 


E sure to carry an Adequate Holiday Stock of Lionel Trains, Model Railroad 
Accessories and “Multivolt’ Transformers. 
The demand for Lionel this year is greater than ever before—despite the fact 
that more Lionel Products were sold in 1924 than all other makes combined. 











Lionel Trains have been ‘‘Stand- 
ard of the World”’ since 1900. They 
are electrically and mechanically 
perfect — true models of real trains. 
They meet the boys’ ideal of what 
model railroads should be. That’s 
why they outsell all others. 

‘Lionel Standard”? locomotives 
incorporate the new Three-Point- 
Bearing Super-Motor with double 
gear-reduction which greatly in- 
creases hauling power and materi- 
ally reduces current consumption. 

And remember—Lionel prices are 
always lowest consistent with high 
quality. A complete outfit can be 
retailed for as low as $5.75 and give 
the dealer a liberal profit. 


Look for the LIONEL 
Patented Features 


Most of the desirable features de- 
veloped in miniature railroads in 
the last 25 years are covered by 
Lionel Patents. They are exclusive 
to Lionel Products. 

Look for them. They mean big- 
ger business for you. 

















Lionel Automatic 
Train Control 
The Only Practical De- 


vice that Automatically 
Controls the Operation 
of the Train 


The greatest achieve- 
ment in model railroad 
engineering. Starts and 
stops trains automatic- 
ally. Just one of the many 
wonderful realistic rail- 
road devicesin the Lionel 
Line of Accessories. 











LIONEL’s Big 
1925 Advertising 


Lionel Advertising for 1925 will be 
done on a larger scale than ever: 

Leading Boys’ Papers and Maga- 
zines such as the Saturday Evening 
Post, American Boy, Boys’ Life, 
Popular Mechanics, St. Nicholas, 
Popular Science Monthly, etc., are 
printing attractive sales-making 
advertisements of Lionel Trains and 
Accessories. 

Newspapers in principal towns 
and cities from coast to coast will 
carry Liormel Ads in which dealers’ 
names will appear. 

Get your share of the business 
they are creating. 

Write or wire at once for the 1925 
Lionel Catalog and Trade Prices. 


The LIONEL CORPORATION 
Entire Sixth Floor 


48-52 East 21st Street, New York City 


Western Coast Offices, Display Rooms and Service Station 
788 Mission Street 


San Francisco, California 
M. SWEYD, Representative 
THE COMPLETE LIONEL LINE Always on Dislpay 








[IONEL?222“ TRAINS 


““MULTIVOLT TRANSFORMERS 

















24 HARDWARE AGE October 8, 1925 


The “ALL-AMERICAN” 


The DEMAND for 

— 
FEATURE TRAIN 

is unprecedented in 


the history of the 
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Toy Industry 





Watch for Announcement 
of 
American Flyer Dominating 
Advertising Campaign 








The Big “American Flyer’’ Wide Gauge Electric Train is a reproduction of the 
above New York Central “Twentieth Century’’—powerful and impressive in 


its appearance. 








Every Boy Wants an “American Flyer” 


Thousands of boys speak of ‘““American Flyer’ instead of just electric or mechanical 
trains—they have seen “American Flyer’ perform, from the very inexpensive 
mechanical train—then the whiz and roar of the “‘O"’ Gauge electric—and NOW the 
“BIG WIDE GAUGE All-American.”” This Christmas with the greatest Advertis- 
ing Campaign in the Toy Field, millions of boys and parents will demand “‘Ameri- 
can Flyer.”’ 





Order NOW. Don't lose sales by waiting until the last 
minute. Get in touch with your jobber or write us direct. 


AMERICAN FLYER MFG. CO. 
2219-2239 S. Halsted St., Chicago, IIl. 


New York Office—Fifth Ave. Bldg. Western Sales Office—660 Mission St., San Francisco 
General Distributors—STRUCTO Hoisting Toys and Autos 


en RS EE 
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Double Your Harmonica Sales 
With This ‘“‘HOHNER Boy” Display! 


ERE, at last, is the popular har- 
monica display assortment that will 
double your harmonica sales, create new 









50 Per Cent 
Profit customers and produce steadily growing 
for You, profits for you the whole year ’round. 


Dealers in every city, town and village 
have found that it pays to tie their stores 
to the big, national advertising campaign 
for Hohner Harmonicas; and this attrac- 
tive “HoHNER Boy” Display is proving 
extremely popular because it stimulates 
sales wherever shown. 


Millions of people in every part of the 
country are reading and responding to 
Hohner advertising which is now appear- 
ing in leading magazines and newspapers. 
They are urged to “go to your dealer and 
ask for the Free Instruction Book”; and 
when they see this attractive display on 
your counter, every request will mean a 


Mr. Dealer! 





heen sale. 
H ° ys iF The “Houner Boy” Display is one of the 
al MOnICA = > most attractive dealer helps ever pro- 
\ BOW duced. The figure of the typical Amer- 


ican boy is life size and was reproduced 
from an original oil painting by eight- 
color lithographic process. No one who 
sees it can resist the invitation to “Play a 
Hohner Harmonica.” The more conspic- 
uously it is displayed the more sales it will 


make. 


This No. 425 Assortment consists of a permanent 
display card, 31 inches high by 15 inches wide, 
with a patented easel that may be adjusted in- 
stantly. Mounted on the card are twelve assorted 
genuine Hohner Harmonicas to retail at 50c each. 
The price of the assortment complete is $4.00 


“Hohner Boy” Harmonica Assortment No. 425 and your profit is 50 per cent. Order from your 
jobber today or write direct for further details. 


M. HOHNER, Inc., Dept. 66, 114 East 16th St., New York 


Hough & Kohler, 468 King Street, W., Toronto 


Canadian Address: 
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<o No. 181 Knee 
‘Known Around the World” Se, ) Scooter 


«1 No. 5549 Auto 


‘can “No. 394 “Walk- 
im £ about”’ Baby 
) 5 ) Bike 


Three good num- | 
bers out of many. | § 


Automobiles 
Velocipedes 
Coaster Wagons 
Express Wagons 
Scooters 


Pedal Bikes 
























Hand Cars \. THE LINE BEAUTIFUL 
Tricycles on Pag me : 
ur tee 





Doll Cabs —_— 
, tal f Bs. a Si 
i ‘ ae ~. "Ee L#E me. 
y ” a | . 


netional 


=aoheed I A = 
K | 
st oo eee eee ~~ -~ — 


“FOLEDO, OHIQ, U.S. a 3 


Coaster Wagon 
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enaeas Toys will Sell 
in any Hardware Store 


These are two of the most popular toys in the whole “Sandy Andy” line. Well made, substantial items 
having an appeal to all children and grown-ups. ‘Thev are the kind of toys hardware men tell us 
they like to handle. Attractively boxed, make a fine display, advertised to the public and offer good 
value at popular prices. Get some for your holiday trade. Ask your jobber, or write 
us for Catalog No. 3, and price list. We can make immediate deliveries. 


WOLVERINE SUPPLY & MFG. CO. 


Factory at Pittsburgh, Pa. 
General Sales Office: Room 406, 200 Fifth Avenue, New York Gramercy 3453 


“OVER and UNDER” 















A wonderful mechanical toy. Operates with “Sandy Andy” 
spring motor. The little car goes 
“over and under’’ many times with Vacuum 
each winding, 25 in. 
long over all. All Cleaner 
metal, enameled in 
colors. Packed one in The first practical toy 


vacuum cleaner. Oper- 
ates by friction and ac- 
tually picks up dust, dirt 
and paper when pushed 
along the floor. 28% in. 
high over all. All metal 
except the handle. 
Bright aluminum finish 
nozzle; black and _ red 
enamel metal parts. At- 
tractive carton and popu- 
lar price. 


an attractive carton. 
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‘Get them for me, Daddy !” 
A what player of the grand old game 


can resist this appeal to buy for his 

children a set of these clubs? 
Designed by Burke with the same work- 
manship and material as the famous Burke 
Clubs, these sets will sell at a low price with 
a fair profit for you. 
The selection of gifts for children is gen- 
erally a hard problem. Help parents make 
their choice with a display of these sets in 
your window. 

Order your selections now and reap the 

profits from their immense holiday sales. 


THE BURKE GOLF CO., NEWARK, OHIO 





The Juvenile 
set featured below with 3 clubs and beautiful 
leather trimmed bag retails at $9.00. 

The Burke Junior set for children from 5 to 9 
years sells for $7.25, and Burke Midget set for 
the little ones for $5.50. 


Burke makes these sets in 3 sizes. 
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Model 99 six 
shot lever ac- 
tion repeater 
made in the 
following 
calibers — 22 


r/ UGGED, “safe and perfectly 
balanced, the Savage Model 

99 is the finest lever action rifle 
in the World — made with light 
or medium weight barrels — 
straight or pistol grip stocks, solid 
frame or take-down — almost 
any choice in specifications —all 
standard models. And made for 
the following cartridges for 


Hi-Power, 
a ve every kind of game and hunt- 
300. ing conditions. 


.22 Hi-Power—60 grain 
bullet. Ideal for small and 
medium game—from wood- 
chucks to wolves—Accurate 
at long and uncertain ranges. 


-30/30—170 grain bullet. A 
standard, and ever depend- 
able cartridge for deer and 
similar game at moderate 
ranges. 


.300 Savage—150 grain bul- 
let. 2750 foot second velocity. 
Delivers a smashing blow 
that makes it ideal for moose, 
elk-and large bear. 


.250/3000—87 grain bullet. 
Terrific speed and extreme 
flat trajectory. An all-around 
cartridge for any game from 
woodchucks to deer and 
bear. Ideal for long range 
shooting. 


.303 Savage—190 grain 
bullet. The hard hitting, 
deadly accurate .303— 
famous for 20 years. Ideal 
for deer and+dear. Has been 
used effectively on moose 
and grizzly. Unsurpassed for 
timber country. 


Savage firearms are stocked by practically every hard- 


ware and sporting goods jobber in the United States. 


National advertising is creating consumer de- 
mand — Stocking Savage arms insure less stock 
investment, quick turnover and sure profits. 


SAVAGE ARMS CORPORATION 
UTICA, N. Y. 


Owners and operators of J. Stevens Arms Company 


Send me wholesale price list and late edition catalogue 
on Savage firearms. 


JTICA, N. Y¥. 

















for Every Kind of 
& cAmerican Game 


SRE RRB RRR SESS KSBSPFSCSSEeseaee 
SAVAGE ARMS CORPORATION, Dept. 278 















































28 HARDWARE AGE October 8, 1925 


: Bgecynan 
Sell the Line 


Late Sharpener 
TTT 
that Repeats ol 


wheel goods that stands the abuse of 
its young riders, you gain customers for 
coming years, for the child who has a 
tot bike soon wants a wagon—then he 
grows from a_ velocipede to a juvenile 
auto. Choice of a good line keeps your 
youthful customers sold! 


The Toledo 









"em | 





m Htivertl Th hm 
un i i sin cuindee Machine 


. Sell Berghman Skate Sharpeners is designed for shop use. Standard outfit 
. includes a 4% H. P. two-year guaranteed 
Line Satisfy the demands of your motor mounted on a steel table and aiso a 
customers who desire to sharpen jig for holding all styles of skates. On the 
ofiers you an added sales advantage their own skates. Adjustable to left of the motor is a cotton buff for polish- 
in its exclusive features. Dependably all types of skates. Sell rap- ing and on the right is an 8” alundum 
nade throughout, its models improve each idly and give you a good profit wheel. Write for price specifying voltage 
rear The Toled "Blue Streak 1.3 at the retail price of $1.00 and kind of current. 
unsurpassed in design. finish and equip- o-gg 3 BB. 
ment. today. BERGHMAN COMPANY 
5427 Fulton St. Chicago, Ill. 


The Line Includes 





Juvenile Autos 
Velocipedes 
Coaster Wagons 
(steel or wood) 
Express Wagons 
Toy Auto Trucks 
(Indestructible) 
Scooters 
Tot Bikes 
Hand Cars 
Toy Barrows 
Cycle Velocipedes 
Knee Scooters 
Doll Carriages 


ASK YOUR JOBBER 


or our salesman to show you the Blue 
Streak Line. Also send for latest cata- 


“5 7 


tee one = The N. N. HILL BRASS CO. 
The Toledo Metal Wheel Co. East Hampton, Conn. 
Makers of Dependable Wheel Goods Since 1887 


Bells and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 















































Handy Craft 


The New Steel Building 
Toy for Boys 
Retails for 75 Cents 
THE HART & COOLEY CO., New Britain, Conn. 


The Acme of 
Ski Perfection 


“Northland Skis’’ 


Consumer advertising mini- 
mizes sales effort. Scientific 














Watch the Weekly Market Reports 











construction satisfies your cus- 
sages in this paper and you'll buy Hardware right. 
NORTHLAND SKI MFG. CO. Remember money saved at the buying end is as 
22 MERRIAM PARK rcseieet - $F. PAUL, MINN. good as money made at the selling end. 























WINSLOW'S wane 


_SKates HARDWARE AGE 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 


THERE IS ONLY ONE 
‘Gop MEDAL 22%”. 


FOR 33 YEARS THE RECOGNIZED STANDARD 


| ORDER EARLY. COLD MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS 














for timely 
hints on 


GREATER SALES OF 
SPORTING GOODS 
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Laz: Ay Sell Them the Winner 


Famous for Accuracy 
and Hard Hitting 









te be bs b Sae B yt A bbl 


ty a Marlin at the 1925 Grand American Trap Shooting 
Tournament, Mark Arie won the Class AA Championship. His 
score, 200x200. No greater victory—no better shooting—was 
possible. 






Model 43-A Shooting a Marlin, Homer Clark won the Professional Cham- 
12 Cones. Hammerless. pionship. Score 199x200. 

az 6 Shots. ‘ . , 

nr . Sell Marlin Guns. Victorious at the traps, they get the game 

In 20 Gauge, in the hunting field. Wire for quick delivery through your Jobber. 

Model 44-A Write us for Catalog. 


THE MARLIN FIREARMS COMP ANY, 145 Willow Street, New Haven, Conn. 
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», Reel of 6xcellence 


UILT like a watch, with an accuracy of less than 

a thousandth of an inch in every workin, part, 

this exquisite, level-windin}, reel, has every high 
quality of design, material and workmanship. 





ERE SES ELS TaN Le SST ° 
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A New Outdoor Winter Sport 


With a pair strapped to the feet a child can walk, 
run, stroke or coast with ease. The broad sliding 
surface relieves all ankle strain. 


Can Be Used on Sleet, Ice or Snow 


Constructed of heavy polished steel base with cor- 
rugated bottom. Heavy straps and heel cuffs. 

Parents are interested as they save shoe leather 
and the danger on thin ice. 

Made in three sizes accommodating from 4 year 


In its perfect balanced action, it has that quality of 
powerful, smooth, silent performance, which insures 
a lifetime of service. 

Never before, in the history of the fishin}, tackle art, 
has such a reel been available at so low a price, 


old up. 
cManufactured b ° ° ° ° 
Shakespeare phony Retail Price in the U. S. $1.50 per Pair 
Kalamazoo, Michigen, U.S. A. Ask your jobber’s Salesman for special offer on 


early placed orders, or write us for full information. 
If you do Auto Radiator repairing ask for our cat- 
alog of this line. 


. F. L. CURFMAN MFG. CO. 
NOW 6 OO Desk B ——. MO. 


AT YOUR DEALER'S 
. 6 teen 6 eo mene CeCe yO. 


A COMPLETE ILLUSTRATED CATALOG WILL BE MAILED ON REQUEST 































, GO-BOY Playtoys are made better than 
GO-BOY i a . 
a comphne seems necessary—for two reasons: To give 
line’ of fast ss d ] tl : ll There are al- 
selling youngsters an every-day playtoy that wl ways buyers 
e ° for one o 
vg stand hard-playing, and to give dealers Ge lo 
come See sales that bring no complaints or lost good ne ee 
70-Boy Gym : . , ai" Pos 
CoBey Speed will, Nationally advertised. Get details. a oe 
sa 
(illustrated) , to high — 
Go-Boy Spring The GO-BOY CORPORATION 2s twee 
Scooter 602-0 Caxton Bldg., Cleveland Go-B ‘ 
New York Office: 7 East 17th Street , a 
DISTRICT REPRESENTATIVES 





COLUMBUS: H. H. Ashmead, 421 Clinton Bldg. KANSAS CITY, MO.: 
Reese & Penny, Orear Leslie Bldg. DENVER: G. EH. Dalton Co., vGco Arapahoe 
St. SAN FRANCISCO: U. E. Daiton Co., 180 New Montgomery St. LOS 
ANGELES: G. E. Dalton Co., 747 Warchouse St. SEATTLE: 7. D. McLean, 
L. C. Smith Bldg. SAN ANTONIO: C. V. Millard, 239 W. Huisache Ave. 
NFW ORLEANS: A. I. Schnaider, 209 N. Rochblave St. CHICAGO: R. J. 
Parvin, 1519 Sunnyside Ave. ST. LOUIS: L. C. Watling Co., 491 Granite Bldg. 
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The Cannibals 
Will Get Him 





i 


Pad = 


The Bassy-Getum 
(Made by Outing) 


Because He’s a Crip 


Fish are cannibals, but they’re lazy cannibals. It’s 
a job to catch a well, spry minnow, but a cripple 
floundering around, turning over on its side, 
feebly struggling to get away—there’s a lunch for 
a rod-smasher. 

The Bassy-Getum and the Piky-Getum are 
“crips”—that’s just the way they act. And they 
look like minnows, too. By the new method of 
manufacture developed by Outing, these lures 
are made with hollow bodies formed of bronze 
and the actual shape of a minnow can be dupli- 
cated—with mouth, eyes, fins, gills, scales, tail 
and everything. The Bassy-Getum is made up in 
natural bass finishes: Black, Large Mouth, Small 
Mouth, Rock, Calico and Silver Bass Scales. 


Your Customers Will 
Snap Them Up 


Any fisherman will get these points and you 
can just bet he’ll want at least a couple. He can 
see the shape. Tell him about the action. Tell 
him that in water, the colorations, because they’re 
on bronze metal, flash like the sheen of a live 
minnow. Tell him 
these baits are inde- — 
structible—hookscan’t 4 : 
pull out, and he eo ee Piky- 
use doubles or singles  ¥ Size Geum 
if he wants—easy tO, cations: Whiteand Red, 
change—all the advan- Rainbow, Red and Green Spots, 
tages of a live minnow, Silver Back, Green, Pike, Perch 
none of the disadvan- 
tages. Your jobber doubtless can supply you. If 
not, order direct if you want, giving jobber’s name. 









‘ 
r 





The Outing line includes folding metal decoys, 
steel rods, lures, tackle boxes and other equ 
ment. This company also is exclusive —— 
representative for the well-known Hildebrandt 
line of spinners, and stocks and distributes the 
— Boyer gy eemntng | Company line 
Winona Reels, Winona Floats, Winona 
Fish Stringers, etc. Full information on the 
complete line is waiting for you. 


‘OUTING MFG. CO. 


4516 Jackson Bilvd., Elkhart, Indiana 











BRAND 


Mark 


CROWN 


Trade 





Boat Oars 


Crown Brand on a boat 
oar means perfection 
and quality. It means 
sales for you and satis- 
faction for your cus- 
tomers. 





Write now for infor- 
mation and prices. 


Manufactured by 


DE GRAUW, AYMAR & CO. 


Established 1827 


34-35 SOUTH STREET NEW YORK 
FACTORY: PLAQUEMINE, LA. 














A National Selling 
Force for Your 


Sporting Goods 


Hardware Age is read by the 
hardware jobbers, their livest 
salesmen and by the best hard- 
ware dealers and jobbers i in 6059 
towns and cities. 


Regular selling messages in the 
Sporting Goods Issues of Hard- 
ware Age will help you gain co- 
operation in selling your sporting 
goods from a body of merchants 
of country-wide location and 
highly developed selling power. 


Hardware Age 


239 W. 39th St... New York, N. Y. 
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THE OBEDIENT’ SLAVE TO YOUR DESIRES 
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est pitch of harmony—the improved 
APEX Receiving Sets bring in, with 
startling clarity and naturalness, all of the 
delicate gradations of the entire range of 
sound—whether the highest soprano or 
the deepest bassos profundo. 


Foxe pi the mellow depth to the high- 


The charm of naturalness, combined 
with greater distance getting ability, pos- 
itive selectivity and full volume, plus the 
enchanting elegance of design and finish, 
present radio receiving sets that are most 
satisfactory in every element of operation 
and a real delight to all whose choice of 
home furnishings is guided by true appre- 
ciation of artistic and refined beauty. 


APEX ELECTRIC MFG. CO. 


1410 W. 59th Street Dept. 1035 
CHICAGO 





















Y Yj yy A 


Dealers who are interested in 
increasing and maintaining 
profitable trade, should invest- 
igate the many advantages 
provided by the Apex co-op- 
erative plan. Write for com- 
plete details. 














: ua | | i 
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Apex Super Five, Price $95 
without accessories 


0 











Apex Utility 
Radio Table 
Price $75 





Apex Baby Grand Console 
Price $225 








Apex De Luxe 
Price $135 










nati ing yam 





Apex Césate 
ete Price $27.50 






Apex 
Entertainer 


Price $22.50 








Prices West of Rockies slightly higher. Canadian prices approximately 40% higher. 
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<RatTwinE> 


<< No. 826 


<RATwinE> 


— Soap Holder _ ,/ 


<RatwinE> 


<NaTwirE> 
<NatTwinE> 


LY) 


3 


‘ Length 3” 
Width 21,” 


Depth 11/2” 


. “ . 
Fa 
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RAT WIRED PLY LO Over all 11 
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<RAtTwinE> 


— 


Housewives have learned to appreciate quality in 
their kitchen wire goods. Every Natwire item takes 


this into consideration. It costs you no more to give 
your trade quality in standard wire goods. 
Twi Wire Goods Distributors 
<RaTwine> Chase & Francis, Boston. H. A. McKinnon, Detroit. 
Benjamin Factor, Bridgeport. M. J. Geraty, Chicago. 
ner C. Eckhoff, St. Paul. 


d: binwcang ean 4° a is * a - 
amsey-Sturgeon Co., Baltimore. ; : onoghue, Kansas City, oO. 
‘ NATWIRE Roy L. Ashcraft, Louisville. Lloyd S. Knight, St. Louis. 

Couch & Jackson, Atlanta. C. M. Bollinger, Salt Lake City. 


J. H. Menge Sales Co., New Orleans. National Sales Co., Denver. 
Emil Vutech, Cleveland. Bubar & Company, Fort Worth. 


Wickwire Spencer Steel Company 


General Offices: 41 East Forty-Second Street, New York | 
<RaTwinE> WORCESTER BUFFALO CLEVELAND DETROIT CHICAGO ; 


SAN FRANCISCO LOS ANGELES SEATTLE 
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_ This plan a” 
Le , “ 
a means more sales (| 
* ® 
a Dealers who have mounted a Sharpit back of their counter, = 
. as shown in this photograph, so that they can demonstrate [| | 
=" it conveniently, are having a fine sale on Dazey Sharpits. fl 
a a To help retailers get the greatest results from-this successful .. 
e tome : A : plan, we have prepared the narrow strip panel shown at the e 
* than just left, with a space for mounting Sharpit at the bottom. One * 
a knife packed in each carton of six Sharpits, will also be mailed direct te 
sharpener upon request. «6 
.. ee Increase your sales on Dazey Sharpit by this successful plan. .. 
® you how = 
t 1S « 
| ene DAZEY CHURN & MFG. COMPANY a 
Be euthin ST. LOUIS, MO. a. 
". _ 
© cs 
a a 
| * 
a= a 
“. 
* ® 
-. . a. 
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A Sales Sensation 


Both Jobbers 
and Retailers 
ordering them 


like Hot Cakes 


Dhaene ms rue ‘ 
= an onan : 


PES. SEE Se) 
ee 2 aa je 
Ss oe ae 
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BACK VIEW 
Showing arrangement of merchandise 


FRONT VIEW 
As the customers see it 


Reg. U. S. Pat Of. 
No. 995758 which will 
be strictly enforced 


The New 
Metal Display Cabinet 


Takes Domes of Silence out from behind the 


Ornamental counter and places them before customers in a 
In good taste on any convincing fashion. This speeds up sales on an 
counter. item that has every home in town for its market 


and repeat business as long as these homes last. 


Replaces the old familiar cardboard display that was so 
easily soiled, torn and dog-eared, making it unfit for position 
on counter. 

Keeps sizes in orderly arrangement. Displays full face of 
packages and prevents their being stolen. 


The Cabinet Svbstantially 116” sizes and 214 dozen cach of the 
constructed _ fast selling sizes, 14”,54",34”, and 4%”. 


Catches the eye 


Its attractive design— 
refined color scheme 
and high enamel fin- 
ish stop the passerby. 








Sells 


It tells the story of 
Domes of Silence and 
makes the sale. 


Prevents 
Pilferage 


of 26 gauge sheet metal—beautifully 
lithographed in five colors with a hard 
baked permanent finish. 


Compact in size "3 
less}than 11 inches long and only 5 


inches wide it requires very little 
counter space. 


& : Contains one gross 
apacity sets assorted sizes 


made up of 1 dozen each of 3%” and 


. Shipped loaded. 
Shipped Packed in 200 pound 
test shipping case to prevent denting 
or damage. 


Refills Packed 14 gross sets of 
straight sizes or assort- 
ment of I dozen each of 14”, 54”, 34” 


and 7%" sizes. 


Order both cabinet and refills 
from your nearest jobber. 


DOMES of SILENCE Division P-2127 


Henry W. Peabody & Co. 
47 Seate Sereet. New Yort Cav 








The Perlect Furniture footwear 


DOMES of SILENCE , 


__ etter than Casters’ 
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A New and Better Gasoline Lantern 


AMERICAN READY.-LITE 


Lights with 
common matches 


Wind and storm proof 
Safe anywhere 





for practical simplicity, economy of opera- 
tion and upkeep, durability and appearance 
no other lantern equals this new American 


Ready-Lite. 


It has the already famous straight, long life 
generator which may be removed for clean- 
ing or replacement without any danger of 
breaking maniles, thus cutting mantle cost 
in two. The Ready-Lite mixing chamber is 
an entirely new feature which assures equal 
light from both mantels and eliminates all 


flickering. 


























Dealers everywhere are enthusiastic about 
the sales possibilities of the new Ready-Lite f 
and are unanimous in declaring it the most 
outstanding development in lanterns since ) 

we first introduced the gasoline lantern. | 


Ready-Lite Lamps and Lanterns are sold 
only by exclusive dealers. It will pay you 
to write at once for prices and terms of our 
exclusive dealer-agency proposition. 





American Ready-Lite Lente-n No. 257. A'so made with 8'4 inch 
polished nickel reflector. 


AMERICAN GAS MACHINE CO., Inc. 


Makers of the Kampkook 
Albert Lea, Minn. - - - . . . . New York, N. Y. 
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“AN INCENTIVE TO TRADE— 
‘NEW HAVEN’ DISPLAYED” 


FEW “NEW HAVEN” Watches grouped with the attrac- 

tive colored Display Card, as shown above, will help in- 
a ee eee crease your watch sales considerably, especially at this time, as 
14 size, thin model, neat and the New Haven Advertisements in THE SATURDAY EVE- 
ee ae eae NING POST are read twice each month by millions of people. 


nickel polished, semi-octagon 


bow, substantial antique pen- oe ; . 
dune, conan alana to This is just one of many attractive colored Display Cards 


wind, Gunes on. Cable ae offered you. Send for them at once, using the coupon below. 
merals and skeleton hands. 


Tip-Top Octagon 
. Watch 





A number of effective window displays can be arranged by 


Totes Senne’ using the attractive colored boxes, each one of which carries the 


Plain Dial ............+. $1.75 price to the customer. 
Radium Dial ............ $2.75 

Electros furnished upon request 
Ask to see the other Octagon 


members of the True Time ' YOUR JOBBER CAN SUPPLY YOU 


Tellers Family. 


THe New Haven Crock Co. 
New Haven, Conn. 





THE EW AVEN LOCK CO. 


Please send me at once a set of Colored Window Display 








| 
i 
' 
: 
=ST. W V ONN, 1817 ' 
sce E EN NN. 101 s- Cards featuring True Time Tellers and also reprints of Saturday 
: Evening Post Advertisements. 
4 . 
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CANNON BALL 


BEATS EM —_ fo 


—for sturdiness, durability, prac- 
tical features, symmetry of 
design and distinctive, 
lasting finish that 
keeps the wagon 
looking 

new. 


































et 
No. 301-C 
9%x19 











This trade-mark identifies 
all genuine Cannon Ball 
vehicles. Protects dealers 
and users. A sign of y 
quality. A guarantee C 
of honest 

worth, 






No. 303- Cc 






B® No 120-C 
14x 34 







No 130-C 
16 x 38 













am Cannon Ball Takapart Wheel used 
No. 1132-C on Nos. 110-C, 120-C and 130-C 
15'4 x 36 wagons can be taken apart to permit 
worn tires to be changed at home. 





CANNON BALL — 
COASTER WAGONS 


ANNON BALL WAGONS are designed 
and built the way you would build them. 
They are the kind you can stake your reputation 
on—the kind that sell at a good profit and bring 
custemers back to you. 

Clear, hardwood boxes are built with care 
and precision; carefully sanded and given a 
mirror-like finish with two coats of clear, high- 
grade varnish. 

Prices are as attractive as the wagons 
themselves. 

You dealers who have known the products of 
Hunt-Helm-Ferris & Co. the last forty-two years 
know that Cannon Ball Wheel Goods must be 
even better than they look. Order by number 
from this Ad. Avoid delay in getting your 
share of profitable business on the New Cannon 











‘CANNON BALL 
ALL-STEEL WAGON 





No. 1160 
16 x 36 







Everything steel but the heavy, 
balloon-type tires. Sets new mark 
for attractiveness and durability in 
steel wagons. Ball bearing, double 
disc wheels. 





Ball Line. Catalog mailed on request. ena iinn 
Hunt, Helm, Ferris & Co. 
SATURDAY EVENING POST HARVARD, ILLINOIS 
ADVERT ISING CAMPAIGN IS Industrial Bidg., 422 Stinson Bivd., 383 Brannan St., 
STARTING NOW Albany, New York Minneapolis,Minn. San Francisco, Cal. 
22nd & Arch Sts., 1322-30 W. 13th St., 1811 E. Seventh St., 








Philadelphia, Pa. Kansas City, Mo. Los Angeles, Cal. 



























HIS complete new line of 

precision-built vehicles em- 
braces radical improvements in 
models, construc- 
tion and finish that 
place it ahead of 
all competition. 





Silver 





No. 1139 Scooter 
With Roller Brake 





Pull-Motor 


Combines healthful 
exercise with 
thrilling fun 





Cannon Ball 


Looks classy 
Runs easy 
Goes fast 


No. 1144 Pull-Motor 


Eighteen thousand dealers who 
have bought our goods in the Sy, 
last forty-two years know f~> 
the Cannon Ball Line will J 

be attractively priced y a, 

for quick and profit- “a 

able resale. Order LS 
now from this Ad. fs 
Get started on A 

a profitable 4 
turnover. 


Ss uty , 
No. 1135 
Scooter 


regular equipment with 
Cannon Ball Pedal Cars. 


» — a ce , 
2 ae cs ? * 
Pe a ae % * - 


No. 1159 
Scooter 


and Pedal 








toned bell | 





















No. 1145 Skee-Bob 








No. 1137 SkeeSkooter 





Cannon Ball Special Line 


In addition to the vehicles shown herewith we 


have also a line of Brake Scooters, Scooters Industrial Bld=., 
without brakes, Pedal Cars, Pony Cars and Play 
Boys in standard red finish instead of orange. 22nd & Arch Sts. 








Philadelphia, Fa. 





No. 1141 Scooter Xe) 


Folder and attractiv2 p-ices sent on request. 





DEPT. A 


Hunt, Helm, Ferris & Co. 


HARVARD, ILLINOIS 
422 Stinson Bivd., 


Albany, New Yo.k Minneapolis, Minn. 
1322-30 W. 13th St. 1811 E. Seventh St. 


Kansas City, Mo. 










You insert just @ case ed — 
one bolt to set up . 
these Play Boys 








fa 

{] All Cannon Ball wheeled 
/ vehicles are equipped with 
double disc wheels, con- 
tained roller bearings and 
large, substantial, Staytite 
tires. 










No. 1053 
Scooter 














No. 1054 
Scooter 


Cannon Ball 

Play Boys have 

solid steel steer- 

. ing posts. that 


No. 1136 can’t wear wobbly 


Scooter 

















mci *. 


Cars 







No 3-C 
Play Boy 
















(— iro. 4-C 


. Pedal Car“~—“ 


y 





No. 1133 
Skee-boggan 
Biggest thrill on every hill 





1146 Skee-Bob 










All genuine Cannon Ball vehicles 
bear this trade mark, a guarantee of 
quality and a sign of honest worth 


383 Brannan St., 
San Francisco, Cal. 





Los Angeles, Cal. 
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Columbian’s Seventh Achievement to Help 
Dealers Sell Columbian Garage Vises—This 
Attractive Display Stand Furnished Free. 


OLUMBIAN VISES that are seen are sold. You 
will sell one Columbian Vise after another dis- 
played on this stand— it guarantees that your Colum- 
bian Vises will be seen; it displays them in the simplest 
and most practical way yet devised—a vise at a time. 


Requiring so little space this COLUMBIAN stand fits 
into any sort of window display. It also shows the vise 
off to advantage on the counter yet permits plenty of 
space for displaying other hardware items. 


Furnished in two sizes—12 inches high for window 
and counter use—34 inches high for floor use—this 
metal stand attractively finished in two colors—black 
and red—is a silent but good salesman for 
Columbian Vises wherever you put it. 


rie 
<p 
. 
) be 
s 
‘ 


Ask your jobber’s salesman how to get this 
Columbian stand free which will help in- 
crease your Columbian Vise profits. 


THE COLUMBIAN HARDWARE Co. a CLEVELAND, OHIO, JU. S. A. 


Sole Manufacturers of Columbian Vises and Anvils Exclusively 


COLlMBIAN 


GARAGE and HOUSEHOLD VISES 
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Approved! 


by the keenest buying 
brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


TRUATT LETTE 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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es of dis- 
tinctive beauty 
and Service that 
form the highest | 


standard ofquality : 
and unifomity~ ¢ : 
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Branch Offices: 
45 WARREN ST. N-Y.C. 74 W. LAKE ST. CHICASO 


ERIE“ 7 7 PENNA. 
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Osborn Advertising Puts Brush 


HARDWARE AGE 





Profits Where They Belong 











2 as . t 
; re. ci gives better service und costs les 






Cost Less at ; 
_ Your Local Store ' 


bonsai, of anen . 
sug th = hae ye every Osborn vB ue » Hand > Eaves : 


o 
Oshern Brushes are never sold by house~te-hout 
ATIC MASETS — Yund - t bee at your isvorte deparinmet 
haar 
hw 




















These well-known houses are authorized distributors for Osborn Blue 


Handle Household and Personal Use Brushes. Ask them. 


W .Bingham Co., Cleveland; Bostwick-Braun Co., Toledo; Bronson & Townsend Co., 
New Haven; Buhl Sons Co., Detroit; Burhans & Black, Inc., Syracuse; W. W.Conde 
Co., Watertown; Decatur & Hopkins Co., Boston; Evansville Supply Co., Evansville; 
Farwell, Ozmun, Kirk & Co., St. Paul; Geller, Ward & Hasner Hardware Co., St. 
Louis; C. H. & E. S. Goldberg Co., New York; L. Gould & Co., Chicago; Harper & 
McIntire Co., Cedar Rapids; Harper & McIntire Co., Ottumwa; Huey & Philp Hard- 
ware Co., Dallas; Janney, Semple, Hill & Co., Minneapolis; Kelley-How-Thomson 
Co., Duluth; Kinney & Levan Co., Cleveland; Lee Kountze Hdwe. Co., Omaha; 
Logan Gregg Hdwe. Co., Pittsburgh; Masback Hdwe. Co., New York; C. H. Miller 
Hdwe.Co., Huntingdon; Morley Bros., Saginaw; John Pritzlaff Hdwe. Co., Mil- 
waukee; Salt Lake Hdwe. Co., Salt Lake City; Schwabacher Hdwe. Co., Seattle: 
Supplee Biddle Hdwe. Co., Philadelphia; H. D. Taylor Co., Buffalo; Townley 
Metal & Hdwe.Co., Kansas City; Treman, King & Co., Ithaca: Van Camp Hdwe. 
& Iron Co., Indianapolis; John B. Varick Co., Manchester; Wayne Hdwe. Co., 
Ft. Wayne; E. L. Wilson Hdwe. Co., Beaumont; Geo. Worthington Co., Cleve- 
land: Wyeth Hdwe. & Mfg. Co., St. Joseph. 














2. 


MAKERS OF 








PAC 


QUALITY 


BRUSHES 





This window and counter 
display stand will work for 
you. Ask us,or any Osborn 
distributor. 


Osborn is bringing back to retail 
stores the brush sales and profits 
which have been going to house- 
to-house canvassers. 


It is educating millions of women, 
through strong, consistent na- 
tional advertising, to go to hard- 
ware, departmentand drug stores 
for better wearing Osborn 
Brushes.* 


Osborn supplies every one of its 
dealers with an attractive window 
andcounter display free of charge. 
This identifies you with Osborn 
advertising. 


The Osborn sales plan is a suc- 
cess— because Osborn Brushes 
live up to the advertising as better 
made and better wearing brushes 
at lower prices. 


Keep the brush business where it 
belongs—in the retail stores—in 
your store. Join the thousands 
of dealers who are increasing 
their profits with the Osborn line. 


Write today for all details or ask 
any Osborn distributor. 


* Read the Osborn advertisements in the 
Saturday Evening Post— Woman’s Home 
Companion—Good Housekeeping Mag- 
azine and The Christian Science Monitor 


THE OSBORN MANUFACTURING COMPANY 


CLEVELAND, OHIO 


SINCE 1892 
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MILLERS FAILS 
TOOLS 








October 8, 1925 




















9@ anew display for two leaders in the group of Millers 
iHere Ss Falls Automatic Tools—Automatic Drills No. 81 and 


No. 445. You’ve been selling the drills for a year; you know them. 
They are both good and popular. The new display makes them 
still stronger sellers. 
Handsomely colored—green, red, black, with gold letters. Strong 
and light. Size 10%4 x 10% over all. Furnished free with 2 No. 81 
and 2 No. 445 Automatic Drills. Write for it. 

MILLERS FALLS COMPANY 


Millers Falls, Mass. 
28 Warren St., New York 9 So. Clinton St., Chicago 
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FOR EASY 
PENETRATION 

















HE rows and rows of bright 
keen curved teeth with the 
Vixen rake and clearance angles 
cut with such satisfying speed that 
the Vixen File pavs for itself over 
and over again. 


Each tooth is individually milled. 
Special alloy steel gives the Vixen 
a lasting keen cutting edge with 
the proper rake and clearance 
angles that actually shears the 
metal instead of just pushing it off 
—and it clears itself of filings 
automatically. . 
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Time is Money and 
VIXEN saves time 


rooTHF LES 








Prove it at our expense 


Specify your kinds of filing and 
test Vixens will be placed in your 
hands free of charge to prove their 
dependable speed and economy. 


Time is money and Vixens save 
time. The various Vixen cuts can 
be used for hard and soft metals— 
fibre—marble—stone—slate—wood 
—rubber. 


Your dealer will be glad to tell you 
more, or if you wish, write directly 
to us. 


HELLER BROTHERS COMPANY | 
Newark, New Jersey, U.S.A. 7 
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An Important Reason for 


Perfection salesmen are trained 
to help YOU sell as well as to 
sell to you. Their demonstrations 
of Perfection and Puritan stoves 
tooilstove prospects, have proved 
big profit makers for the thou- 
sands of dealers who take ad- 
vantage of this service every year. 


Displays, selling helps and liter- 
ature are free, and no other oil 
stove line enjoys the great vol- 
ume of year around advertising 
support which goes with a Per- 
fection dealership. 


This important reason, with the 
seven otherson the opposite page, 
forms the basis of a Perfection 
dealership—the most profitable oil 
stove connection you can make. 


Write for the complete 
Perfection Dealer Catalog 


THE CLEVELAND M E TAL PRODUCTS Co. 
1609 Platt Avenue ’ Cleveland, Ohio 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ontario 


PERFECTION 


Oil Cook Stoves and Ovens 
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Perfection Dealer Profits 





The 100% Cemplete Oil Stove Line. Long chimney / 
1 and short chimney stoves in all sizes and prices— “el 
also cabinets, ovens, broilers and toasters—all made i 


by one big, square-dealing manufacturer— satisfy / 
every demand. 


The Line That Sells the Year Around. Because 

2 of their bigger, faster burners, ample size and mo- 
dern conveniences, these ‘‘grown-up’’ Perfections— 
which satisfy every cooking need—are in demand 
throughout the year. 


“) The Best Advertised Oil Stove Line. Perfection 
advertising supports the selling effort of Perfection 
dealers every month in the year. It is far greater 
than the advertising effort of any other oil stove. 





The Van Cleave Furniture Co. 

Kansas City, Kansas, gets alll 
year around distribution on 
Perfection Stoves by window 
displays such as this, and local 
newspaper tie-up with Per- 
fection advertising. 








The Universally Accepted Line.Years of leader- 
ship, years of advertising dominance, and millions 
of present satisfied users have led to Perfection’s 
acceptance as the oil stove standard of the world. 









aN 





The Line of Fastest Turnover-Dealers can ‘‘turn’’ 
Perfection stocks from 4 to 12 times a year. 24 hour 
shipping service from convenient warehouses enables 
them to do a large business with small stocks. 


a 


The Line of Greatest Yearly Profit.Rapid turn- 
over of small stocks; the low cost of selling a uni- 
versally accepted line; and Perfection’s complete 
freedom from service expense, unite to give big profits. 





This window display in 
connection with a demon- 
stration of Perfection 
Stoves made money for the 
Victor Furniture Co. of 
Indianapolis, Ind. 







The Line That Satisfies Consumers.Because of 
their quick lighting, fast cooking, cleanliness, ap- 
pearance, reliability, and long life, more than half of 
all the oil stoves in use are Perfections or Puritans. 






~~ AN 







If the Perfection salesman 
doesn’t call on you, write us. 


THE CLEVELAND METAL PrRODUCTs Co. 
7609 Platt Avenue «2 Cleveland, Ohio 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ontario 






A window trim like this 
backed by a demonstration is 
sure to sell Perfection Stoves. 

This display was arranged by 
the Sioux City Journal, lowa. 

We furnish window displays 
free. Use them and profit, 
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jath Room Fixtures are salable 


as soon as shown, because the designs are in 
keeping with modern bath-room requirements. 
They are 
» ane : 

Brass, the metal that successfully defies cor- 


rosion. 


ture has 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 
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Deming “‘ Oil-Rite”’ 
Fig.809 with Tight and 
Loose Pulleys. Built 
in sizes from 2'7'x2';" 
to 6x6" inclusive. 
Capacities from 520 to 


4800 gallons per hour. 


Deming “ Oil- Rite” 
Fig. 809 with type 
“C-.H”’ drive includes 
channel iron bed plate 
under pump and mo- 
tor, with connection 
through short belt and 
spring belt tightener. 
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also durable because made of Solid comment. 


No. RINGC Bath Room Fix- 
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A display of these attractive fixtures with their 
highly polished and heavily nickel-plated sur- 
face gets instant attention and wins favorable 


Ask your Jobber for prices or write our near- 
est office. Our latest Catalog will be sent on 


ever RUSTED out. request. It shows over 300 designs. 


BRANCH OFFICES: 


New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 





Automatically Oiled 


HERE are several reasons why you should 

know all about Deming “Oil-Rite” (automati- 
cally oiled right) Pumps. It’s impossible to describe 
all their features and varied uses in this space. 
It takes an 8 page bulletin to do that. 
Send for this bulletin today. There is a Deming distribu- 
tor in your territory who will give you full cooperation. 
THE DEMING CO., Established 1880, Salem, Ohio 


DISTRIBUTORS 

















Baltimore : : : . . ° ° ° - Southern Supply Co. 
Chicago . . . : Henion & Hubbell, 217-221 N. Jefferson St. 
Denver . . . ° Hendrie & Bolthoff Mfg. & Supply Co. 
Detroit. ° : . . . . - Standart Bros. Hardware Corp. 
Kansas City . English Tool & Supply Co. 
Louisville . : ° : . ; . ° ° ° aib Company 
Minneapolis . : : . ' : . : Central Supply Co. 


Richmond " . a . . . ° Sydnor Pump & Well Co. 
Pittsburgh . . . - Harris Pump & Supply Co., 316 Second Ave. 
San Francisco . ° ° ° . ° > ° ° - Crane Company 
Portland, Oregon . =. + + «© «© «© e Crane Company 





Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 
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Deming “ Oil- Rite” 
Fig. 809 with type “ B’’ 
drive is the standard 
pump without pulleys, 
but with sub-base and 
gearing for electric 
motor. 


Deming ‘‘Oil- Rite” 
Fig. 809 with type '‘G”’ 
drive includes a hori- 
zontal water cooled 
gasoline engine on cast 
iron sub-base with 
pump and connected 
by gearing. 
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There IS A Difference in Sash Cord 


In recent years a great deal of “imitation” sash cord 
has been sold made of coarse, uneven yarn roughly 
braided and generally containing a large center or core 
filled with “dope” to make it weigh more. This cord is 
giving out fast now and a demand is automatically cre- 
ated for something good to replace it. 








Are you ready to supply this demand? 
Can you furnish REAL Sash Cord? 


Samson Spot Sash Cord 


= ——— 2s oe . . 
<a ae ee a : 
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Trade-mark Reg. U. S. Pat. Off. 


Samson Spot Cord is made of extra quality fine yarn spun in our own mills. It con- 
tains no loading, no adulteration. It is firmly and evenly braided and smoothly 
finished. It is inspected thoroughly and guaranteed free from imperfections. The 
Colored Spots, our trade-mark, are used only with this quality, and show who makes 


and guarantees the cord. 


In addition to Samson Spot Cord, we make two other brands to meet the demand 
for cord at lower prices. These will not wear like Spot Cord, but they will wear 
many times longer than flimsy, doped cords. 


Phoenix Sash Cord 


Made of good, even yarn, smoothly and firmly braided and uniform in size and quality. 
It can be depended on to be free from the prominent imperfections and rough places 
found in common cheap cord of other makes. 


Sachem Sash Cord _.. 


Like the Phoenix, except made of a little cheaper stock and not quite so firmly braided. 
None of the above brands are doped with wax or other loading material. A good 
way to test sash cord is to “ravel the end and look at the center’’! 








For more than forty years, we have advertised our sash cord 
and other products extensively, steadily, and consistently. We have 
advertised sash cord, especially Samson Spot Cord, to the people 
who buy it and specify it—dealers, builders, architects and large con- 
sumers. We propose to help you sell good sash cord in the future, 
as in the past, by continuing this extensive advertising. 


Sell Good Sash Cord—Not 


‘‘Imitation’’—and Reap the Harvest 


SAMSON CORDAGE WORKS 
BOSTON MASS. 
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| THE SATURDAY 
| EVENIN G PT 














These Six Salesmen — 


They are carrying this 
sales story to the stove- 
heated homes of his 
town 





Wit this new type of central heating plant—the Sunbeam 

Cabinet Heater, you can heat every room, upstairs and 
down, thoroughly and comfortably, with less fuel than you have 
ever used before. You can replace the two or three old stoves 3 
with a beautiful piece of furniture, and have a single heating 
unit that will burn hard or soft coal or wood, require little 
attention, and take up a small amount of space. You’ll never 
again dread the coming of cold weather. You’ll have “whole 
home” comfort this winter and many winters to come! 





Si 


———» CABINET 


MADE BY THE LARGEST MAKERS OF HEATING 
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‘ Tie COUNTRY 


GEN’ ;; MAN 
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: OLD WORLD 


Are Selling Locally 


for the Sunbeam Dealer 


This big sextet of National Magazines will be 
working locally for Sunbeam Dealers everywhere 


this fall and winter. Like all publications having Send 
national circulation, they must get local circula- VETIC 
tion first. for the 


Only by reaching each local community canthey Satu rday 
become “national”. That’s exactly what they Evening 
have done, and today they represent Sunbeam in Pinatere 


your locality. They are ready to go to work for you. pag ack us 
The Sunbeam is advertised—nationally, locally, to tell you 
every way—let us tell you the whole story—use about the A 
the coupon. many Pi 
Sunbeam Pa 
THE FOX FURNACE COMPANY, ELYRIA, OHIO Helps a 
4 S 


> 
Largest Makers of Heating Equipment t. 
/ re 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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A Tire Chain 


Salesman 


FREE! 


Here is the new McKay Metal Dis- 
play Stand—a McKay Tire Chain 
salesman ready to work for you— 
without pay! One that will always 
be on the job when you’re busy with 
other things! One that never fails 
to remind your customers of their 
chain needs! 

Attractively finished in colors as 
shown above, and substantially con- 


HARDWARE AGE 


UNITED 


Ss TA TES c 


7 , 
HLA TA Po 


structed of metal, this stand is a 
good looking and valuable mer- 
chandising feature for any store. 
The size, approximately 25 inches 
high, 17 inches wide and 8% inches 
deep, is ideal for display purposes. 
It is suitable for both counter and 
window use. Descriptive literature 
can be placed in the pockets on 
both sides. 


UNITED STATES CHAIN & FORGING COMPANY 
Union Trust Bldg., Pittsburgh, Pa. 
Makers of Chains for all Industrial and Commercial Purposes 


Pacific Coast Sales Representatives: NORMAN COWAN CO. 
451 Rialto Bldg., San Francisco, California 








FREE to McKay Dealers 


To help you boost your chain sales and profits, 
the McKay Display Stand is offered to you absolutely 
free. Send the coupon for full details. 


United States Chain & Forging Co. 
Union Trust Building, 
Pittsburgh, Pa. 

I am interested in the possibilities for greater 
tire chain sales and profits through the use of 
the new display prom Please tell me how I can 
get it free of cost. 


City and State....... 
Name of Jobber..... | ' eramnastd 


Address...... er Pe ’ 
H. A. 10-25 





2 HARDWARE AGE October 8, 1925 








The Human Side 


of a 


Great Business 
Publication 


Back of every great enterprise 
is a human element contrib- 
uted by those men whese cx- 
periences and __ personalities 
are reflected in that enterprise. 
Vhis is the element that molds 
opinion, creates good will and 


"AS 


makes or mars its success. 











Charles Downes, Pacific Coast Editor 


SgHARLIE DOWNES is well display methods, which he presented to 
known to HARDWARE AGE HARDWARE AGE readers in his own at- 
readers as a keen student of tractive, interesting and breezy way. 
merchandising, a news and mar- 
eee ket editor on whose judgment 
her can safely depend. They know him 
through his writings, his attendance at their 
conventions and his visits to their stores. 





His ability to grasp quickly the essential 
points of a subject made him a welcome 
editorial representative at trade conventions. 
It also fitted him —— to a el 
a ket conditions and give his readers those 
Charlie Downes joined the HARDWARE market facts so necessary to the successful 
AGE Editorial Staff at the close of the War. handling of a hardware business. 

He brought with him an unusual ability to 





write, developed by five years’ newspaper Today he is personally carrying to Pacific 

experience, boundless enthusiasm, unlimited Coast merchants the ideas and methods of 

energy and a sincere desire to do something the East and Middle West. In return he is 

worth while. gathering new ideas to pass on to the trade. ! 
Possessed of a keenly analytical mind, he Charlie Downes holds a recognized place 

immediately applied himself to an intensive among the thinkers, writers and merchan- 

study of hardware merchandising. For disers who are maintaing the prestige of 

seven years he traveled over a large part of HARDWARE AGE as the merchandising, 

the East, South and Middle West seeking news and market authority of the hardware 

practical sales ideas, store arrangement and field. 


“The Most Influential Hardware Paper’’ 





A.B.C. 


2359 West 39* Street 
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Vitralite 
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Painted by Edgar F. Wittmach. Copyright 1925, PSL 


itralite _—_ whitest and most durable beacon 


for night fliers at We Cook C Field 


For over two years, U. S. Army avi- 
ators from all parts of the United States, 
seeking McCook Field at Dayton, O., 
winged their way in the dark of night, 
to this great, white, glowing beacon of 
welcome, visible for twenty miles. 

And these aviators inquired what 
made this beacon the whitest and bright- 
est they had ever seen. 

The answer was Vitralite, the Long- 
Life Enamel, famed for the most chaste 
and refined architectural decorative 
work, and yet so durable that it stood 
on this water tank, exposed one hun- 
dred and thirty-five feet in the air, to 
the ravages of Summer’s heat, sun and 
rain, and Winter’s cold, snow and sleet, 


Send for Free Sample Panel showing the porcelain-like Vitralite finish, 
Color Card and names of local dealers 


Sor over two years. 


The Vitralite is still 
in good condition and has never been 
refinished. 
Did any enamel e 
harder test? ‘That is\ 
be guaranteed for thr 
used inside or outsid 
the visibility of this 
Vitralite was whiter 
illumination than sim 
This is the same 
that you can have y 
your architect speci 
If you have a chair 
the house to refini 
hardware dealers 
supply you. 

















Pratr & Lamsert-Inc., 114 Tonawanda Street, Buffalo, N. Y. 
In Canada: 20 Courtwright St., Bridgeburg, Ontario 


PRATT & LAMBERT VARNISH PRODUCTS 
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Allith-Prouty 


RELIABLE 


Rolling 
Store Ladders 


In planning new or remodeling old stores it 
is a profitable idea to think of “Allith” Re- 
liable Rolling Store Ladders. 































Store owners know that, “he who serves best 
profits most.” 





Allith Rolling Ladders offer clerks aid in 
rendering quick, safe and efficient service. 
Because these good ladders help to increase 
sales, they become a good investment. 





Non-breakable malleable iron and steel fix- 
tures, handsomely finished, kiln-dried oak, 
rubber tired floor wheels, specially grooved 
steps, stay rods bolted on every fourth step, 
high carbon steel track which can’t warp, 
twist or sag. All these features insure a long 








| trouble proof career for each rolling ladder This is a top and bottom 
| built by “Allith’—noiseless—and always on view of Rettable Straight Side 
| , Ladder No. 80—one of our 

the track. most popular types. Attrac- 


tive and convenient for any 
store, warehouse and factory 


if ( ‘, . : mart 
| Our No. 9+ Catalog lists various types of where shelving is used. Fin- 
| rolling ladders with helpful suggestions and ning our emits in special 
et. ‘ colors to harmonize’ with 
| descriptions—drop us a line on your letter- stove decesative plan is 0 gart 
| head—yjust say, “Send me catalog No. 94. of our service. 


ALLITH-PROUTY COMPANY 
DANVILLE ILLINOIS 


Manufacturers of 


Door Hangers Fire Door Hardware Rolling Ladders 
Gerage Door Hardware Overhead Carriers Spring Hinges 


Representative Jobbers distribute A-P Products 





Manufacturers of the finest line 











ay of Garage Door Hardware 
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HE combination of utility and 
beauty is the thing which has 
been achieved in the fine hinges 
bearing the mark “McKinney.” 
McKinney's continuous national 
advertising has made consumers ex- 
pect to find these wares at every 
worthwhile hardware store. 


McKINNEY MANUFACTURING CO. 
Pittsburgh | | Penna. 
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All Hardware Roads Lead 
to Atlantic City Meetings 







oy gay LL hardware roads lead to Atlantic City, N. J., for the 
ley A" D3 week of October 19 to 23. This is the time when the 
s“8| hardware manufacturers and jobbers hold their annual 
ex) JOint convention. Retail associations will also be repre- 
sented by prominent merchant members. Each of these three links 
‘in the chain, will contribute toward the finding of a solution for 
reducing the present high cost of distribution in the hardware in- 
dustry. N. R. H. A. president, R. W. Hatcher; National Hard- 
ware Association president, John Townley; H. G. Moore, president 
of the American Hardware Manufacturers Association and Mark 
l.yons, president of the Southern Hardware Jobbers Association 
will participate in the opening discussion on general business con- 
ditions. With them in this important subject will be the contribu- 
tions of N. A. Gladding and W. H. Baldwin. 


Each of these association executives will later preside over an. 


important meeting during the convention. Installment selling, the 
economic viewpoint on price guarantee, business ethics, the relation 
of credit to business, the training of salesmen, the use of specialty 
salesmen, and the effect of hand-to-mouth buying will all come up for 
formal and open forum discussion. 

The exhibits of automobile accessories will be open Monday and 
Tuesday. ‘This feature offers the trade an unusual opportunity to 
inspect new and improved lines and to study the latest. mérchan- 


dising angles and plans for the sale of this important hardware line. 


As usual one of the highlights of the convention will be the 


Monday and Tuesday sessions devoted to a study of: automobile™ 


accessory distribution through hardware channels.. It will be in 
this division that the importance of radio and electrical appliances 
as standard hardware departments will be discussed. On this sub- 
ject Frank E. Watts, manager of Electrical Goods, a monthly sup- 
plement to HARDWARE AGE will tell how .the addition. of such de- 
partments will increase sales volume and profits:and- at the same 
time help lower the overhead. George A. Hughes, president, Edi- 
son Electrical Appliance Co., Chicago; and several other compe- 
tent speakers will offer their observations at this time. 

R. J. Atkinson, Leo C. May, George W. Ellis, A. H. Nichols, 
H. J. Allison, A. L. Philbrick, W. H. Donlevy, J. E. Woodmansee, 
R. L. McHale, Herbert P. Sheets, D. M. Fulton, Chas. W. Asbury, 
S. Z. Moore, John M. Williams and Robt. Treman are all on the 
program. Each will have a vital message on a pertinent business 
topic. 
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./ ESTERDAY the eyes of American youth 
y were looking toward Pittsburgh. For yester- 
day the World Series opening game was 
played between the Pittsburgh Pirates and the 
Washington Senators at the home ground of the 
former team. Being the baseball classic of the 
vear general interest is intense. The daily papers 
will have feature stories on star players; human 
interest items about the team; past performances 
of team and individuals. There will be an end- 
less line of predictions and ambitions. 

('p in the Tremont section of The Bronx, New 
York City, Ed Ferguson has already erected his 
giant score board and playing board. Ed is the 
proprietor of the Tremont Hardware Co. and it 
is on the building front of his store that the score 
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Bring: the 


World Series 
To Your 


Own ‘Town 


Build a Score Board and Report the 
World Baseball Series. It will pay 


many times over. 


board is placed. Every play as announced over 
the radio will be duplicated on Ed’s playing board. 
Each error, hit, run and double play will be dem- 
onstrated and recorded and the mob will howl 
with delight and ectasy. It will be a mob, too, and 
they will crowd Tremont Avenue, making it diffi- 
cult for trolley cars to pass either way. The po- 
lice will divert vehicular traffic on a temporary 
detour route and the mob will continue to howl 
with joy. 

The picture gives you a glimpse of one day’s 
crowd during the 1924 World’s Series and indi- 
cates clearly that the climax series for supremacy 
in The National Sport continues to be a most pop- 
ular event. 

Ted Lyford, himself an all-round athlete and 





Here are the Washington Senators who will meet the Pittsburgh Pirates in the first game of the World 
Series in Pittsburgh, Oct. 7 
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Crowds watching the 1924 World Series returns as posted by the Tremont Hardware Co., New York City 


radio fan, has another way of bringing the World 
Series to his home town of Torrington, Conn. He 
is associated with his father in the Lyford Hard- 
ware and Sporting Goods Co. and is particularly 
interested in the radio department. The store 
fronts the public square but also has a back en- 
trance on a side street where the traffic is not as 
heavy as that found out front. 

Ted, too, is all ready. He has a power amplifier 
hooked up with a large loud speaker, the horn of 
which projects out of a rear second story win- 
dow. The amplifier is connected with a radio re- 
ceiver and as each play and point is radio broad- 


cast the news is hurled through the air tu the 
crowds standing in the street below. 

3oth of these energetic hardware retailers rec- 
ognize that it is their community obligation to 
offer this service. Both also recognize that it is 
mighty fine publicity making each store a public 
landmark in it’s respective community. The com- 
munities appreciate this service and the stores re- 
ceive tangible assurance of this appreciation via 
the-cash register. 

What have you planned for the World Series” 
How will you cash in on this classic sporting 
event? Get busy and report the World Series. 








The Pittsburgh Pirates whose contest with the Washington Team in Pittsburgh, Oct. 7, was your first 
opportunity to attract crowds by reporting the game 








Three Weeks from Today— 


OU will receive the October 29 issue of HARDWARE AGE. It will contain a complete 

' and faithful report of the important joint convention to be held in Atlantic City, 

October 19 to 23. Read this issue. Keep your copy. It will serve as a useful refer- 

ence text book to which you may turn for a solution to some pressing problem. The pro- 

gram is varied, the speakers competent and your trade paper will be on the job to bring 
the various thoughts expressed. Watch for this issue and READ it. 
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Hunting and ‘Trapping | 


Season Is Now On 


By Charles P. Catlin 


NE shot is not enough. Put your finger 
() back on the. sales trigger and aim 

straight at the greatest sales week for 
hunters’, trappers’ and fall campers’ and autumn 
auto-tourists’ supplies. 

Seautiful autumn—Indian summer—crisp, in- 
vigorating autumn air! You surely understand 
how it makes the very blood tingle. No wonder 
the lovers of the great outdoors are now on the 
go—and it’s right here the dog, the gun and the 
man fit into the picture. 

October is without doubt the biggest month of 
the year for hardware and sporting goods mer- 
chants from the standpoint of sales, collections 
and profit. 


Crops are made and in most sections of the 
country they have been laid aside. The farmer 
has taken inventory. He has a reasonably good 
idea concerning how much the fruits of his labor 
amount to. He usually selects October for his 
wedding month. He’s a wise old bird. Why not 
—with winter coming on? 

Sportsmen, trappers and outdoorsmen are active, 
too. The hunting season is at its height. The 
trapping season is just opening. The principal 
raw fur buyers have mailed out their prices cov- 
ering the fall of 1925 to literally hundreds of 
thousands of farmers, farmers’ boys, professional! 
trappers and sheepherders. This always stimu- 
lates sales for steel animal traps in addition to nu- 
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merous other lines of merchandise you carry in 
stock which the trappers need to complete their 
outfits—everything from traps, axes, rifles, am- 
munition, clocks for their cabins, flashlights and 
lanterns, camp stoves, outdoor clothing and boots 
to knives especially adapted for removing pelts 
from fur bearing animals, cutting bait and gen- 
eral use on the trap line. 

Everywhere the country over sportsmen are 
out after game. Field (upland) and migratory 
bird shooting season is on—full blast. Hunters 
need more than loaded shells. They need a com- 
plete outfit and today the majority of the sports- 
men of this country can afford to have—and do 
buy—everything they fancy from an automobile 
to binoculars. Their main object is to get there 
and to see it all. 

It is for this reason that I suggest to all hard- 
ware and sporting goods merchants that they 
take full advantage of this golden opportunity 
and stage an outdoor and sportsmen’s show in 
their windows during the next two weeks regard- 
less of whether or not they have had a previous 
window display of hunters’ supplies this fall. A 
repeating rifle gets more game than a single-shot. 
Pull the sales trigger again by making another 
trig and trim hunters’ and trappers’ window trim 
and you will get many more sales. 

If you are desirous of securing maximum sales, 
I suggest you make a representative showing of 
all of the following items you have in stock in 
addition to shotguns, loaded shells, rifles, metallic 
ammunition for big and small game, hunters’ and 
trappers’ knives, gun oil, solvent, rust remover 
and gun grease: 

Steel (Animal) Traps 

Hunters’ Axes 

Handled Axes 

Lanterns 


Sticking Knives 
Fur Stretchers 
Boy Scout Axes 
Flashlights 
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Camp Stoves 

Vacuum Bottles 

Vacuum Food Jars 

Lunch Kits 

Hunting Coats 

Hunting Hats and Caps 

Hunting Boots 

Leggings 

Alarm Clocks (for the 
camp) 

Watches—for Sports- 
men 

Pedometers 

Gun Cases 

Rifle Cases 

Holsters 

Shell Boxes 

Shell Vests 

Cartridge Bags 

Pack Sacks 

Game Carriers 

Camp Furniture 

Tents 

Hunters’ and Trappers’ 
Socks 

Rubber Boots (Waders) 

Compasses 

Gun Implements 

Cleaning Rods 

Recoil Pads 

Camp (Cooking) 
Utensils 

Canteens 

Water Bags 
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Flasks 

Corkscrews 

Can-openers 

Pack Baskets 

Dog Collars 

Dog Collar Padlecks 

Dog Leads 

Dog Calls (Whistles) 

Dog Whips 

Dog Muzzles 

Hunters’ Horns 

Safety Razors 

Safety Razor Blades 

Shaving Soap, Cream, | 

- ete. 

Lather Brushes 

Drinking Cups— 
Collapsible 

Pocket Oil Cans 

Pocket Match Safes 

Decoy Ducks 

Swivels 

Snaps 

Duck Calls 

Oar Locks 

Boat Oars 

Padlocks 

Field Glasses 

Binoculars 

Snow Shoes 

Ice Creepers 

Goggles 

Butcher Knives 

Skinning Knives 


Adorn your store with the best and most timely 
ad now—a window display of these items—and 
you will get ore out of your store. 
chandise on your shelves will not ring the bell on 
your cash register. 


Stocks of mer- 























IS THIS KNIFE 
GUARANTEED ¢ 


DERN Goop 
KNIFE FoR 







USES KNIFE . 
TO PRY OFF 


That Iron Bound COVER OF 


. Guarantee! 





S it fair to expect a 

hardware merchant to 
replace merchandise that 
has been damaged through 
gross abuse and carele:ss- 
ness on the part of pur- 
chasers? A man goes into 
a hardware store and buys 
a guaranteed knife—uses 
















IWANT MY MONEY BACK 


USES KNIFE i. THIS KNIFE ? 
; iS 


AS ASCREW- 





it to pry the covers off of DRIVER! —E- 
cans, as a screw driver, 
etc., and when broken, ex- BR EAKS 





pects to have it replaced. 
Is it fair? 
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Are Credits and Collections 
Y our Greatest Problems ? 


FEW weeks ago we sent out a 
A letter to a list of hardware mer- 
chants in various parts of the 
country asking them what they con- 
sidered the greatest problem. We 
promised those who answered our let- 
ter that we would place their prob- 
lems before our readers and ask for 
solutions. 


Out of the hundreds of replies re- 
ceived, a great many dealt with the 
problem of “Credit and Collections.” 


We are reproducing some of the let- 
ters bearing on this subject, and want 
our readers to help in the solution of 
the problem. 

What is your system for granting 
credit? 

How do you handle your collections? 

We will pay for all solutions pub- 
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How about this idea? 

Establish a “‘pay-up week.” About 
the first of January when people 
have received their bank interest 
and their dividends, would be about 
the right way to start the new year. 
Why not a slogan: “You pay Brown, 
we will pay Green, etc.”” Put ban- 
ners in the store windows and cards 
in the first of the month statements. 
(Signed) NORWALK HARDWARE CoO.., 

Norwalk, Conn. 


Our greatest business problem is 
collections, particularly past due ac- 
counts that are good. 

(Signed) BEDESEN & MCNAMARA, 
Merced, Cal. 


Our greatest problem in our hard- 
ware business is the avoidance of 
bad and slow paying accounts and 
the collection of same. At any 
time, the payment of overdue ac- 








lished. 





counts and the payment of overdue 
installments on deferred payment 
accounts, would pay all our open ac- 
counts and place us on a full cash 








On an average business of $8,500 per month, 
$6,000 of which is credit, our great problem is 
in keeping our accounts receivable below the 
$15,000 mark. 

Ours is a fast growing community, good farm- 
ing section, rich oil fields and, to some extent, as 
with most of Southern California, a tourist crop. 

Lack of rain in the past seven years has handi- 
capped the farmers to some extent, but it just 
seems that this credit problem is about the big- 
gest thing we have. We are careful in extending 
credits and really haven’t got $500 in absolutely 
N. G. accounts on our books. 

We do a big plumbing business but the fault is 
not there, for though there is a good deal of 
money tied up in plumbing, the work can be col- 
lected for as it goes on. We do not go into the 
cheap competitive plumbing work, but get our 
price on every job we do. Our condition is good 
enough, but it appears to us that we should be 
able to keep our accounts down to at most a sixty 
days business instead of ninety as it is now. 
(Signed) VENTURA HARDWARE & PLUMBING CoO., 

Ventura, Cal. 


Our greatest problem seems to be the collection 
of accounts, particularly the small petty ones. 
We would like to do a strictly cash business, but 
we do not believe this would be practicable. 


discount basis and buy added lines 
of merchandise for stock. 

(Signed) THE SMITH HARDWARE Co., 
Oswego, N. Y. 


With reference to WHAT .DO YOU CON- 
SIDER YOUR GREATEST BUSINESS PROB- 
LEM? will say that the greatest one is keeping 
our accounts receivable in healthy condition, 7.e., 
keeping our accounts down to the 30 and 60 day 
limit. We find that competition being very keen 
that we are too anxious to sell and sometimes we 
get undesirable accounts. 

During the year we have reduced our accounts 
receivable and have increased our volume and 
have found that by reducing our accounts re- 
ceivable our accounts payable automatically take 
eare of themselves. 

(Signed) HAMMETT HARDWARE COMPANY, INC.., 
Sylacauga, Ala. 


Our greatest problem is collections, and we 
want to get back on a cash basis. 
(Signed) THE BIG STORE, INC., 
Morgan, Minn. 


To collect past due accounts and retain the 
good will of the customer is our greatest problem. 
(Signed) HENRY J. NAMETZ, 
Elkhart Lake, Wis. 
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Credits and Collections 
Your Greatest !Prolblems? 


Collections are our greatest problem. 
(Signed) 
SHANNAHAN & WRIGHTSON HARDWARE CoO., 
Easton, Md. 


Frozen accounts and slow collections constitute 
our greatest problem. 
(Signed) S. L. ©3GSWELL, 


Madrid, N. Y. 


Collecting after the goods have been sold is our 
greatest problem. 
(Signed) EUBANK BROS., 
Mabank, Tex. 


We find our greatest problem in slow accounts 
and in the activities of the Glorified Peddler. 
(Signed) SHALER HARDWARE Co., 
Bellevue, Mich. 


Our problems are numerous, but at the first of 
the month the one that is the most troublesome 
is the collection of a great many small accounts 
against good folks who will not send checks, but 
demand a collector sent, which absorbs all the 
profit and most of the time the face of the ac- 
count. 

How to turn down these folks, who are finan- 
cially good, socially good, morally good, but care- 
less, is a great problem. We have more prob- 
lems, but not sufficient space to tell about them. 

(Signed) PENDER HARDWARE Co., 
Tarboro, N. C. 


The greatest problem we are confronted with 
is to get the business away from larger stores, 
and keep the farmers trading at home. Every 
small town is confronted with this problem. Our 
second greatest problem is to collect our money 
en old notes and accounts. Would appreciate an 
article on these two problems at some future 
date. 

(Signed) BENSON HARDWARE Co., 
Pillsbury, N. D. 





By far our greatest problem is the collection 
of slow accounts, which in the most cases are en- 
tirely good, but which mean no profit to us be- 
cause of the expenses entailed in their collection. 
We have in the past endeavored to place our 
business on a cash basis, but have always been 
forced to revise this program and to again ex- 
tend credit to customers who at the time of de- 
siring to purchase find themselves unable to pay 
spot cash. In a location such as ours the ob- 
stacles in the way of making a permanent change 
in the matter of credit is attended with what ap- 
pear to us to be almost insurmountable difficul- 
ties, and we. certainly would be glad to know how 


any of your readers have succeeded in putting 
their business on a cash basis without at the 
same time losing the trade of a large number of 
good folks who really intend to pay promptly, 
but who through carelessness or the failure to 
appreciate the importance of their indebtedness 
to us, permit their payments to lag indefinitely. 

The Glorified Peddler is also a serious prob- 
lem, and one which has caused us a great deal of 
concern. We appreciate the efforts of HARD- 
WARE AGE to assist merchants in retaining local 
trade. 7 

In the past we have experienced considerable 
annoyance and loss through the insistence of cus- 
tomers on the iron bound guarantee, but lately 
we have revised our policy in this respect and now 
refuse to guarantee any tool or other item which 
upon return shows unmistakable evidence of hav- 
ing been damaged through misuse and abuse. 

This letter is intended more for your own in- 
formation than for publication, and we therefore 
request that in the event of your using it in the 
columns of your magazine, that you withhold our 
name. 

“Midwestern Retailer.” 








What Is Your Greatest 
Problem? 


N the conduct of your business, 

you have undoubtedly con- 

fronted some problem that is 
particularly difficult of solution— 
and that may have caused you 
more concern than all the others 
put together. 


HARDWARE AGE wants to know 
about it! 


Others have undoubtedly been 
confronted with the same problem, 
and their experience may prove 
the solution of your difficulty. 


Let us hear from you! 
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The tang of autumn 
is in the air and the 
Out-of-Doors is calling 
irresistibly to sport 
lovers everywhere. 
Louis Gewalt, of 
Breckenridge, Minn., 
regularly turns this 
appeal into dollars 
and cents through the 
featuring of tackle 
and other’ sporting 
goods items. 

















Giving the Stranger 
a Square Deal 
Builds Sporting 
Goods Sales 


T hasn’t been so many years ago 

since it was the almost universal 

custom in practically every town to 
“soak” the strangers. The idea seemed 
to be that the home folks would come 
again and had to be treated right, but 
it was fair business to get all of the 
transients’ money possible. Hotels, 
restaurants and merchants apparently 
all entered merrily into the game of do- 
ing the stranger while he was there, 
some of the restaurants openly adver- 
tising two sets of prices for the same 
food—one for the locals and one for the 
unfortunate travelers. 

Possibly the advent of the automobile 
is responsible for a complete reversal 
of the attitude toward strangers in 
most places, for it has not only brought 
an increasing number of travelers to 
out of the way places but has also made 
it easy for them or their friends to come 
back again if they are given decent 
treatment. Instead of the old “soak ’em 
while they’re here” policy, whole com- 
munities are joining together in an 
effort to attract tourists and convenient 
camps, and other facilities are put at 
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their disposal. There are several instances up 
through the northwestern states of garages in 
the smaller towns where automobiles carrying 
out of the state licenses are stored over night for 
just half of that charged for local cars. This 
remarkable change of conduct has been brought 
about simply because tourist trade has developed 
to such an extent that it is worth cultivating and 
merchants realize that tourist dollars mean much 
to their business. 





Breckenridge, Minnesota, a town of about 2000 
population, is a good example of what can be 
done to cater to the tourists and the experience 
of Louis Gewalt shows what direct benefits may 
be derived by a hardware merchant. Rrecken- 
ridge is handicapped by’ being located consider- 
ably to one side of the famous Minnesota lake 
region and is really a strictly agricultural terri- 
tory. However, it does have a main state high- 
way running through it and the village officials 
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made the most of this by establishing a tourist 


camp on the banks of their little river about four 
blocks from the business district of town. The 
camp has an area about equal to two ordinary 
city blocks and is equipped with electric lights, 
toilets, piped throughout with filtered city water 
while stationary tables, benches and concrete 
fire-places are scattered around the grounds. 
Firewood is furnished and the camp given police 
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protection at night and no charge is made either 
for the use of the camp or any of the conveniences. 

Gewalt ties his hardware business up to the 
tourist camp by displaying in front of his store 
a large sign announcing “FREE TOURIST IN- 
FORMATION BUREAU” and by free distribu- 
tion of state road maps. Throughout the summer 
months he devotes one of his windows to displays 
of fishing tackle, and tourist and camp supplies 
for, as he says, that is what “brings the tourists 
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.’ The store, which, remember, is away from the 
lakes, sells annually between $1,000 and $1,200 
worth of fishing tackle, carrying a stock of around 
$300 worth and it is estimated that fully half of 
it is sold to transients. Recently a party of tour- 
ists were passing the store, hesitated in front of 
the attractive window display, came in and pur- 
chased over $40 worth of tackle and then 
drove on. 

Guns and ammunition are another big item in 





the store, a large share of the sales being made 
to strangers. During the fall hunting season ap- 
proximately $1500 worth of shells alone are sold. 


Cameras and films, of which a stock of about $350 
is carried, turns three times during the year, and 
other sporting goods, radio supplies and tourist 
and camping items all go to swell the total busi- 
ness done with strangers at Gewalt’s store. 
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ARDWARE men seem to be divided into 
two classes—those who successfully sell 
toys the year around and those who have 

never tried it. While toys and Christmas are 
very closely associated in the minds of most peo- 
ple, it must be remembered that children play 
with toys during all of the twelve calender months, 
and parties, birthdays and other occasions are 
sprinkled throughout the year. Dealers who have 
maintained a year around toy department, either 
in the basement or on the second floor, have in- 
variably found it profitable. Such a department 
on the main floor, of course, would be just as suc- 
cessful and probably more so, but the average 
store is usually too small and crowded, and be- 
sides there seems to be no particular difficulty in 
getting the prospective customer or interested 
voungster to walk up or down a flight of stairs. 

Charles A. Sturmer of Port Huron, Mich., has 
handled toys in his store for the past twelve years 
and has developed a basement toy department 
until it is one of the most profitable lines of his 
business. Port Huron has a population of about 
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Selling Toys the 
Year “Round 


40,000 and a fair share of Mr. Sturmer’s toy sales 
is made to visitors to the city who desire to carry 
a present home to some youngster. Birthdays 
help the summer sales materially, but of course 
the bulk of the sales are for Christmas, coming 
during the months of November and December. 

For the past two years, Mr. Sturmer has de- 
voted his entire basement, measuring 24 by 75 
feet, to toys, but he recently moved his housewares 
downstairs and consequently plans, when he en- 
larges his toy stock for the holidays, to carry his 
line of wheel goods, juvenile furniture and doll 
buggies on the main floor. 

The stock carried during the first ten months 
of the year will average around $2,500 and about 
Nov. 1 another $2,500 is added and special dis- 
plays feature the start of the holiday trade. It 
is estimated that the toy stock turns from 3 to 4 
times annually. 

One of the three front windows of the store is 
used almost exclusively for toy displays through- 
out the year and at the time of the fall opening 
of “Toyland” all three windows are used. During 








Charles A. Sturmer has han- 
died toys for the past twelve 


vears and has developed a 





basement toy section that is 
one of his most profitable de- 
partments. During the entire 
month of December a_ live 
Santa Claus delights the kid- 
dies and _ dispenses’ small 
favors and candies each Sat- 


urday afternoon. 
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the month of December a live Santa Claus is em- 
ployed in the store, and each Saturday afternoon 
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and satisfaction and, on the other hand, we are 
sure of their coming again when they want mer- 





chandise in our line. 

“One thing that we watch very particularly is 
the new goods coming on the market, and if we 
find it is a practical article, we stock it for, in- 


from 2 to 4 he hands out small favors and candy 
to the children. 

Electrical toys last year made up over $1,000 
worth of Mr. Sturmer’s sales and the sales of this 





class of merchandise is showing a remarkable in- variably we hear a customer say, ‘What is new 
crease each year. In commenting upon his toy in the toy line?’ We will then be in a position to 
department, Mr. Sturmer said: “I have always show the newest items and undoubtedly make a 
believed in handling the best grade of toys, for sale. I would say for those who contemplate put- 
it pays. When customers see a good article they ting in toys to go easy and not stock up too heavily 
are willing to pay the price for they know they at first, increasing the stock as the business de- 


have something that will give them real service velops.”’ 








Handle Good Toys, Says Sturmer 


—— HAVE always believed in handling the best 

grade of toys, for it pays,” says Charles A. 
Sturmer of Port Huron, Mich., who has sold 
toys on an all-year-round basis for the past twelve 
years. For the past two years Mr. Sturmer has 
devoted his entire basement, measuring 24 x 75 
ft., to toys, and now plans further enlargement 
of the department. Mr. Sturmer has found that 
toys are not only profitable in themselves but act 
as leaders to other sales. 
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Booth Display Sells $30,000 in Heaters 


ITH the aid of originally designed display 

booths for showing gas grates that were 

fitted up last September, the Stambaugh- 
Thompson Co., Youngstown, Ohio, had sold $30,- 
000 worth of grates up to early in April. Believing 
that merchandise well displayed is half sold, the 
company arranged two booths in a section of the 
second floor of its store by placing partitions 
along rows of building columns. These booths 
are approximately 12 ft. wide and 27 ft. long 
and open at the front along the main aisle. On 
each side of the booths are two tiers of fireplaces 
located close together in the rows. The fireplaces 
are provided with standard metal frames and 
linings. In place of the usual surrounding brick 
work there is a realistic background made of 
plaster board. This was shellacked and then 
striped with black lines to give it the appearance 
of a real fireplace. The work of fitting up the 
booths was all done by employees of the store 
in odd moments. 

There are sixty fireplaces in the two booths 
and in each fireplace is installed a grate and all 
the grates are connected with gas. Thirty dif- 
ferent models are exhibited. Each has a large 
placard in front giving its price. There is a 
mantel above the fireplaces which provides a con- 
venient place for the display of mirrors and at the 
same time the mirrors give the booths an attrac- 
tive and homelike appearance. The floor space 
in the booths is used for the display of chairs and 


other merchandise at the time of the year when 
there is little demand for grates. 

The store carries three lines of grates, the best 
in one booth and the lower priced in the otner. 
The lines will be reduced to two, one a high priced 
and the other a medium priced line. On a man- 
tel at the lower end of the booth is a demonstrat- 
ing grate’ with a burner that can be slipped 
quickly to one side so that its construction can be 
shown. This is found to be of great advantage 
in making sales. 

The use of the booths has brought wonderful 
sales results. Perhaps the greatest advantage 
of the arrangement is that the prospective cus- 
tomer can see just how the grate looks set up in 
a fireplace, which is impossible when the grate 
is out on the floor of the store. Very few grates 
are returned and this is attributed to the fact 
that the buyer can tell how the grate will look 
in the home and is satisfied with the purchase and 
does not wish to make a change. Another advan- 
tage of the use of the booths is that a certain 
amount of seclusion is provided for the salesmen 
and customers and the former is not likely to be 
bothered with interruptions when talking to the 
latter. Incidentally the display of fireplace lin- 
ings helps their sale. 

The bulk of the gas grate sales are in the early 
fall or early spring. The medium priced grates 
are the best sellers but there is quite a demand 
in the summer for the higher priced models, usu- 
ally for installation in new houses. 
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Do Special Sales Give People 
Fictitious Idea of Values? 


RTHUR PERKINS, general manager of the 
Barrett-Hicks Co., a large, modern and emi- 
nently successful hardware store in Fresno, 

Cal., does not believe in special sales. They are 
wrong practically and theoretically, he says. 

In Mr. Perkins’ opinion special sales give peo- 
ple the wrong idea of the proper function of mer- 
chandising, and create fictitious ideas of value. 
He says they encourage bargain hunters and 
also tends to seriously disrupt regular trade. 

The only type of per- 
son that is interested in 





out and a lower price inked in below it. 

If the American public has to be hoodwinked 
into buying merchandise in this way, Mr. Perkins 
says, it is a sad reflection on the intelligence of 
the average man, and a serious condemnation of 
our present public school system, which should be 
immediately corrected as a matter of self- 
preservation for the nation. 

If the average special sale were all that its pro- 
ponents insist that it is, Mr. Perkins says, why 

don’t they put their in- 
voices, vouchers, etc., 








special sales in Mr. 
Perkins’ belief is the 
bargain hunter, the 
kind of person who 
wants to get something 
for nothing at any 
sacrifice. Persons of 
this type he _ believes 
never seem to learn 
that the majority of 
bargain sales are not 
really bargains, and 
that if every merchant 
did business on the bar- 
gain sales basis for 
very long, there 
wouldn’t be any mer- 
chants left after a few 
years. 

Mr. Perkins thinks 
that merchants’ gen- 
erally would be doing 
themselves and the com- 
munity at large a dis- 
tinct service if, instead 
of holding bargain 
sales, they would eo- 
operate in educating 
the public, and in help- 
ing the public schools 








AR THUR PERKINS SAYS 
“The Special Sale 
Should Be 


DEBUNKED!” 


“Nine times out of ten,” 
“the special sale is a flagrant misrepre- 
sentation aimed to deceive the public. 
Moreover, it has been worked to death. 
People are getting so they won’t buy unless 
a high price has been scratched out and a Ohio 

lower price inked in below it.” 


Crnat Is Your Opinion ? 


on display with the 
goods that are being 
offered as bargains, to- 
gether with an honest 
listing of what it costs 
‘them to do business. In 
other words, he sug- 
gests that a merchant, 
when holding a special 
sale, prove, in a way 
that would satisfy a 
banker or an account- 
ant, why and how he is 
able to sell goods 
cheaper than is cus- 
tomary. 

This is a drastic sug- 
gestion. How many 
would be willing to do 
it? Would you? 

The discussion on spe- 
cial sales at the 1925 
convention was 
one of the high lights 
of the question box ses- 
sion. R. W. Paterson, 
president of the Cleve- 
land and director of the 
Ohio associations, said 
he felt the psychology 





says Mr. Perkins, 








to train children, espe- 

cially girls, in what 

constitutes a merchant’s overhead, cost and sell- 
ing price. He thinks that something practical 
should be done by merchants to impress on the 
public that if a certain article of merchandise is 
sold at a reduction, it can mean but one of two 
things. Either that the merchant originally 
charged too much for the article, or that in sell- 
ing it at a reduced price he does so at a loss, 
which is bad business, and if continued, demon- 
strates that the merchant is not a safe credit 
risk, or that he misrepresents his merchandise to 
his customers. 

The special sale should be de-bunked, Mr. 
Perkins says. It is nine times out of ten a 
flagrant misrepresentation aimed to _ deceive 
the public. Moreover, it has been worked 
to death. People are getting so that they 
won’t buy unless a high prices mark is scratched 


on special sales entirely 
wrong and that he dis- 
liked very much the thought of selling a regular 
customer a certain type of wash boiler at $5 and 
have the same regular customer see in his win- 
dows a few days later the identical boiler offered 
at $3.98. Such practice, he said, made the regu- 
lar customer say there is too long a profit on hard- 
ware anyway. 

In the Sept. 24 issue of HARDWARE AGE Hamp 
Williams told how he put on a spring sale of 12- 
prong garden rakes and sold 500 for 15 cents, 
which was 20 cents less than cost. This repre- 


sented a direct loss of $25 which he charged to 
advertising. When the sale was over Mr. Will- 
iams resumed the regular price of 35 cents and 
met with no difficulty. 

Hiener Hardware of Wheeling, W. Va., have 
conducted more than 1200 consecutive weekly 
sales and believe this practice helps sales. 
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Article No. 1—Ghe Market 


By Don Thatcher 


ITHOUT tools the world would be a primi- 

\ tive place. With axes, picks, bush hooks, 

saws, scythes, shovels, etc., paths are cut 

and clearings made in virgin forests, prairies and 

even deserts, along and around which villages, 
cities, states, countries and empires grow. 

They are created with tools, they grow and 
thrive by the use of tools. Makers of good tools 
are essential to the healthy, steady growth of the 
smallest and largest requirements of humanity. 
They are the armorers of the commercial world. 


each of which use large varieties and enormous 
quantities. 

Before discussing and commenting on tools 
made for and used in each of the principal divi- 
sions of industry, it seems desirable to discuss 
— the field in which all hardware stores can sell 
tools. 

The hardware merchant’s opportunity to sell 
tools for specific purposes is limited to the kind of 
industries that support his community. Stores 
in some sections sell largely to machinists and 








Editor’s Note: 


cational and sales building articles on tools, to be published 


_ HIS is the first of a series of twenty-six constructive, edu- 


every other week in HARDWARE AGE. These articles 
will deal with the manufacture and sale of tools in the same 
broad way that Thomas’ articles on Builders’ Hardware dealt 
with that important hardware line. 

They are written by a man who knows tools as few men 
know them; a man who has had years of experience in both the 
manufacturing and the selling ends of the tool business; a man 
who has sold tools to the consumer, the retailer and the jobber. 

His articles will furnish to traveling salesmen, the mer- 
chants and men behind retail hardware counters, a fund of 
accurate, constructive information designed not only to increase 
their knowledge of tools, but to help them sell this basic hard- 


ware line. 


Read these articles yourself, and see that your salesmen 


read, study and apply them. 








Tools in the Hardware Store 


Tools are used by carpenters, wood workers, 
miners, contractors, machinists, precision work- 
ers, plumbers, electricians, bricklayers, masons, 
lumbermen, farmers and men in other vocations, 





precision tool users. 
of lack of metal and tool workers, there is little 
sale for this class of tools. This same situation 
applies to mining, lumbering and other branches 
of industry. 


In other sections because 


They are localized. For general 
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sale throughout the country we will have to deal 
principally with tools for carpenters, wood work- 
ers, electricians, plumbers, bricklayers, masons, 
builders, motors, manual training and for the 
home—the largest field of all. 


Tools for the Home 


There are more homes than there are workers 
in any vocation. Every home needs and uses tools, 
some more than others. Homes as markets for 
tools might be classified under the headings, city 
apartments, city houses, suburban, village and 
small town, and farm and country homes. Some 
kind of classification or designation is desirable in 
order to clearly visualize the use for tools in and 
around each kind of home. 

The city apartment dweller has much less need 
and use for tools than has the resident of a nice 
little suburban home; yet he has need for hatchet 
hammer, screw driver, gimlet, plier, wrench, 
bits, brace and rule, etc. 

There is constant use in even the smallest of 
homes for these small tools. Among city apart- 
ment dwellers there are thousands of men and 
boys fond of tools. As their means and circum- 
stances permit their tool collections grow. Many 
of these collections and sets of tools compare 
favorably with the kits of master workmen. This 
trade is worth seeking. The tool purchases of 
the amateur mechanic and home tinker often 
exceed those of the mechanic. The amateur is 
inclined toward larger variety and more experi- 
menting than is the worker whose tools are part 
of his vocational equipment. 

The larger the home, especially if it includes 
ground, from the small grass plot to the spacious 
well kept lawn, the more use there is for tools and 
the greater need and convenience for variety, so 
the householder will have tools made for this pur- 
pose. 
With a clear perspective of the field and op- 
portunity to sell tools for the home, every hard- 
ware store is justified in featuring home use tools. 
Many hardware stores enjoy a good mechanics’ 
tool business. These stores with tools prominent- 
ly displayed have attracted householders. Now 
the extent and value of the household tool busi- 
ness is understood. Manufacturers who until a 
few years ago did not seem to cater to the house- 
hold trade are including on their cartons and 
labels statements that the tools therein are handy 


household tools. 
Stores that have city, suburban and country 


trade can include a large variety under the head- 
ing of Home Use Tools. Even small stores and 
those whose opportunities are limited by local or 
neighborhood conditions can feature many of the 
following home use tools: 


Handled Axes—3% to 4 lb.—two price grades. 

Boys’ Axes—two price grades. 

House Axes and Hunters’ Hatchets—two price 
grades. 

Half or Shingling Hatchets—two price grades. 

If half pattern No. 2 size, if shingling No. 1 size 
is best for a house hatchet. 

Nail Hammers, nickeled, octagon poll size 144. 

Nail Hammers, polished, octagon poll, size 1%. 

Nail Hammers, polished, octagon poll, size 1. 

Nail Hammers, polished, plain poll, regular claw 
size 1%. 

Tack Hammers, with claw, three kinds, one or twe 
magnetic. 

Tack Claws or Lifters, two kinds. 

Chisels—best sellers for household use % to 1% 
socket firmer, leveled edge. 

Auger Bits, both Irwin and Jennings patterns. 

4/16 to 9/16 are best selling sizes, to this trade. 
Gimlet Bits and Gimlets, two price grades, the best, 
double cut; the cheapest, German pattern. 

Bit Braces, Ratchet and Plain, 8 and 10 in. 

Hand Drills, both two speed and single speed. 

Spiral Ratches Screw Drivers. 

Regular Screw Drivers, have a good price assort- 
ment, especially of the small and medium sizes. 

Hollow Handle Tool Sets, several kinds and prices. 

Smooth and Regular Iron Block Planes. 

Hand, Panel, Compass, Coping, Hack and Buck 
Saws and Blades. Many househoiders buy 24-in. 
hand saws; 9 point is best for their general 
use. Ruler, regular one and two-foot boxwood; 
also zig zag er folding ruler. 

Tape Measures, 3 ft., 5 ft., 25 ft. 

Pliers—a question of variety of patterns and prices; 
enough but not too many. A 6-in. slip joint 
plier with wire cutter is a handy household tool. 

Wrenches—Agricultural, 6, 8, 10-in. 

Wrenches—Pipe, 8 and 10-in. 

Wrenches—Bicycle pattern, two kinds. 

Files—Flat bastard, 8, 10, 12-in. 

Files—Smooth bastard, 8, 10-in. 


For suitable background or even show pieces 
add to this household tool assortment, two kinds 
of tool sets in cabinets, also a few sets of chisels 
and auger bits. You.will probably sell some, if 
not they will pay for themselves. 

Keep in mind that buyers of tools for home use 
are the owners of motor cars, radio sets, lawns, 
gardens and other things necessitating use of 
tools. Their tool purchases amount to large vol- 
ume. As value received is determined by quality 
and brings repeat business proportionately, give 
these people the opportunity to buy quality tools 
for home use. 














Price &s. Quality in Tools 


N the next installment in his important series of articles on tools, Mr. 

Thatcher will discuss from an entirely practical standpoint one of the 

most vital and fundamental problems of the day—‘“Price vs. Quality” as 
applied to the manufacture and sale of tools. 
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HAT kind of a hardware store does the 
\ buying public want? John W. Widmer, 
who recently opened his second hardware 
store in the residential section of Chicago at 4015 
Elston Avenue, claims to know the answer. Per- 
haps he is right, too, for it is less than six years 





In less than 6 years, John W. Widmer 
of Chicago, ll... opened two hardware 
stores and is now doing an unusually 
profitable business in both. Mr. 
Widmer attributes his unusual success 
to the fact that goods are adequate!y 


displayed, making selection easy 





Adequate Displays 
With a $500 Start Widmer 


since he was a member of the “buying public” 
himself and he has hardly had time to get so ac- 
customed to the arrangement of his store that he 
takes it for granted and has in addition the rather 
unusual trait of being able to look at his own 
business with the critical detachment of an 
outsider. 7 

As a consequence his store is different. The 
first thing that impresses one when he enters the 
front door is the color and brightness. The wall 
fixtures are lined with orange felt and the display 
doors backed with the same material, while the 
floor cases are trimmed with orange crepe paper. 
The store is unusually light due to a large sky- 
light at the rear of the room. 

A novel feature and an added touch of color 
is gained by Widmer, his clerk, A. E. Peterson 
and his delivery man, Gilbert Brack, when he is 
on duty in the store, all being dressed in a store 
uniform consisting of bright orange coats, 
trimmed with black braid on the cuffs and collars, 
white duck trousers and white shoes. The uni- 
forms stay clean and fresh looking longer than 
might be expected but the whole outfit is easily 
washable. In order to eliminate as much chance 
of soiling the suits as possible, as well as to save 
time, such items as oil, turpentine and the like are 
put up in bottles beforehand and a sale means 
merely handing out the package rather than run- 
ning out into the back room and drawing it out 
of a barrel. 

Widmer’s new store is perhaps smaller than the 
average, being only 20 feet wide by 76 feet long 
but what is lacking in actual space is made up 
for by the compact arrangement. The fixtures, 
which were made by W. C. Heller & Co., Mont- 
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Sell $35,000 Yearly 


Owns Two Stores in 6 Years 


pelier, Ohio, consist of two sections of wall cases 
on either side of the front of the room, those on 
the right housing and displaying tools while on 
the left are carried sporting goods and electrical 
appliances. Back of these wall cases on the right. 
for the entire depth of the store, is shelving 
equipped with glass fronted sample doors taking 
care of the multitude of small items of shelf 
hardware. A broad aisle runs in front of the fix- 
tures on this side, giving the customers easy 
access to the samples. 

Open shelving, running from the wall cases 
clear to the rear on the left hand side, takes 
care of the somewhat exceptionally large paint 
and varnish stock, for this item furnishes over 40 
per cent of Widmer’s total sales. Show cases 
and counters extend down this side with an aisle 
in front and the remaining space in the center of 
the store is given over to the display of larger 
items such as refrigerators, oil stoves and wash- 
ing machines. 

At the extreme rear is a U-shaped enclosed bal- 
cony reached by a small stairway and extending 
about 15 feet toward the front, the left side and 
rear being about four feet wide and the right side 
about eight feet. At the front of the balcony on 
the right is located a small office and directly back 
of it a small but complete and comfortable build- 
ers hardware sample room, furnished with a table 
and chairs, while shelving around the rest of the 
balcony holds the stock of builders’ hardware. 

It has only been six years since Widmer re- 
signed from his job with the telephone company 
and with his savings of $500 bought a very small 
variety store at 3441 Montrose avenue, Chicago. 
His ambition had always been to own a hardware 











store but his limited capital was too tiny to either 
buy or start one so he decided to develop one out 
of the little variety store. As he sold out his 
miscellaneous stock he gradually replaced it with 
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(Continued on page 88) 
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Starting with $500, John W. Widmer 
has developed his sales to $35,000, 
through the use of display methods 
outtined in this article. Mr. Widmer 
has learned the type of store the 
public wants and has introduced un- 


usual methods in his business 
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Mechanics Buy $6,000 in Tools in 5 Days 


OST hardware men seem to think of a 
“sale’’ as something involving a lot of 
cut prices and a consequent loss in profits. 

But if the recent experience of the Mohr-Jones 
Hardware Co., Racine, Wis., counts for any- 
thing, a sale is largely a stimulation and educa- 
tion of the public to buy at that particular time 
and at the regular prices. 

For five days, beginning Sept. 8, Mohr- 
Jones conducted a tool sale and demonstration 
and the net result was that in those five days 


they sold approximately $6,000 worth of mechan- 
ics’ and household tools. Practically all of this 
merchandise was sold at the usual prices and con- 
sisted of items regularly carried in stock. The 
only exceptions to this rule were about $250 worth 
of tools that were bought especially to sell at odd 
prices and on which the usual margin of profit 
was obtained, and also another $250 worth of 
slow movers and surplus stock upon which re- 
duced prices were placed. 

The marked success of the sale was due almost. 
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Wholly to the thorough preparation and intensive 
advertising done for it by J. H. Jirtle, the store 


manager, and A. C. Ryczek, his assistant. 


“first gun fired” was a postcard invitation to 
come to the sale that was mailed about a week 
ahead to every mechanic in Racine—the mailing 
list being obtained from the membership lists of 
the various trade unions and from the pay-rolls 
At about the same time an an- 
nouncement was made of the event in a three- 
column advertisement in the newspapers and this 
announcement was followed up by three other 
large newspaper ads, run during the sale week, 
in which various tools were illustrated and prices 


of the factories. 
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another molders’ tools and so on. 


told what tool he was using and why. 
On the inside of the 


surmounting it. 


Possibly the reason that the store was packed 
almost continuously during the five days of the 
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Type of advertisement used by Mohr- 


quoted. A multigraphed letter of announcement 
was wrapped in every package leaving the store 
for several days previous to the sale and also 
during it. 

All five of the store windows, totaling a front- 
age of over 100 feet, were given over entirely to 
tool displays for two full weeks. A rather un- 


usual feature of these window displays was the 
fact that the tools were placed on large display 
panels, four or five of which were set easel-like 
in each window. On each of these panels tools 
were grouped by trades and appropriately 
labeled—for example on one display board were 
placed a complete outfit of electricians’ tools, on 
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Jones in developing its tool sales 


sale was that in all the advertising the name 
“demonstration” was emphasized more than 
“sale” and the public was invited in to receive 
expert advice on the use and care of toots. In 
carrying out this demonstration feature, factory 
representatives from several of the tool com- 
panies were in attendance and were kept busy 
explaining the merits of their products and an- 
Swering questions. 

With the record of this $6,000 sale to “shoot at,” 
Mohr-Jones are now planning on making a tool 
demonstration and sale an annual event using, 
as the most psychological time, the five days im- 
mediately following Labor Day. 


In one win- 
dow was a work bench at which a representative 


of one of the tool factories worked actually con- 
structing various articles and at the same time 
displaying to the crowd outside placards which 


store, in the tool depart- 
ment, wires were stretched above and parallel to 


the counters and from them were hung small 
display boards. Different tools were fastened on 
each board with a large card giving the price 
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A Book Review 


The private and confidential general letters of E. C. Simmons to his 
sales force from 1891 to 1906 and the last general letter written by 
him on April 9, 1920 


By Saunders Norvell 


XTRACTS from General Letter of January 
13, 1912, written by Mr. Simmons in the 
third person, the subject being: “HOW A 


GREAT BUSINESS WAS BUILT UP:”* 


“On a bright September morning in the year 1839 
—or, to be more specific, on the twenty-first day of 
that month—there came into Frederick City, Md., 
a fellow who was an entire stranger—nobody had 
ever seen him before. He was a poor lad, and, as 
a matter of fact, did not have a suit of clothes to 
his back. However, he was quite welcome, and they 
did not throw him out, because he weighed only nine 
pounds. In due course of time—or, again to be 
precise, in 1846—he heard the call from the West— 
‘Go West, young man’—and following it, he went to 
St. Louis. In those days it was a great trip—there 
were no railroads over the mountains—that part of 
the journey was made in a stage coach, to Parkers- 
burg, W. Va., and frem there by stern wheel steam- 
boat to Louisville, and after waiting in that city a 
week or more a boat was advertised as going to the 
City of St. Louis. He proceeded in that boat and 
landed in St. Louis on the 26th day of February, 
1846. As time passed on he grew to be quite a good- 
sized lad—had a few years of grammar school and 
then a touch of high (school) life, but pressing 
financial necessity, and the shortness of the almighty 
dollar in his family compelled him to go to work. 

* * + 

Having been a great lover of pocket knives, and 
having bored most every man whom he met, to show 
him his pocket knife, that he might look it over and 
examine it carefully, he thought he would like to 
follow a business in which that useful article was a 
prominent factor. He therefore went to the largest 
wholesale hardware store in St. Louis—Child, Pratt 
& Co.—inquired for one of the proprietors, and was 
shown to Mr. Pratt, and he told him his errand. Mr. 
Pratt said, ‘What can you do, my boy?’ This boy 
replied, ‘As much as any other boy of my age. 
Where shall I hang my_ coat?’ That was the com- 
mencement of a career which afterwards culminated 
in the building up of the largest and best hardware 
business in the world. 

* x *K 

In the year 1873 this business man thought it wise 
to incorporate, in order that his associates, who 
were helping him to build up this great business, 
might share with him its prosperity and financial 
results, and finding that the laws of the State of 
Missouri provided for the incorporation of a mer- 
cantile concern practically in the same way that it 
did manufacturing concerns, the institution was in- 
corporated—-so that on Jan. 1, 1874, it became a cor- 
poration—the first mercantile corporation in the 
United States—with a cash capital of Two Hundred 
Thousand Dollars—all of which had been earned 
under this same administration. 

* * * 

From this beginning the business has grown so 
that since Jan. 1, 1874, the capital has been in- 
creased out of the earnings a number of times, until 
today it is Four and a Half Millions of Dollars. Be- 
sides that, during all these thirty-seven years there 
has been paid out in cash dividends about Six Mil- 
lions of Dollars. From this statement you will see 





*Published by James J. Carroll under the title: “He was the 


greatest sales manager the business world ever produced.” 


The book covers 400 
letters are alphabetically 


pages of closely written matter. The 
indexed under appropriate headings. 


that this corporation has earned during these thirty- 
seven years. over Ten Millions of Dollars, and that 
it has been a profit-sharing institution. During all 
this period it has remained entirely and absolutely 
independent—never having an agreement or under- 
standing with any other house as to prices—division 
of territory, method of business or anything else.” 
* * * 


It therefore appears by his own evidence that 
Mr. Simmons was born in 1839, and that he ar- 
rived in St. Louis when he was seven years old in 
1846. He does not give the date in this letter on 
which he went to work for Messrs. Child, Pratt 
& Company, but guessing that he was 15 years 
old, it must have been about 1854, just six years 
before the breaking out of the Civil War. 

* ok * 

Let us for a few moments consider the con- 
ditions in the trade territory of St. Louis at that 
time. There was not a railroad west of the Mis- 
sissippi River. There was not a single bridge 
over the Mississippi River. In 1849, gold was 
discovered in California and the gold rush started. 
This was the period of the covered wagon, so well 
illustrated by the moving picture of that name. 
In 1860 came the pony express, when mail was 
earried from Fort Leavenworth to Sacramento 
City over the plains and mountains in the unpre- 
cedented time of ten days. In 1861 the first tele- 
graph wire was strung across the continent. In 
the moving picture of “THE IRON HORSE,” the 
story is told of building the Union Pacific Rail- 
road from the East and the West and of the final 
meeting of the two ends of the railroad on the 
western plains. This was in 1869. 

* * * 


In those days the present States of Kansas and 
Nebraska were covered with herds of roaming 
buffalo hunted by tribes of wild Indians. The 
courageous, rugged pioneers from Missouri and 
Kentucky were just starting to settle down on the 
best lands along the rivers. The Mormons under 
Brigham Young were getting a foothold in the 
great Salt Lake Valley and Salt Lake City was a 
small Mormon settlement. Then came the Civil 
War with its interruption to business and the set- 
tlement and development of this western country. 
Immediately after the war came the tremendous 
development of the railroads. 1870-1890. 


* * * 


Immigrants of the highest type, especially from 
Northern Europe, were pouring into the country 
without any immigration restrictions. They were 
taking up homesteads on free Government land 
all over the West. The West was pioneering. St. 
Louis was the center of this pioneer trade. After 
food, the first need of these pioneers was hard- 
ware, carpenters’ tools and farming implements. 
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As the railroads were built, towns would spring 
up like mushrooms along the lines about every 15 
miles. Opening stocks of hardware were bought 
for every town. Somewhat later in the story the 
Indian Territory was opened to settlement and 
the State of Oklahoma was born. Still later came 
oil and wealth poured into the hands of pioneers 
from below the soil as well as from its surface. 
In Colorado, Montana and Utah as well as in Cali- 
fornia and Nevada, there were gold and silver 
strikes. There were gold rushes. Mining towns 
sprang up overnight. All the miners needed 
shovels, picks, striking hammers and dynamite. 
Everywhere throughout all the West, hardware 
was needed. 
6 * * 

This Western pioneer country had its literature. 
There was Mark Twain telling his stories of the 
Golden West. There was Bret Harte and Eugene 
Field. There was Emma Nevada, the great 
singer, an orphan who did not know the name of 
her parents and therefore was given the name of 
the territory in which she was born. There were 
not only pioneers, farmers, miners and specula- 
tors, but there were also gamblers and gunmen. 

* * * 

Thousands of the present generation in “THE 
COVERED WAGON,” “THE IRON HORSE” and 
“THE PONY EXPRESS” are seeing wonderful 
moving pictures that splendidly illustrate these 
picturesque and vital days of a growing empire. 

* * * 

The writer of this review traveled over this 
Western country as a young man in the latter 
part of this period. He has seen the trains of 
covered wagons slowly winding their way West- 
ward. He followed the Santa Fe trail and saw 
the bleaching bones of the horses and cattle that 
never reached their destination. He knew pioneer 
merchants and by selling them opening stocks of 
hardware put many of them in business. He 
hopes the good Lord will forgive him for some of 
the assortments of hardware he picked out for 
these future merchants. He has waited in hard- 
ware stores when the Indians would come in to 
trade, leaving the lariats attached to their ponies 
on the floor. Whenever a lariat would start to 
travel outward, the Indian chief would simply put 
his foot on the moving rope of leather and so re- 
mind his Rosinante that it was not yet time to 
depart. Our red-skin brother could not carry 
figures in his head, so he would lay down a silver 
dollar on the counter and the merchant would get 
out a dollar’s worth of goods. Then the Indian 
would put down another dollar and receive an- 
other lot of goods. I remember cartridges were 
often dumped loosely in a large box, all calibres 
being mixed up together. An Indian could pick 
out exactly the cartridges he wanted without any 
apparent difficulty. After a while, when Uncle 
Sam took over the Indians as his wards, there 
were regular pay days and when the Indians were 
paid off, fakirs of all kinds came to town to sep- 
arate the noble red man from his cash. It was a 
curious sight to see the merry-go-round grind- 
ing out its box organ music in approved County 
Fair style while on every wooden horse sat a 
grave-faced Indian enjoying the excitement of 


the ride, his real live pony standing patiently 
waiting for his master. Another interesting sight 
was to see some of these native sons tramp home- 
ward to their wigwams, each pulling a brightly 
painted iron toy wagon. The little red wagon was 
a great source of pleasure and delight to the un- 
tutored savage. 

Why this picture of those pioneer days? What 
has all this to do with my review? Just this: 
Mr. Simmons’ letters were written in a pioneer 
stage of business, when business was done in a 
manner almost unknown to the younger business 
men of this new generation. Therefore I must 
emphasize the fact that in reading these General 
Letters, in order to understand and appreciate 
them fully, one must realize that they were writ- 
ten in pioneer days to pioneer salesmen selling 


goods largely to pioneer merchants. 
* * * 


Even the business ethics of all hardware job- 
bers those days were different from the ethics of 
today. Salesmen were given price books and after- 
ward catalogs, at first with only a cost mark. 
The salesman made his own selling prices. He 
was expected to get all the profit the traffic would 
bear. It was only by degrees that the custom 
of the house entering selling prices in the cata- 
logs of a salesman was developed. At first, 
these selling prices were only suggestions to the 
salesman. He had the privilege of cutting these 
prices whenever he pleased. Naturally, as the 
salesman had so much freedom in making prices, 
there was a great diversity in the percentage of 
their profits. Salesmen traveling on adjoining 
territories selling the same class of trade would 
frequently vary as much as 5 per cent in their 
profits. Under such a sales system of course 
everything depended upon training a salesman as 
a price maker. If a salesman used good judgment, 
meeting competition where necessary and obtain- 
taining better prices when he could, his average 
percentage of profit would be satisfactory 
while, on the other hand, if a salesman was 
weak-kneed and inclined to yield on prices, or 
if he was constantly fighting imaginary com- 
petition, his percentage of profit would be very 
low and unsatisfactory. It was supposed to be 
necessary to sell goods in this manner because 
the various salesmen traveling.in all parts of 
the country had different kinds of competition 
and expenses. Then lines that were very staple 
and sold on a close margin in one territory would 
not be staple in another. 

* ~*~ * 


This system of selling lasted for many years 
and while of course it led to very irregular re- 
sults, still, as the salesman himself was respon- 
sible for all of his prices and as his success de- 
pended on his ability and good judgment in mak- 
ing prices, it developed a very high grade of 
salesmanship. Instead of simply being automa- 
tons, of having all their prices made for them 
at headquarters, the salesmen in those days were 
like merchants owning their own business and 
making prices according to their own judgment. 
It is necessary to know these facts in regard to 
the method of price-making in those pioneer days 
to understand the frequent letters from Mr. Sim- 
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mons appealing to the salesmen to watch their 
percentage of profit. 
* o = 

What a change in price-making since those 
days! Today in almost all lines, the houses are 
making their selling prices. The salesmen are 
expected to get these prices. Just imagine sug- 
gesting to a sales organization today the idea of 
giving all their salesmen the actual cost of their 
goods and then requesting the salesmen to go out 
and sell the goods at a profit! 

Under this system when the pioneer salesman 
decided that he wished a certain very desirable 
account, he would call on this dealer and offer him 
baits and cut prices until the merchant in self- 
defense was compelled to place an order. With 
such a beginning, many an account was built up. 
When the house decided to open up business in 
a far-away territory, the salesman visiting these 
merchants was naturally expected to make cut 
prices on almost everything to start his business. 
After the business was established, then, by sell- 
ing cutlery, sporting goods and other more profit- 
able lines, a satisfactory average profit could be 
worked out. It was a fine art and a very interest- 
ing game in those days to make prices in such a 
manner that a large business would be built up 
and at the same time show, upon the average, a 
satisfactory percentage of profit. 

” ” - 


It must be remembered that this was before 
the days of mail order houses. There were no 
printed prices. When The Iron Age started 
printing a hardware price current, many manu- 
faeturers and jobbers were indignant. To print 
prices openly was considered very immoral. Prices 
were supposed to be confidential—a strictly per- 
sonal matter between buyer and seller. How our 
ideas have changed since those days—but one can 
not read Mr. Simmons’ letters intelligently with- 
eut realizing how different those times were. 

a2 * . 

In his letters Mr. Simmons constantly dwelt 
upon the necessity of prompt collections. He 
eonstantly warned the salesmen and instructed 
them to warn their customers that more mer- 
chants fail by reason of too generous credits and 
not paying enough attention to collections than 
from any other cause. These letters are full of 
such advice. In order to understand this, one 
must remember that in those early days, busi- 
ness was done by the retail merchant in a hit- 
or-miss manner. Many merchants did not have 
the faintest idea of whether they were making 
any money or not. Of course retail profits were 
large but credits were given mainly on a personal 
basis. Paying bills was largely a matter of per- 
sonal honor. When there were failures of crops 
by reason of drought or grasshoppers or flood, 
then the farmer did not pay. The retail merchant 
could not pay and losses from bad debts were 
sometimes enormous. Certain Southern States 
that today have the highest and best credit stand- 
ing in those days were veritable financial grave- 
yards. I could name one Southern State where 
many manufacturers and jobbers would not even 
seek business and where those who did sell goods 
did so, realizing that they were taking enormous 


credit chances. Goods, especially in the South, 
were sold with long datings. Many merchants 
in the Southern States bought on what were 
known as fall terms. This meant that they would 
buy goods practically all year with the under- 
standing that they would be paid for late in the 
fall when the cotton crop was sold. If there did 
not happen to be any cotton crop, there was the 
devil to pay in the way of collections. As a result 
of these conditions, there were very good and very 
bad years. Some years everything was lovely. 
Crops were good, sales were large and collections 
easy. In other years, it was just the reverse. 
. * . 


So, in reading Mr. Simmons’ letters from year 
to year, you will see how he wrote letters full of 
enthusiasm in good times and you will also see 
how he wrote in bad times, but whether times 
were good or bad, he was always at the helm, a 
business pilot steering his ship of business in 
pleasant weather and in storms. ‘These letters 
of advice to salesmen on how to handle their busi- 
ness in bad years are exceedingly interesting and 
valuable. In other letters he pointed out the 
dangers and pitfalls of prosperous times. 


It took a genius to be a good credit man in those 
days. Granting credits was very much of a 
gamble. This system developed some great credit 
men. Without adequate information, these men 
just seemed to have an instinct knowing whether 
merchants would pay their bills or not. 

* * 


Mr. Simmons wrote a very delicate General 
Letter on the subject of salesmen’s expense ac- 
counts. This letter is a masterpiece of tact. Far 
be it from Mr. Simmons to ever think that one 
of his salesmen would dishonestly stuff his ex- 
pense account! Such a thing of course just could 
not happen with the character and quality of the 
gentlemen representing The Simmons Hardware 
Company! When I read this letter, I had to laugh. 
I remember a salesman who by mistake sent us 
two expense accounts for the same month, one 
of them being $50 higher than the other. I wrote, 
asking him which of the books was correct and 
he had the nerve to reply: “The higher one.” 

ae * * 


However, in this delightful General Letter on 
expense accounts, there is a reference that again 
shows the great changes in the times. Mr. Sim- 
mons told of another jobber who asked him what 
he would do in the case of a salesman who fre- 
ceived a “pass” from the railroad, traveled on 
this pass, but who charged up the regular fares 
to his house. Mr. Simmons replied to this mer- 
chant that he would of course discharge such a 
dishonest man! 

ok Sa AC 

This reference reminds us that in those days 
it was a very common thing for the railroads to 
give salesmen passes. I remember when I trav- 
eled out West that I had annual passes on most 
of the railroads. Why not? I was traveling, 
working up business just as much for these rail- 
roads as I was for my own house! 
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(Continued on page 107) 
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Automatic INcuBATORS and Broopers 


Connect With More Dollars By .Aaking Poultry Raising Pay Bigger Profits. Can Be Dose The AUTOMATIC Way 





The Incubator That Cannot Over- 
heat Nor Underheat. 


The Patented Automatic Chute § 
Makes Heat Regulation Positive [i 
and Accurate. Hy 


Incubator. 





It is Fireproof, And is Built to last. 





Gives Big Hatches, Better Chicks 
and Bigger Profits. 


Guaranteed not to Overheat or Un- 
derheat. To Hatch more, Larger 
and Stronger Chicks, and Require 
Less Attention Than Any Other 


Many Other Conveniences Prove AUTOMATIC INCUBATOR Superiority 


To the left is illustrated one of the ad- 

vertisements that have been used with 

great success by the Riley Hardware Co., 

Richwood, Ohio, in bringing this line to 
the attention of house-holders 





years with uniform success. 


Study these features from literature and inspection of the machine at our store, The AUTOMATIC 
is furnished in 125 to 1000 egg sizes to suit all users. We have sold the AUTOMATIC for several 


Get Your Equipment Now And Be Ready To Hatch Out The Dollars 





The Home Of Good Hardware And Service 


RILEY HARDWARE COMPANY 











The unusual success experienced by F. 
E. Riley in the sale of incubators may 
be attributed to the selling methods out- 
lined in this article. Mr. Riley sells ap- 
proximately 250 incubators each season 
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Prepare Now for Spring Incubator Sales 


NCUBATORS and brooders are used all year, 
but the heaviest selling season appears to be 
from January to March inclusive. There is, of 

course, a certain amount of business done all 
twelve months of the year, but the first quarter is 
the high spot for sales activities. The shortness 
of this intense selling season makes it imperative 
for the dealer to prepare in October, for his Janu- 
ary sales campaign on these lines. In some sec- 
tions it is likely that the big season starts earlier 
than January. 

Your orders should be placed now even though 
you take deliveries later. A survey of your com- 
munity will give you a working quota and pros- 
pect list. A few promotion preliminaries before 
the first of the year would help pave the way for 
subsequent sales. Ask your farmer friends what 
their hatching plans are and see if they are ade- 
quately equipped with incubators, brooders and 
the necessary accessories. 

The Riley Hardware Co., at Richwood, Ohio, 
has been very successful with incubators, Pro- 
prietor F. E. Riley has consistently sold one make 
of incubators and brooders for twelve years. 

Instead of finding that he has approached a 
point of saturation in his territory, he states that 


his sales run about-+the same each year. During 
the twelve years he has carried incubators he has 
sold approximately 250 of them and usually an 
incubator sale means a second sale as the farmr 
will want to buy a brooder. 

Mr. Riley never attempts to sell both an incu- 
bator and a brooder at the same time nor does he 
ever mention the combination. He waits three or 
four weeks until the customer is enthusiastic over 
a successful hatch and then finds very little re- 
sistance to his brooder sales arguments. In the 
same way, he keeps in touch with the customer, 
suggesting additional supplies as the needs of the 
poultry vary with their age and the seasons. In 
other words, when he sells an incubator he is just 
starting a series of sales to fully equip the cus- 
tomer for chicken raising. 

One of the factors which has helped Mr. Riley 
keep his incubator sales level each year has been 
his regular advertising before and during the 
regular buying season. Each year he uses from 
two to four half pages in the local newspaper on 
the subject and has supplemented this with con- 
siderable direct advertising. The result of this 
effort has been the building of a steady and per- 
manent incubator and poultry supply business. 
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Simplicity of Speed Pen for 
Rapid Show Card Lettering 


By Joseph Bertram Jowitt 





Dont 

| throw away 
old 
Brushes/ 





Our paint man 
will tell you how 
to save them. 

















HERE are two classes of beginners in show 
card writing. In the first class are those 
who start at the beginning and intend to 

devote their entire time in learning all branches 
of the profession having chosen this branch of 
commercial art as a vocation. To this class every- 
thing pertaining to lettering is of interest. 

The second class is composed of those who in- 
tend following other lines of business but are 
greatly interested in show card writing as a side 
line. They realizing the importance of show 
cards as a necessary business aid. 

To this second class these articles on the great 
American invention, The Speed Pen, are dedi- 
cated. It is not necessary for students in this 
class to learn every branch of the show card 
writing. The plain, simple, legible show card 
is really the best business builder. And the 
writer can absolutely guarantee any ambitious 





Do you know ~ 


we are headquarters for 


RADIO SETS 


and 


Supplies_? 














This is the first of four articles on 
the use of the speed pen for rapid 
lettering. With the use of this 
instrument very effective show 
cards may be made with a mini- 


mum of practice. 





Visit the 
Model 


White 
Kitchen 


in the 
Basement. 











seriously minded salesman success if he will fol- 
low closely these instructions and spend fifteen to 
twenty minutes a day in practicing. 

Competition as we all know is the life of 





Do your 
Xmas Shopping 
Early- 


Our Toy Dept. 
is always ready. 











trade and it surely will be keener as business 
revives. 

The question is, how many salesmen are going 
to take advantage of this unusual opportunity of- 
fered in HARDWARE AGE. 

The plates or drawings illustrating this article 
are not just pictures of alphabets accompanied 
with a dry incomprehensible and technical bunch 
of text matter. 

These lessons are positively fool-proof and have 
been the means of increasing the fatness of many 
a pay envelope, which also means increased busi- 
ness through talking show cards. 

In these articles the writer gives the beginner 
the benefit of over twenty-five years’ experience 
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without forcing him to go through any mill. 


Most of this knowledge has been gained through 
personal experience and direct contact with all 
branches of the sign and show card business. 

Of the many makes of speed pens the writer 
has had the best success with the “Esterbrook 
Speed Pen” and the “Gordon & George Speed 
Ball Pens.” 

Almost anybody can operate these pens. They 
will not spread under pressure, they will not 
break or even bend, and best of all they will not 
blot or scratch on smooth or rough surfaces. 

One of the reasons that some of us are not 
the successful men that we dreamed or hoped we 
would be, is that we lack ENTHUSIASM in our 
work. If we are not naturally enthusiastic we 
can and should acquire it. Is it not a fact that we 
get out of our job just what we put into it? But 
in many cases “The spirit is willing but the flesh 
is weak.” All this talk of “Pep” we hear so 
— about is nothing more than ENTHUSI- 

SM. 

The show windows are the most valuable ad- 
vertising asset the retailer has, their orderly and 
business like appearance have a great deal to do 
with the success of the hardware store. The 
store’s policy, its personality and progressive- 
ness are reflected through the plate glass. 

The judicious use of show cards are just as im- 
portant as any part of the display and it is a 
useless overhead expense to spend good dollars 
for show cards when at least one man in every 
store has the ability to produce them. The fellow 
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who works overtime and all the time is the fel- 
low who gets ahead today. 

Originality is what counts in window trimming 
—too many wait for the other fellow to set the 

ace. 

All the lettering on the show cards illustrating 
this article was done with the four different size 
Speed Pens, Nos. 1, 2, 3 and 4. The alphabet is 
known as single stroke half block. Each stroke 
being of equal thickness. This does away with 
thick-and-thin strokes and the time required to 
fill-in the center of letters. 

The speed pen is the best little tool for prac- 
ticing lettering. Higgins’ waterproof drawing 
ink, Carter’s show card ink, or Bissel’s jet black 
ink, all work well in the speed pen. 

Very often the card writer is called upon to tell 
a long story in a short space such as demonstra- 
tion cards. Here is where the speed pen becomes 
most valuable. The largest size Speed Pen will 
draught a letter up to three inches in height. The 
smallest size No. 1 Speed Pen will make letters as 
small as an eighth of an inch. These Speed Pens 
require no breaking-in, just slip them in an ordi- 
nary pen holder. They are much easier to manip- 
ulate than any other kind of a lettering pen or 
brush. There is a reservoir attached to each pen 
point which retains enough ink at one dipping 
to write a number of words. This makes fre- 
quent dipping in the ink bottle unnecessary and 
saves a lot of time. 


(Continued on page 106) 
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This Chart, prepared especially for Harpware Ace by Mr. Jowitt, shows how easily the letters comprising the alphabet 
may be made 
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Tax Reduction Measure to Pass House 
Betore Christmas 


Leaders Join in Giving Bill Precedence Over All Other Legislation— 
Intensive Drive Is on to Repeal All Auto Taxes 


——-- GREEN, of the 


L.. Crounse 


By W. 


WASHINGTON, Oct. 5, 1925. 


Ways and Means Committee, has 


approved the schedule for hearings on the new tax reduction 

bill to begin Oct. 19. While the schedule follows closely the 
lines of the tentative arrangement presented in my letter of Sept. 
14, it has been deemed advisable to make a few important changes 
in the interest of witnesses who wish to be heard on certain topics. 
The revised schedule is as follows: 


Oct. 19-20. 
specialists. 


General statements from Treasury officials and tax 


21. Individual income tax including normal and surtaxes. 
22. Corporate income tax and administrative regulations relating 


thereto. 
23. Estate tax and gift tax. 


24. Excise taxes including tax on cigars and tobacco products and 


on admissions and dues. 


26. Excise taxes including automobiles, etc., and special taxes on 


capital stock, occupations, etc. 


27-28. Provisions relating to Board of Tax Appeals and general 


administrative features. 
29. Miscellaneous provisions. 


Hearings Will Not Be Extended 


Chairman Green is confident that it 
will not be necessary to lengthen the 
ten-day period fixed as the maximum 
time for the hearings. 


new legislation, his purpose being to 
perfect a bill to such a degree that it 
will be ready not only for introduction 
when Congress meets on the first Mon- 
day in December, but for a prompt re- 
port to the House with no further for- 
mality than a single meeting of the full 
membership of the committee. 

It is believed that only a single day 
will be consumed in perfecting the or- 
ganization of the House in the new 
Congress; hence it should be _ prac- 
ticable to report the perfected tax re- 


duction bill out of committee and place | 


it on the House calendar by the middle 
of the first week of the session. That 
it will be vigorously pushed to passage 
in the House seems to be assured by a 
general agreement of the House lead- 
ers. 

“I can see nothing to prevent the 
passage of the bill before the holiday 
adjournment,” says Chairman Green. 
“Under the rules the bill is a privileged 
measure because it relates to national 
revenues and therefore it can be called 
up at any time and brought to a vote as 
soon as the House has given it a rea- 
sonable amount of consideration. While 
some other bills are privileged, all the 


leaders appear to be agreed that this | 


He is anxious to | 
begin at once the preparation of the | 


| measure shall have preference over all 


other legislation, and I am satisfied 
there will be no controversy on this 
| point.” 


Budget Bills to Give Way 


Chairman Madden of the House Com- 
mittee on Appropriations, which ranks 
with the Ways and Means Committee 
as one of the two most important’ or- 
gans of the House, gives notice that 
even the budget bills will be laid aside 
| and a clear track given to the tax re- 
duction measure whenever 
| Green undertakes to- call it up. 
brief statement Mr. Madden says: 

“IT recognize the widespread interest 
in the tax reduction bill. Its early en- 
actment is vital to the prosperity of 
the country, and every man, woman 
and child is interested in having it 
placed on the statute books at the 
earliest possible moment. 

“It is customary to bring the appro- 
priation bills forward as early in the 
session as possible and much work is 
done on them before Congress actually 
convenes. While the budget bills are 
privileged they will not be brought for- 
ward in opposition to the tax reduction 
measure. I think everybody will co- 
operate to expedite the measure de- 
signed to relieve the taxpayers and to 
secure its passage at the earliest prac- 
ticable date.” 

Speaker Nick Longworth has also 
lined up in favor of prompt passage of 


In a 





the tax bill. 


He believes the people 


will look to him as Speaker of the 








House to do his part in bringing about 
tax reduction without delay, and he 
feels that nothing he can do will re- 
flect more credit upon his administra- 
tion of the affairs of the House than 
whole-hearted cooperation with Chair- 
man Green. 


No Gag Rule to Be Used 


The new floor leader of the House, 
Representative Tilson of Connecticut, 
is even more optimistic than Chairman 
Green. He is confident that the bill 
can be passed by the House without the 
necessity of enforcing gag rule. He 
believes the importance of the tax bill 
calls for a reasonable amount of de- 
bate and for the careful examination 
of the provisions of the measure, but 
he believes that a week of discussion 


' should develop everything of impor- 


_ tance concerning the details of the new 


schedules and administrative features, 


and he will insist upon a final vote 





Chairman | 





upon the bill before the Christmas re- 
cess is taken. 
Chairman Smoot of the Senate Fi- 


' nance Committee has ‘advised his col- 


leagues to be present in Washington 
during the preparation of the new tax 
bill by the Ways and Means Committee 
and several members of the Senate 
committee have given notice of their in- 
tention to attend the House committee 
hearings for the purpose of posting 
themselves fully regarding the changes 
made in existing law. 


Senate Will Speed Bill 


These developments indicate that Mr. 
Smoot intends to waste no time in the 
Senate after the tax bill has passed 
the House. Of course, the Senate, as a 
deliberative body of international rep- 
utation, will probably take more time 
in threshing out the details of the 
measure than is consumed by the 
House; nevertheless, there is no dispo- 
sition to delay in any quarter and in 
fact there is a very lively rivalry be- 
tween majority and minority leaders to 
obtain credit with the people at large 
by putting their shoulders to the wheel 
in the laudable effort to send a com- 
pleted tax reduction measure to the 
White House as early in the new year 
as possible. 

As I have heretofore pointed out, 
the leaders intend to make the reduc- 
tions provided in the new bill applicable 
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to the taxes to be paid in 1926 on 1925 
incomes. This can be conveniently 


brought about if the tax reduction bill | 
becomes a law a few days prior to’ 
March 15, when the law requires the. 


returns for 1925 and the first tax pay- 
ment thereon to be made. 


Intensive Drive to Lift All 
Motor Taxes 


O interest working for tax re- 
N duction has put on a more in- 

tensive drive than that of the 
American Automobile Association and 
its affiliated bodies. These organiza- 
tions have a roster of no less than 700,- 
000 members, each one of whom is be- 
ing urged to make a personal appeal to 
his Representative and the two Sena- 
tors from his State. 

An appeal to the Ways and Means 
Committee prepared by the A. A. A. 
contains some extremely convincing 
arguments. Some of the most persua- 
sive are as follows: 

“Since Oct. 4, 1917, the motorists of 
America have paid into the United 
States Treasury in special war excise 
taxes nearly a billion dollars. This 
money has been used not for road im- 
provement or other purposes of direct 
henefit to the motorist, but has been 
spent by Congress for general govern- 
mental needs. 

“The average automobile sells at re- 
tail for $825. Seven years after the 
cessation of hostilities a $29 war tax 
is still being added to this price. Mean- 
time hundreds of manufactured com- 
modities have been freed of the special 
wartime levies. 


Plenty of Margin for Repeal 


“For the fiscal year 1926 there will 
be a surplus in Federal revenues of 
between $250,000,000 and $400,000,000 
available for tax reduction. Four dif- 
ferent kinds of taxes are scheduled for 
relief — war excise, inheritance, gift 
and income. Congress may, if it 
wishes, eliminate all war excise taxes 
(which include those of motor vehi- 
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Senate Leader Would Abol- 
ish Useless Bureaus 
Girne CHARLES CURTIS, ad- 


ministration leader in the Senate, 

believes that a much greater tax 
reduction than the suggested three hun- 
dred million dollars can be effected if 
Congress will give the President blanket 
authority to consolidate government bu- 
reaus and agencies and to transfer 
work from one department to another 
whenever in the best interest of the 
service. Senator Curtis says that he 
proposes to introduce legislation in the 
next Congress to repose such authority 
in the President. 

Senator Curtis explains that while 
the budget system has done a great 
deal in reducing waste in the govern- 
ment service, it has no power to elimi- 
nate a governmental activity author- 
ized by law, however useless it may be. 
“It is some of these activities them- 
selves,” Senator Curtis says, “that 
must be done away with, and strange 
to say, some of the most useless ones 
have developed the strongest support- 
ers and defenders. Save over there, but 
let us alone, is their cry.” 

By lopping off the useless offices in 
the government and all of the collateral 
waste that has grown up about them, 
Senator Curtis estimates that an extra 
200-million-dollar annual saving could 
be effected. 


Cutting Waste Results in Better Work 


“Elimination of waste and extrava- 
gance,” he says, “has always brought 
better work, whether in government or 
in private activities. Our Presidents 
could at all times be relied upon to 
have the good of all the service in mind 
and to use the most economical meth- 


ods of operation in the work of the | 


various departments and agencies. 
“All will admit that there are en- 


tirely too many boards and commis- | 


sions; some should be abolished and 
others consolidated. We all know they 


overlap and duplicate. Once a board or | 


commission is created, all too often its 
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years. The time has come for Congress 
to give it to them, whole-heartedly, 
without quibble and without considera- 
tion of personal or political effect.” 


Commodity Specifications 


NATIONAL Directory of Com- 
A modity Specifications has just 

been issued by the Department 
of Commerce. In a foreword to this 
valuable publication, Secretary Hoover 
says: 

“Specifications are the formulated. 
definite, and complete statements of 
what the buyer requires of the seller. 
They must be adapted to the best prac- 
tice of production and distribution. 

“But beyond this it requires some- 
thing that has too often been neglected, 
and that is the added experience of the 
manufacturer, the producer, and the 
user. No economy is to be obtained 
by formulating such a specification for 
an article as will require that it be 
specially manufactured when an ar- 
ticle largely produced for commercial 
consumption will give equal service, or 
by the setting up of such requirements 
as will necessitate increased cost of 


| production without compensation in 
services.” 
The successful completion of this 


directory is due in large part to the 
thorough cooperation of all the nu- 
merous trade organizations vitally in- 
terested in standard specifications. The 
work contains an alphabetical list of 
more than 6000 commodities and a 
thoroughly classified list of over 27,- 
000 specifications for these commodi- 
ties formulated not only by the public 
purchasing agencies but also by public 
utility corporations, trade associations, 
and technical societies having national 
recognition. 


Will Secure Important Economies 


State and city governments, public 
utility companies, and the better or- 
ganized industries of the country are 
adopting the use of the specifications, 
which has been a feature of Federal 
Government purchasing for many 
years. More and more is it being ap- 


great aim seems to be to expand in| 
scope and power and to live eternally. | 
It’s easy to create a commission, but | 


preciated that .considerable economy 
can be secured in the purchase of com- 
modities by the use of specifications. 


cles, parts, tires and accessories) and 
at the same time make needed reduc- 
tion in the other three without creat- 





ing a deficit. 

“President Coolidge and Secretary of 
the Treasury Mellon urge that the Fed- 
eral tax on inheritance, which are al- 
ready amply taxed by the States, con- 
stitutes double taxation, and that a re- 
duction in income taxes will benefit the 
largest single class of taxpayers in 
America and at the same time result 
in larger revenues for the Federal Gov- 
ernment through increased business ac- 
tivity. 

“Arguments against double taxation 
and for distributing the benefits of tax 
reduction among the largest class take 
on added force when applied to the 
elimination of the automotive excise 
tax. There are more than 12,000,000 
owners of automobiles in the United 
States and only 4,000,000 income tax 
pavers. 





seems almost impossible to put one out | 


of existence. They never go out volun- 
tarily. 

“My plan to get action would be to 
propose a short amendment giving the 
President full authority to transfer 
bureaus from one department to an- 
other and to make such consolidation 
as he thinks for the best interest of the 
public service. That is the practical 
method. If we attempt to specify every 
detail of consolidation and elimination 
it will require an act so long that no 
one can digest it as a whole and will 
offer grounds for endless debate and 
discussion without any definite result 
—a result desired by the nation as a 
whole—made almost impossible. 


want it, regardless of party and sec- 
tion; they have wanted it all these 





Real competitive bidding can be _ in- 
vited, and the delivery of satisfactory 
material can be insisted upon. 

In the Directory are listed all of the 
commodity specifications in general 
use throughout the United States. It 
tells by whom they were prepared and 
where copies can be obtained. The in- 
formation is so presented as to be of 
value to both producers and consumers, 
to sellers as well as buyers of com- 
modities, and to those interested in the 
preparation and the use of specifica- 
tions. 

If you want a copy of this valuable 
publication send $1.25 to the Superin- 
tendent of Documents, Government 


| Printing Office, Washington, D. C. The 
“I firmly believe the American people 


work is regarded as too costly and 
valuable to justify the Government in 
distributing it gratuitously. 
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Nail and Tack Simplification— 
Manufacturers Will Meet October 7 


and a cut from. 423 to 127 in packing weights, will be recom- 


Rava a cut from 428 to 185 in the sizes of nails and tacks, 


mended at a conference of producers, distributers and users 
on Oct. 7 at the Department of Commerce under the auspices of the 


Division of Simplified Practice. 


Following the months spent in 


studying sales and demand for the various types and sizes, the pro- 
posed simplification will be submitted by a committee headed by 
Herbert S. Holland, vice-president and treasurer of the Shelton Tack 


Co., Shelton, Conn. 


The manufacturers’ committee fa- 
vors the elimination of all special trade 
names, including American Cut, Swedes 
Cut (for which it would substitute the 
term “trimmers”), Sweden Carpet, Ba- 
ling, Canvas, Cheese Box, Curtain Shade, 
Stamp, Gagers, Roofing, Lookingglass, 
Truckers and Berry-Box tacks. It is 
also proposed to re-designate’ the 
schedules, replacing numbers by frac- 
tions of an inch, and to urge that 
the user substitute the next longer or 
shorter fractional size for the item 
eliminated. 

In the recommendation as to packing 
weights, the 5-lb. and 50-lb. packages 
would be dropped from use for any of 
the 29 classes and 47 types covered in 
the simplified practice program. The 
smaller size packages also would be 
eliminated in a number of types. The 
4%-lb. package would be dropped from 
20 classes; the %4-lb. package from 10 
classes; the %-lb. package from 15 


Wm. A. Hopkins Celebrates | 


His Fiftieth Anniversary 
in the Hardware Business 


William Alden Hopkins, president 
and treasurer Decatur & Hopkins Co., 
Boston, shelf hardware jobbers, on 
Sept. 13 received a large floral horse- 
shoe from employees of that company 
and other business interests. That 
date marked the completion of Mr. 
Hopkins fiftieth year in the hardware 
business. 

Mr. Hopkins is a native of Brewer, 
Me., being born Nov. 14, 1856. When 
he was quite young his parents moved 
to Boston, and the boy received his 
edueation in that city. On Sept. 13, 
1875, he obtained a job as errand boy 
with Bigelow & Dowse Co. at $1.94 per 
week. In six months he worked him- 


self into an entry clerkship, a job he | 
Then he. 
worked as stock man and as order | 
clerk and at the age of twenty-four | 


maintained for four years. 


became a traveling salesman in Vermont 
and western New Hampshire. He 
traveled for sixteen years and became 


such a factor in his territory a com- | 


with the new catalog. 


classes, and the 1-lb. package from 11 
classes. The 10-lb. package would be 
eliminated in 25 classes and 25-lb. pack- 
age in eight classes, if the problem as 
prepared is adopted. The committee 
also is in favor of eliminating a num- 
ber of types of gages which, it is 
stated, surveys of the committee 
showed to be in slight demand. 

Because of the extensive use of the 
various types of nails and tacks by 
railroads, by the furniture industry, by 
packing, roofing, boot and shoe, trunk 
and luggage interests, and a number 
of other groups, the Division of Sim- 
plified Practice is making every effort 
to have a full representative of dis- 
tributers and users to act on the pro- 
posed eliminations. Further interest 
is aroused by the 70 per cent reduc- 
tion proposed in packing weights 
which, it is said, will affect distribution 
and merchandising systems in an im- 
portant way. 


petitive concern, Baldwin, Robbins & 
Co., took him on and made 
junior partner. The Bigelow & Dowse 
boys presented him with a gold watch, 
which Mr. Hopkins still carries. . 

After two years on the road for 
3aldwin, Robbins & Co., Mr. Hopkins 
was made assistant buyer. In 1906, 
the business was incorporated as Bald- 
win & Robbins Co., with the two junior 
partners principals, namely Austin H. 
Decatur, president, and Mr. Hopkins, 
treasurer. In 1910, the firm name was 
changed to Decatur & Hopkins Co. 
When Mr. Decatur died in 1924, Mr. 
Hopkins became president of the com- 
pany. He is an ardent yachtsman, and 
is as well known along the New Eng- 
land coast as he is in the trade. 


New Price List and Catalog Is- 


sued by Sandusky Tool Co. 


Sandusky Tool Co., Sandusky, Ohio, 
manufacturer of tools and handles, has 
issued a new catalog known as No. 25. 
It is dated Sept. 1, 1925. A new price 
list has also been distributed for use 
Several new 
tools are featured in catalog No. 25. 





him a-s§s 


Ritterbusch Is N. Y. Manager 
for Reading Knob Works 


Fred H. Ritterbusch, 416 Broadway, 
formerly president Lanbush - Fisher 
Sales Co., has resigned that position 
and taken over the New York sales 
management for the Reading Knob 
Works, Reading, Pa., builder’s hard- 
ware manufacturers. Mr. Ritterbusch’s 





Fred H. Ritterbusch 


territory includes New York City, 
Westchester County and Long Island. 

The balance of New York state terri- 
tory for this company is handled by 
the Lanbush-Fisher Sales. Co. 

Mr. Ritterbusch is a. past Chief 
Booster of the Hardware Boosters 
(New York City), and was connected 
for fourteen years with the Russell & 
Erwin Mfg. Co., New Britain, Conn. 
He joined the Lanbush-Fisher Sales 
Co., May, 1919. 





Catalog No. 30 Issued by 
E. T. Fraim Lock Co. 


The E. T. Fraim Lock Co., Lancaster, 
Pa., has issued its new catalog known 
as No. 30. Padlocks, night latches and 
key blanks are illustrated in this book, 
which is the largest catalog ever ‘pub- 
lished by this company. Obsolete types 
have been dropped, and many new 
types of night latches and padlocks 
added to the line in the last five years 
are shown. Padlocks are classified with 
respect to their construction. Individ- 
ual key blank catalogs are also avail- 
able for distribution. The company re- 
quests that those wishing catalogs ad- 
dress Department C. 

















October 8, 1925 


HARDWARE AGE 








OF THE TRADE 








Wellston Mfg. Co. Plans 
Further Factory Additions 


The Wellston Mfg. Co., Wellston, 
Ohio, manufacturers of Revolvo equip- 
ment, has recently constructed more 
than 600 ft. of new buildings and find 
it necessary to add additional buildings 


in order to facilitate a larger produc- | 


All construction work 
Mod- 


tion schedule. 
has been of brick and concrete. 

ern equipment has been installed. 
company’s line includes stands for dis- 


The | 





SE cape 


playing paints, varnishes, etc., and bins | 


for nails, seeds, etc. 


Sands Levels Now Packed in 
Individual Cartons — 


The Sands Level & Tool Co., 8629 
Gratiot Ave., Detroit, Mich., has stan- 
dardized its packages and box labels, 
and is now furnishing the trade its 
products in handy and attractive shelf 
packages. Each level is now packed in 
an individual carton. Aluminum and 
wood models are distinctly marked and 
labeled so that the merchant may read- 
ily distinguish at a glance his stock on 

















both types. The wood levels are labeled | 


with a red and white reversed label. 
and the aluminum levels are packed 
with a blue and white reversed label. 





Dover Hardware Co. 
Remodeled, Purchased 
by Trewergy Bros. 


Two brothers, Harold Trewergy, of 
Brunswick, Me., and Forrest Treworgy, 
of Milo, have recently taken over the 
business of the Steward Hardware Co., 
of Dover-Foxcroft, Me. 

The Trewergy brothers already oper- 
ate stores at Brunswick, Milo and Dan- 
forth, and this new store will make a 
fine addition to the chain. Four years 
of merchandising, with a new store 
added each year, are good indications 
of service and satisfaction to the public. 

The new store will run under the firm 
name of Dover Hardware Co. The store 
is being remodeled and painted inside 
and out. New window backgrounds with 
interior changes and special lighting 
will make the store very attractive. An 
up-to-date stock will be carried in the 

hardware and sporting goods depart- 
ments, and’ the variety goods section 
will be much more complete. Caleb H. 
Weston and N. W. Allen will be the 
salesmen in charge. 





Devoe Employees. Outing— 
Will Be Annual Event 


On Saturday, Sept. 19, the New York 
Branch of Devoe & Raynolds Co., Inc., 
held an outing for their employees. 
Large delegations from headquarters 
and Devoe’s three factories in Brooklyn 
and Newark swelled the expedition to 
nearly a thousand pleasure seekers. 





Boosters Pay Tribute to Memory of 
W. A. Graham and A. D. Clinch 


Saturday, Sept. 10, 


A 


the opening fall meeting of the Hardware Boosters, 
at the Hardware Club, 
New York City, Chief Booster 


held 
Broadway 
Clarence Roberts voiced the 


253 


sentiments of the organization by paying a tribute of appreciation 
to the late W. A. Graham and A. D. Clinch, whom he characterized 
as two great men in the local hardware fraternity. 


Booster Schader told of the recent 
convention of the National Council of 
Traveling Salesmen and urged more 
members to become interested in this 
national organization. 

Chief Booster Roberts appointed the 
following nominating committee: H. R. 
Conner, Chairman; C. K. Golden and 
Charles J. Heale. He instructed the 
committee to meet and report a nomi- 


After a three-hour sail up the Hud- 
son River in a _ specially chartered 
steamer, the throng alighted at Bear 


Mountain to participate in a program | 


of sports which included tennis, base- 
ball, swimming, races and a host of | 
other athletic contests. 

At six o’clock dinner was served for 
everyone at the Bear Mountain Inn. 
Following dinner handsome prizes do- 
nated by company executives were 
awarded to the winners of the various 
events of the afternoon. During the 
sail back to New York the holders of 
tickets bearing lucky numbers received 
additional prizes. 

The affair was voted such a thorough 


success that it is said the Devoe Com- 


pany intends to make this outing an 
annual event. 


Butler Now Advertising Man- 
ager of Devoe & Raynolds 
—Damm Assistant Sales 
Director 


Ralph Starr Butler has been ap- 
pointed advertising manager of the 
Devoe & Raynolds Co., Inc., 


New York, * 








succeeding Theodore E. Damm, who is | 
now devoting his time to sales activi- | 


ties as assistant to P. LeB. Gardner, 
director of sales of the company. 

For the past eight years Mr. Butler 
has been associated with the United 
States Rubber Company which he 
joined as director of commercial re- 
search. 
vertising manager. 

Seymour Soule, formerly 
advertising manager for the Columbia 
Graphophone Company, and more re- 
cently account manager for the Joseph 
Richards Advertising Agency, New 
York, has been made assistant adver- 
tising manager under Mr. Butler. 


assistant | 


In 1920 he was appointed ad-_ 





nating ticket at the next meeting to 
be held the last Saturday in October. 

Secretary Oscar E. Benson read the 
minutes of the past two meetings and 
the various communications from mem- 
bers and friends. 

The question box discussion and per- 
tinent selling problems lasted for two 
hours, was very much enjoyed by the 
members who contributed very freely 
on the several subjects. 





Pierce Talks Better Stores at 
Pittsburgh Association 
Meeting 


Officers of the Pittsburgh Retail 
Hardware Dealers Association here- 
after will be nominated at the May 
meeting, elected at the June meeting 
and will take office at the September 
meeting each year. An amendment to 
the by-laws of the Association to that 
end was adopted at the first fall meet- 
ing held at the General Forbes Hotel, 
Pittsburgh, Friday evening, Sept. 25, 
whicl brought together a large gather- 
ing of the members. W. P. Lewis, 
secretary Penn Mutual Fire Insurance 
Co., Huntingdon, Pa., and Brandt M. 
John, western Pennsylvania field rep- 
resentative of that company, talked 
on fire insurance and W. G. Pierce, 
Pasha secretary, presented motion pic- 
ture views of ‘hardware stores and 
gave an interesting and _ instructive 
talk on the desirability of attractively 
arranged stores as a means to better 
business. 


‘*Mas-Back-Talk,” House 
Organ of Masback 
Hardware Co. 


“Mas-Back-Talk” is the name of a 
new house organ to be issued each 
month by the Masback Hardware Co., 
82 Warren St., New York City, hard- 
ware jobbers. This publication is a 
four-page pamphlet printed in blue and 
red. 
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Stop-Over Privileges Available for 


Those Using “Hardware Special” 
to Atlantic City—Reservations Heavy 


INAL arrangements have been completed for the running of 
| ce “hardware special” train over the Pennsylvania Railroad 

to Atlantic City for the annual conventions of the National 
Hardware Association and the American Hardware Manufacturers 
Association, The train will leave Chicago at 1 p. m., Oct. 18, and 
arrive at Atlantic City at 9.15 the following morning. 


A wage of a fare and a half for the 
found frip on the “certificate plan” has 
heen authorized and identification cer- 
tifieates should be secured in advance 
from T. J. Fernley, 505 Arch Street, 
Philadelphia. J. A. Oliver of the Penn- 
sylvania Railroad, is in charge of the 
rézervations at Chicago. Tickets may 
be purchased from Oct. 15 to 21 with 
a final return limit of Nov. 1. 

On the return trip stop-overs may 


New Store Is Opened by 
Alhambra Hardware Co. 


The Alhambra Hardware Co., 11 
North 1st St., Alhambra, Cal., recently 
held its formal opening of a new and 
larger store. Souvenirs and refresh- 
ments were provided for all who at- 
tended. Music on a saw furnished by 
Fred M. Bruley, radio artist, was one 
of the features. Local newspapers 
showed considerable interest in the 
company’s new store, and many con- 
gratulations were received by the Al- 
hambra Hardware Co. 


_ ——— 


J. P. Gallagher, Sales Mana- 
ver for the Wellston Mfg. Co. 


Joe P. Gallagher has been appointed 
sales manager for the Wellston Mfg. 
Co., Wellston, Ohio, manufacturer of 
Revolvo equipment, which includes 
stands for displaying paints, varnishes, 
etc., and bins for seeds, nails, etc. Mr. 
Gallagher will have charge of sales and 
advertising. 


Paint Sales Managers’ Council 
Will Meet on June 9, 1926, 
at Philadelphia, Pa. 


The Sales Managers’ Council of the 
paint and varnish industry will hold 
its next annual conference in Philadel- 
phia, on June 9, 1926. Chairman E. F. 
Hopper of the Murphy Varnish Co., is 
now preparing the program with the 
assistance of his committees. 





be arranged at Washington and Balti- 
more without additional expense and 
New York may be visited by buying 
a side trip ticket from Philadelphia, 
the return portion of which, together 
with the convention ticket, will be 
honored direct from New York to the 
destination. 

It is stated by the railroad that 
reservations are coming in better this 
year than ever before and nearly 100 
reservations were received before Oct. 1. 


Save the Surface Campaign 
Executive Committee Will 
Meet October 18 at Cleveland 


The executive committee of the Save 
the Surface Campaign will meet Sun- 
day, Oct. 18 at 11 a. m., in the Hotel 
Cleveland, Cleveland, Ohio. At this 
time advertising copy and other mat- 
ters pertinent to the operation of this 
cooperative merchandising campaign 
will be presented and discussed. 


Book on Welding Issued 
by Chicago Steel & Wire Co. 








The Chicago Steel & Wire Co., 103rd | 


St. and Torrence Ave., Chicago, IIl., 
has issued a text booklet on the proper- 
ties of steel filler rods for gas and elec- 
tric welding. It is designed to help the 
welder solve some of his problems, and 


was prepared by the company’s re-— 


search department. 


Black & Decker Boston Office 
Moved to Larger Quarters 


The Black & Decker Manufacturing 
Company announce the removal of 
their Boston Branch office to new and 
very much larger quarters located at 
62 Brookline Street, Boston. The build- 
ing at this address is of steel and con- 
crete construction, has show windows, 
and is located within a stone’s throw 
of a number of jobbers. This new 


office will be in charge of A. D. Geiger, 
recently appointed branch manager of 
the Boston territory to succeed D. G. 
Caywood, who has been put on special 
work by the company. 





| the 





L. C. Thorne Elected Presi- 
dent Frantz Mfg. Co. 


L. C. Thorne, formerly vice-president 
Frantz Mfg. Co., Sterling, Ill, manufac- 
turers of builder’s hardware, has been 
elected president of that company suc- 
ceded Peter Frantz, who has resigned 
due to ill health. Mr. Thorne is also 
president of the First National Bank 
of Sterling, III. 


T. E. Ward Has Joined 
Badger Malleable & Mfg. Co. 


T. E. Ward has purchased ar interest 
and has become associated with the 
Badger Malleable & Mfg. Co., South 
Milwaukee, Wis., as sales manager. 
This connection became effective Oct. 
1. Mr. Ward was formerly secretary of 
the Stowell Co., South Milwaukee, 


Wis. 





_---- ee 


New Hinge Catalog Issued by 
Richards- Wilcox Mfg. Co. 


Richards - Wilcox Mfg. Co., Aurora, 
Ill., has issued a new hinge catalog 
known as No. 42. It is devoted almost 
exclusively to special purpose hinges, 
and was prepared with the view of 
helping the trade solve any special 
hinge problem. The company’s engi- 
neering department has contributed to 
the book, and is also available for any 
dealer who is unable to solve his hinge 
problem with the new catalog. 


New England News Notes 


The Hill Hardware Co., Inc., New 
Haven, Conn., has filed a certificate of 
organization with the secretary of 
Connecticut. Ralph Egel is president 
and treasurer. 


John P. Fogarty, vice-president and 
general manager Westfield Mfg. Co., 
Westfield, Mass., bicycles, has been re- 
elected president and treasurer Bicycle 
Manufacturers’ Association of Amer- 
ica. 

Elma C. Fay, formerly engaged in 
garage business at Wollaston, 
Mass., has opened a retail hardware 
store under the firm name of Fay’s 
Hardware Co., at 782 Adams Street, 
Ashmont Section, Dorchester, Boston. 





W. D. Ferris, Works Manager 
for Frantz Mfg. Co. 


W. D. Ferris has been appointed 
works manager, Frantz Mfg. Co., Ster- 
ling, Ill., manufacturers of builders 
hardware. Mr. Ferris was formerly 
connected with the Sharon Hardware 
Mfg. Co., Sharon, Pa., in a similar ca- 
pacity. 
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Yale and Towne Has Purchased Sager 


and Barrows Lock Interests 


The Yale & Towne Mfg. Co., Stamford, Conn., announces that it 
has purchased all of the physical assets, good will, trade names 
and book accounts of the Sager Lock Co., North Chicago, IIl., 
and the Barrows Lock Co. of Lockport, III. 


These plants will hereafter operate 
under the titles of Sager Lock Works 
of the Yale & Towne Mfg. Co. and 
Barrows Lock Works of the Yale & 
Towne Mfg. Co., and as separate units. 
The divergence in the lines of product 
and the channels of distribution of the 





different units make such separate op- 
erations desirable. 

The business and policy of both 
plants will continue under the direc- 
tion of Charles W. Sager, as a vice- 
president of the Yale & Towne Mfg. 
Co. 





Winchester District Club 
Formed for St. Louis 
Territory 


Two hundred and fifty Winchester 
dealers in the States of Illinois and 
Missouri recently participated in a 
two days’ convention in St. Louis and 
at the conclusion formed the Winches- 
ter-St. Louis District Club. It was one 
of the most inspiring Winchester con- 
ventions. Talks were made by Frank 
G. Drew, president of the Winchester 
Repeating Arms Company, and J. 
Clarke Coit, president of the Winches- 
ter-Simmons Company. Officers chosen 
to lead the District club follow: Presi- 
dent, Ward A. Hamel of De Soto, Mo.; 


Electric Windshield Wiper 


A new and improved model of the 
Bosch Electric Windshield Wiper has 
been released to the trade by the 
American Bosch Magneto  Corp., 
Springfield, Mass. 

It is said to be compact, neat and 
attractively finished in a black satin 
finish, with a contrasting bright lever. 
The operation is said to be constant 
and smooth. 

A high degree of efficiency is claimed, 
due to the power being transmitted 
by a direct linkage and not through a 
train of gears, which is said to elimi- 
nate loss of power through friction 
noise when gears become worn. 

Claim is made that the possibility of 
magnetic hum at heavy loads has 
been eliminated by staggering the slots 
in the armature so that there is a 
gradual introduction of iron under the 
pole shoes. A worm accurately cut into 
the armature shaft transmits’ the 
power of the motor to a worm wheel, 
thence to a connecting lever, to a line 
and then to the wiping arm. 





| Three small 





first vice-president, C. F. Tuxhorn of 
Edwardsville, Ill.; second vice-presi- 
dent, F. J. Warnhoff, Boonville, Mo.; 
third vice-president, C. T. Schaffner, 
Herrin, Ill.; secretary-treasurer, H. R. 
Beatty, Clinton, IIl.; executive board, 
E. D. Pannwitt, Nokomis, IIll.; A. N. 
Hoffman, Sedalia, Mo.; F. X. Becherer, 
St. Louis, Mo. 


ee 


Toy Aluminum Line Circular 


Being Distributed to Trade 


The Aluminum Goods Mfg. Co., 
Manitowoc, Wis., has recently issued 
an illustrated folder on its line of 
Mirro Fairyland toy sets, designed for 
the juvenile trade. 


It is further claimed that the aver- 
age current consumption is less than 
14% amperes. 

The entire gear housing is said to 
be of a new and pleasing design and 
when filled with non-fluid oil is said to 
provide ample lubrication for many 
months. 

The power developed by the wiper is 
said to permit the use of a tandem at- 
tachment, or additional wiping arm, 
mounted on an adjustable rod. The two 
wiping arms work in unison, and may 
be located close together or wide apart. 
It is said to be a strong, rugged unit, 
simply designed and easily installed. 
holes are required for 
mounting on the windshield frame. If 
frame is grounded only one wire is 
necessary to supply current from the 
battery. This wire may be attached di- 
rect to the battery or to the ignition or 
lighting switch. 

It is furnished for 6 to 12-volt oper- 
ation. Type W-2U for 6-volt batteries 
and W-21 for 12-volt batteries. The 
units are packed in individual boxes, 
with complete installing instructions. 

















Kolster Radio Opens 
Divisional Sales Offices 


Four new divisional sales offices in 
all, located in Boston, Washington, D. 
C., Chicago and San Francisco, have 
been opened by the Federal Telegraph 
Company, according to an announce- 
ment just made to the trade. 

W. A. Hendrickson has been appoint- 
ed manager of the Boston office, located 
in the Rice Building, from which he 
will cover the New England States. 

W. A. Eaton is in charge at Wash- 
ington, D. C., with offices in the Munsey 
Building, where he will hold forth over 
the eastern section of the country south 
to include Florida and west to Ohio. 

H. F. Tideman, manager of the Chi- 
cago office at 33 So. Clinton Street, 
that city, is covering the mid-western 
states west to the Rocky Mountains. 

G. L. Stannard is manager of the 
San Francisco office, located in the 
Hobart Building, which are the home 
offices of the Federal Telegraph Com- 
pany of California, and will cover the 
Pacific Coast. 

New York State, northern New Jer- 
sey and the Metropolitan district have 
been reserved for the New York office 
in the Woolworth Building, which is 
merchandising headquarters for Kol- 
ster Radio. 


Simonds Saw Issues Book on 


Hack Saw Blade Use 


A new booklet which contains val- 
uable information for Hack Saw users 
has just been published by the Simonds 
Saw and Steel Company, Fitchburg, 
Mass. Hacksaw-ology is the title, and 
covers in a clear concise manner, meth- 
ods of cutting metal, the proper care 
of Hack Saw Blades, and how to cut 
the various kinds of metal in the most 
efficient manner. A generous amount 
of space is devoted to the Hard Edge 
or Hand Hack Saw Blades. Besides 
illustrations, the booklet contains a 
comprehensive chart showing the var- 
ious size and number of teeth best 
adapted for different kinds of metal- 
cutting. 





McCormick Will Direct Sales 
for Milwaukee Motor 
Products 


Malecomb McCormick, formerly sales 
manager of the McCord Radiator & 
Mfg. Co., Detroit, has joined Milwau- 
kee Motor Products, Inc., Milwaukee, 
manufacturers of Milwaukee Timers, 
as director of sales and advertising. 

He succeeds W. P. Ferris, who has 
resumed active management of the 
Pressed Metal Mfg. Co., Waukesha, 
Wis. 
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Adequate Displays Sell $35,000 Yearly 


(Continued from page 73) 


hardware items until at the present time the 
Montrose Avenue store, capably run and managed 
by Mrs. Widmer, is fully equipped with Heller 
fixtures, carries a stock of approximately $12,000 
and last year did better than a $35 000 sales 
volume. -— 

In speaking of his start “on a shoe string,” 
Mr. Widmer says that the first nails that he 
bought for stock consisted of 3 pounds of 8d. com- 
mon purchased at retail from one of the down- 
town stores, taken home and spread around in 
his new nail bin and it was some time before he 
was financially able to buy a whole keg of nails 
at once. He now orders around a hundred kegs 
at a time. Along the same line, he says that his 
first spring order for paint brushes amounted to 
only $4.10, the second year $42, the third year 
$96, the fourth $400. the fifth $700 and this year 
$1,200. 

About seven or eight months ago, Widmer had 
the opportunitw to buy the Elston Avenue store, 
which is located about a mile and a half from his 
Montrose store, and it was not until the latter part 
of July that he had it rearranged and equipped 
to his liking. When the new fixtures were all in 
place and attractively sampled, he mailed out hun- 
dreds of invitations reaching everyone in his 
territory, to the “grand formal opening,” an- 
nouncing it as “the most up-to-date hardware and 
paint store in Chicago.”” Over 1800 people visited 
the store on that day and the regular store force 
augmented by some 10 or 12 jobbers’ and manu- 
facturers’ salesmen, all dressed in the orange 


coats and white trousers, made them welcome. 
Each visitor was asked to register, thus forming 
the nucleus of a good future mailing list and 
while no effort was made to sell merchandise, 
sales for the day ran well over $200. Cigars were 
given to the men and flowers to the ladies as well 
as other souvenirs such as mirrors, pocket rules 
pencil slips, and small sample cans of paint, var- 
nish and wax. An orchestra furnished music and 
distinction was given the affair by a gorgeous 
orange and blue canopy’stretched across the side- 
walk. 

Widmer’s success can perhaps be summed up in 
one word, “cordiality.”” No one, old or young, 
customer or salesman, steps inside the front door 
without his presence being acknowledged immedi- 
ately by a cheery greeting and a smile even when 
other customers are being waited upon. Upon 
one of the front show cases is a large metal sign 
with the words “This Store Welcomes You” and 
while the attention given each customer is briskly 
businesslike, it is done with the appearance of an 
earnest desire to save the customers’ time and not 
the clerks’, and every transaction is closed with a 
“thank you.” 

The store employees have caught Mr. Widmer’s 
ideas to a remarkable degree and the delivery boy 
displays the same courtesy and snap as does the 
boss. Widmer claims that this is because his em- 
ployees are financially interested in his success 
for he gives the salesman 10 per cent and the de- 
liveryman 5 per cent of his net profits—at any 
rate everyone around Widmer’s is “up on his 
toes.” 


New Outdoor Winter Sport 
for Children 


A unique sliding shoe that may be 


described as a Foot Toboggan is being | 


manufactured by F. L. Curfman Mfg. 
Co., Maryville, Mo. These sleds for the 
feet are the result of years of experi- 
menting which began by the inventor 
helping his boys build a good slider by 








nailing straps to a barrel stave and the 
like. 

The easy up curve of the front, with 
just the thickness of the metal be- 
tween the sole of the shoe and the 
snow, is said to make it as easy to 
walk or run in as the shoe itself. 


of the feet when on a slick surface. 
One can coast a hill, navigate by 
strokes like roller skates, or take a run 
for a flying start on a slick p¥ace. The 
flat sliding surface causes no ankle 
strain. 

Constructed of heavy polished steel 
base, turned up on edge to receive the 
shoe; bottom corrugated about % inch 
deep; heavy leather straps and heel 
cuffs securely riveted. Made in three 
sizes: No. 1 for 4 to 6 years old or a 
shoe 8% inches long; No. 3 for 7 to 9 
years old or a shoe 9% inches long; 
No. 5 for 10 to 12 years old or a shoe 
10% inches long. 





Du Pont Makes Educational . 


Film on Uses of Dynamite 


A one-reel motion picture entitled 
“Letting Dynamite Do It,” has just 
been made by the Explosives Depart- 
ment of the E. I. du Pont de Nemours 
& Company and can be had for distri- 
bution on application to the company. 
The scenes show the use of explosives 
in many lines of industry and under 
many conditions. Practically every 


The corrugated bottom gives control | part of the country has been combed 





for pictures showing the employment 
of dynamite, all of which are pictur- 
esque and many sensational. There 
are views of the use of dynamite in 
the lumber camps of the Pacific North- 
west, where the explosive is used to cut 
off the tops of tall trees and break 
log jams; also scenes on the Mexican 
border where a small mountain is con- 
verted into railroad ballast through the 
employment of thousands of pounds of 
dynamite. Other scenes show how 
reefs were blasted away in a Florida 
harbor, building a swimming pool in 
the East, taking out concrete founda- 
tions in the midst of a great plant with- 
out so much as breaking a window, and 
demolishing in a few minutes a dis- 
used blast furnace many feet in height. 
There are also scenes of the use of ex- 
plosives in building roads in the West, 
the unusual application of dynamite in 
chipping out figures on Stone Moun- 
tain where the great Confederate Me- 
morial is being built, and then the 
spectacular feat of completely demol- 
ishing an old stone intake in Lake 
Michigan at Chicago which was a men- 
ace to navigation. This one-reel pic- 
ture is the second volume issued by 
the du Pont Company showing the use 
of dynamite in various operations 
throughout the country. 
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Unseasonable Weather Hampers Chicago Sales 
—Satisfactory Demand Reported for Fall Lines 


HE stage is all set for a good fall and holiday business and 
the only thing lacking is a touch of cooler weather to start a 


consumer demand. 


The egricultural districts report that 


crops are largely harvested and marketed and the increased buying 
power of the farmer is being reflected in a gradual up turn in 
the volume of orders received by the jobbers from the rural 


territory. 


Fall merchandise is showing a good normal demand for most 
items but winter goods are slow in getting started due to the con- 


tinued warm weather. 
show a very satisfactory volume. 


Future orders for spring items continue to 


Building activities are holding up to a high level and while it is 
only natural to expect a seasonal let, there is no sign of it yet. 
There is consequently an exceptionally long and heavy demand for 
builders’ hardware as well as all sorts of materials. 

The steel industry continues to show a slight but steady improve- 
ment and inquiries for structural steel are running fairly heavy. 

Prices, in general, are very firm although there are practically 
no actual advances—turpentine and some items of galvanized ware 
showing the only increases while linseed oil kept up its erratic 
movements by taking a slight drop. 

Collections are good, as they have been for the past few weeks, 
and the money market is considered somewhat firmer. 


AUTOMOBILE ACCESSORIES.—Sales 
continue to be very good and prices are 
unchanged. 


We quote . from 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 


each. 
-_ Lights. — Anderson, No. 3280, 
Horn.—A. A. Electric (Ford), $4 


jobbers’ stocks, 


each. 

Jacks.—National Standard No. 21, 
$1.20 each. 
‘ * ae — Rose, 1%-in. cylinder, 
1.5 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount, 50 pair lots, 40 
per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 3%, 
$1.80 each; red inner tubes, 30 x 3%, 
$2.25 each. 


AXES.—There is a normal fall demand, 
with no price changes in prospect. 


We quote from jobbers’ stocks, 
f.o.b. Eaeean: First quality single 
bitted unhandled axes, 3 to 4 lIb., $14 
doz. base; double bitted, $19 doz. 
base good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—The demand is 
very good and there is no change in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; 
small machine bolts rolled thread, 
50-10-5 per cent discount; all stove 
bolts. 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—As build- 


ae 











ing operations hold up, there is a very 
heavy and active demand for all items 
of builders’ hardware. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: 214 x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3. 84 per doz. pair; heavy steel 
bevel inside sets, case lots $6.75 per 
doz.; steel bit-keyed front door sets, 
$1.75 per set; wrought brass bit- 
keyed front door sets, $3.25 per set; 
cylinder front door sets, $7.50 per set. 


BALE TIES.—The demand is normal 
for this time of year. 


We quote from 
f.o.b. Chicago district: 
10 per cent discount. 


CHAIN.—The demand is fair and prices 
are unchanged. 
We quote 


jobbers’ stocks, 
Bale ties, 70- 


from jobbers’ _ stocks, 
f.o.b. Chicago: %-in. proof coil chains, 
$8.50 per 100 lb.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per cent 
discount No. 00-4% electric welded 
cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
The demand is active. No change in 


price. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Prices remain unchanged as 
the demand shows a seasonal easing 


off. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.30 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 


100 ft.; plain ridge roll, 1%-in., $4 per 
100 ft.; corrugated conductor elbows, 
3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Manufacturers of heat- 
ing appliances are planning for a tre- 





| mendous holiday business and suggest 


the early placing of orders. No price 


changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber-covered wire, $8 per 1000 ft.; 
in 1000-ft. lots, $7.75; No. 18 lamp 
cord, $13.64 per 1000 ft.; in 1000-ft. 
lots, $13; %%-in. brush brass key 
sockets, 18c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
one-piece attachment plugs, 13e. 
each; two-piece attachment plugs, 
12c. each; dry cells, boxes of 50, 
30%c. each; less than case lots, 
34c. each. 


Radio Supplies.—Radio B batteries, 
No. , $1.40 each; No. 767, $262 
each, 

Battery Chargers. — Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes. — Cunningham, and R. C. 
A., $2.50 list. Discount 25 per cent. 

Loud Speakers.—Western Electric, 
No. 522W,. $9.50 list. Discount 30 
per cent. 


FIELD FENCE.—The demand is very 
good for this time of year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
100 rods; 1848-6-14%, $44.08 per 100 


rods 
FILES.—No change in prices. There is 
a steady and satisfactory demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER MILLS. 
—The demand has slowed down and is 
only fair at this time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 
12-qt., $6,25 each. Enterprise, Junior, 
$10 each; Medium, $13 each; Senior, 


$17.40 each; Extra Large, $28 each. 

Cider Mills. — Junior, $21.75 each; 
Medium, $25.50 each; Senior, $38 
each; Self Feed, $16 each. 


GALVANIZED WARE.— There is a 
slight advance on galvanized baskets, 
but other items show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made -—. i. 1, $6.40; No. 2, 
$7.20; No. 3, $8.35; 10- -qt. galvanized 
after made Bn 32 .20; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz.; 
14-bu. SS iceminad after made baskets, 


$5; 1-bu. galvanized baskets, $6.75 
doz. ; 1%4-bu. galvanized baskets, $9 
doz. 
GARDEN HOSE AND LAWN 
SPRINKLERS. — Future orders for 


spring delivery are being received in 
good volume. 


We quote 
f.o.b. Chicago: 
quality, molded hose, 


from jobbers’ stocks, 
Garden hose good 
¥2 -in, 11%c. per 


ft.; %-in., 14c. per ft.; 5-ply, good 
quality, wrapped, 1 -in., 9c. per ft.; 
%-in., lle. per ft. Lawn sprinklers, 
Rain King, $28 doz.; original foun- 
tain sprinklers, $8 ‘doz.: Rainbow, 
38-in. high, $24 doz. 

GLASS AND PUTTY. s are show- 





ing a good seasonable volume. Prices 
are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength, A, 34 to 40-in. 
braoket, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength 
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cent discount; 
87 per cent dis- 
grades, $3.75 per 
$3.40 per 100 Ib. 
a normal de- 


recent price 


sizes, 86 pe 
strength bh, 
count. Putty, pure 
100 lb.; commercial, 


HATCHETS.—There 
mand for hatchets. 
changes. 

We 


A, all 
double 


is 


No 


jobbers’ stocks, 
quality hatch- 
$11.20 doz.; first 
broad, $14.45 
hatchets, No. 


quote from 
f.o.b. Chicago: First 
ets, No. 2 shingling, 

quality hatchets, No. 2 
doz.; medium quality 

2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS. — Prices 
steady and the demand normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughan - Bushnell, 
16-oz nail hammers, $10.50 doz.; 
Maydole, $12.60 doz.; other makes, 
16-o0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-oz. nail ham- 


mers, $4.50 to $6 doz. 
HANDLES, AGRICULTURAL. — The 
best selling season is over, but a good 
normal demand continues. Prices are 





firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX, 
444-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
4%-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handies.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4'-ft., 7.50 doz.; 
5-ft $8.50 doz.:; XX bent, with 
strap, ferrule and cap, 4-ft., 95.50 
doz.: 4%-ft., $5.75 doz.: XX bent, 
11, -ft., $4.50 doz.: 5-ft., $5.50 doz.; 
X be nt, 4%-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles.- Lent, best 
grade, 4-ft., $4.75 doz.; 442-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.: 4%- 
ft., $4.40 doz. : xX bent, i-ft., $2.60 
doz.; 4%-ft. $2.95 doz. 

Garden Hoe Handiles.—XX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles. — XX, 5%- 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 414-ft., 
$3.90 doz.: D handle, best grade, 


$7.95 doz.: X grade, $6 doz. 
Spade Handies.— D handles, best 
grade, $7.75 doz.: X grade, $6 doz. 
HANDLES, TOOL.— Prices are firm 
and a good volume of sales is reported. 
We stocks, 
f Oo. b. 
1 Hickory, $4 


doz.: second growth 
finest selected sec- 


quote from jobbers’ 


Chicago: 





doz.: No. 2, $3 
hickory, $5 doz.; 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles. 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES. — The demand is very good 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
§-in., $1.60; 8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., 1.56; 5-in., $1.66: 
§-in., $2.08: 8-in., $3.56: 10- in.. $5.10 


per doz. pair. 
ICE SKATES.—tThe season is starting 
with an exceptionally heavy demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp — Rocker, 
Women's and Girls,’ bright finish, $1 
pair; Key Clamp—Hockey, Men's and 
Boys’, $1.20 pair: Half Key Clamp 
Hockey, Girls’, $1.40 pair. 


LANTERNS. — There is a very good 
seasonal volume of sales reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.: 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.;: Blizzard, $13 doz 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Demand is only fair, as 
it is still rather early in the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. . 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7. 89 


No. 35, 8-qt., $8.67 each. 


each; 


are | 
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LAWN MOWERS.—A _ good healthy 
volume of spring business is being 
placed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—lIt-in. ball be ‘aring, 
5-knife, 1ll-in. Wheels, $12.35 eac 
l6-in. ball bearing 4-Knife, 10%-i 
Wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 104.-in. wheels, $8.65 
each; 16-in. ball bearings, 4-knife, 
§-in. Wheels, $14.85 each; 16-in. plain 
bearings, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-Knife, 
S-in. wheels, $8 each; 16-in. plain 
bearing, ‘3-knife, 8-in. wheels, $5.85 
each. 

NAILS. — Sales are good and prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; Cement coated, 
2.20 per keg base. The extra for 
galvanized nails is now $2 for l-in. 
and longer, $2.25 for shorter. than 
l-in. 


OIL STOVES.—Sales are showing only 
a fair volume as cooler weather ap- 








proaches. 
These are list prices. Dealer’s dis- 
counts are noted after each group. 
Oil Cook Stoves 
te ey yy 
ee: Bat ae NER. 5 occ tecnece coat $17.50 
No. 73 ED, 6960668 sat ewKes 22.50 
Sh 2 A i. ce cca uemandes 28.50 
ae es i eee 39.50 
Perfection dealer’s discount, 30 and 
2 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
wa vor (Improved Model) 
 . 22 eer $17.50 
NO. 48 3 DUPMOCTS....cccccccccess Bacau 
Pee, GE GS Bs c cee cccevecusse ee 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
i BS rae: $9.50 
S £2... errr eee 17.35 
Ss £m 22.00 
a: se on, cp cunenedbet & 6% 28.00 
Se. wc a ecercceedseece 39.50 
No. 1102 high shelf only.......... 5.25 
No. 1103 high shelf only.......... 6.50 
No. 1104 high shelf only.......... 8.00 
No. 1105 high shelf only.......... 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
ti ty he 
No. 211 1 burner plain door... .$2.50 
No. 311G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door.... 6.00 
> Er errr rl 16.15 
Dealer’s discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
PURITAN— 
No. 42G 2 burners glass door... .$5.25 
Dealers discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
—— os 
. 05 1 burner solid door...... $2.10 
No 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 10 1 burner glass door...... 4.40 
No. 020 2 burners solid door..... § 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 
De aler’ s discount, 30 and 5 per 
cent. 
Water Heaters 
a eee ee oe ae eee need $45.00 
s..... §.. SB) eee 40.00 
Perfection No. 421 .............-. 80.00 


39 and 5 per cent; 
30 and 5 per cent 


Nesco discount, 
Perfection discount, 


in lots of 10 or more; less than 10, 30 
per cent. 
Wicks, Etc. 
Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 

and $48 per gross. 
Discount same as on 

stoves, ovens and heaters. 


oil cook 


PAINTS AND OILS.—Turpentine and 


linseed oil kept up their.somewhat con- 
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tinual fluctuation, the former advancing 
again and the latter dropping back. 


We quote from jobbers — stocks, 





Linseed Oiil.—Raw, 


f.o.b. Chicago: 

barrel lots, $1.12 

per gal.; 5-barrel lots, $1.09 per gal. 
Linseed Oil.—Boiled, barrel lots, 

$1.15 per gal.; 5-barrel lots, $1.12 per 


ral. 

Turpentine.—Barrel lots, $1.33 per 
gal. 

Denatured Alcohol. — Barrel lots, 
65c. per gal.; steel drum, extra, $6 
returnable. 

White Lead.—100-lb. kegs, $15.25, 
50-lb. kegs, $7.75; 25-lb. kegs, $3.90; 
121%4-lb. kegs, $2. 

Shellac. — (4% -Ib. goods), white, 
$4.25 per gal.; orange, $4.05 per gal 


English Venetian Red.—-In barrels. 





$3.50 to $6.75 per 100 Ib. 





Dry Paste.—Barrel lots, 7!sc. per 


lb. 
PYREX WARE.—There is every indi- 
cation of steadily increasing sales for 
the balance of the year. 
We quote jobbers’ 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 
No. 214, $12 doz. 


from stocks, 


doz.: 


Casseroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 


193, $12 doz.; 


$6 doz.; No. 
$7.20 doz. 
doz.; 4-cup, 


Casseroles.—Oval, No. 
No. 197, $14 doz. 

Pie Plates.—-No. 202, 
203, $7.20 doz.; No. 209, 

Tea Pots.—2-cup, $20 
$24 doz.; 6-cup, $28 doz. 


Utility Pans.—No. 231, $8 doz.; No. 








, 232, $14 doz. 
ROLLER SKATES. — Sales are show 
ing a seasonable steady increase. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 


Chicago roller skates 


$1.50 per pair. 
for girls, 


for boys, $1.30 per pair; 
$1.40 per pair. 


ROOFING AND PAPER.—The demand 
is very heavy and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade talc surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


ROPE.—Sales are normally good at 
this time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 24%c. to 26%c. per Ib.; 
No. 2 Manila, 23%4c. per Ib.: No. 1 
Sisal, 17%c. per Ib.; No. 2 Sisal 
16%c. per Ib. 

SASH CORD.— The demand is very 


good and prices are extremely firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.55 per doz. hanks; No. 8, $10 per 
doz. hanks. 


SASH PULLEYS.—Prices are firm and 
the demand actively good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS. — Business is satisfactorily 
good. Prices firm. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 82-10 per cent new list; 


round head blued, 80-10 per cent new 


list; flat head brass, 76-20 per cent 
new list; round head brass, 74-10-10 


per cent new list; japanned, 74-10-10 
per cent new list. 


SOLDER AND BABBITT METAL.— 
The demand is normal and prices are 


unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $40 per 100 Ib., medium, 45- 
55 solder, $38 per 100 Ib.;_ tinners’ 
40-60 solder, $37 per 100 Ib.; high 


$20 per 100 Ib.; 


speed babbitt metal, 
metal, $13 


standard No. 4 babbitt 





per 100 Ib. 
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Good Fall Outlook Predicted 
in Most Hardware Centers— 


Staples and Fall Goods Active 


N unusually good fall hardware season has been freely 
A predicted in most market centers. 
this prediction is made may be summed up as fol- 
lows: the rise of prices on agricultural products is probably 
the principal factor; railway traffic for the past two months 
has been on a scale never before reached in the correspond- 
ing two months of any year; continued heavy building pro- 
grams; revival of several lagging industries; firm money 
rates and better employment conditions are the other con- 


tributing factors. 


Factors on which 


Credits in the farming areas have improved greatly. Old: 
debts are being settled. Payments on notes are being met 
more promptly and new credit arrangements are being 
made more easily it is reported. 


The hardware jobbing trade 


is giving considerable 


thought to an early campaign on holiday merchandise and 
dealers appear to be interested. Electric toy trains, dolls, 
and other toys are already being delivered in many sec- 


tions. 
ceiving attention. 
fairly active. 


Cutlery and kindred utility hardware items are re- 
Staple and strictly seasonal lines are 





Continued Improvement Is 
Reported from Pittsburgh 
Hardware Market 


Hardware business continues to look 
up in the Pittsburgh district and while 
generally it is still behind what it was 
a year ago, it shows substantial better- 
ment as compared with the summer 
months. Prices are very steady. A slight 
reduction is noted in mounted grind- 
stones and in miniature lamps, while 
hot air registers have moved upward. 
Turpentine and linseed oil are down 
slightly in price. The word about col- 
lections still is rather unfavorable. 





Improving Outlook in 
Window Glass Situation 


The long looked for good window 
glass business has arrived and both 
manufacturers and dealers in _ this 
branch of the flat glass business corre- 
spondingly doing a good business and 
happy. That is, all the first named 
group and those jobbers who fortified 
themselves with a good assortment of 
glass in anticipation of the present big 
demand. 

The dealer or jobber who failed to 
do this is not resting so easy. His 
orders for window glass, if the percent- 
age of large sizes is high, meets with 
delayed instead of early shipments. 





There is no doubt that the manufac- 
turers are doing the best they can, but 
as stated many times demand in the 
larger sizes exceeds production and 
while in smaller sizes shipment could 
be made rather promptly some delay in 
most cases must be expected in the 
large ones. 

In cylinder and sheet glass the pro- 
duction remains about the same as last 
week with a prompt demand for prac- 
tically all of it and with prospects for 
the future bright. 

It is reported that fires have been 
lighted in a few hand plants, but no 
one can say just how many of them 
will attempt operate. 

The plate glass business which has 
been rather satisfactory during the 
year so far continues to show some 
improvement. Capacity production and 
a market for practically all of it 
tells the whole story so far as it is 
concerned. 

In the wire and rolled glass branch 
of the business conditions are reported 
very good.—National Glass Budget. 





Chicago Prices Very Firm; 
Gradual Increase Reported 


Colder weather is regarded as nec- | 
essary to stimulate buying of fall items | 


of hardware. While business is con- 
sidered as fairly satisfactory and is 
showing a slight gradual increase, the 
real demand for seasonable merchan- 


dise is lagging. 











| F all Business Starting Well 


in Northwest Territory 


Fall business is starting in very well 
in the Northwest tributary to the Twin 
Cities. All things point to a very good 
general business in the entire district. 
Crops are being marketed at about the 
usual rate. Liquidation of frozen loans 
Is progressing better than at any time 
in the past five years, and the public 
is showing real interest in merchan- 
dise, and is buying much more freely. 
Collections are also better in a general 
way. 





Cincinnati Reports Good 
Sales on Staple Merchandise 


Cincinnati. jobbers state that fall 
business has been slow in developing, 
due to the prolongation of warm 
weather. They declare, however, that 
undoubtedly sales in October will be 
sufficiently heavy to offset the inactiv- 
ity during September. 

Sales of scooters, roller skates and 
roofing material have been good, but 
movement of such seasonal items as 
sleds, ice skates and oil heaters has 
been slow. Staple merchandise has 
been selling in satisfactory quantities. 

Jobbers have succeeded in maintain- 
ing their business on a level with that 
of last year, despite the handicap of 
warm weather. Prices have shown 
strength and there is not a single in- 
stance of a reduction in quotations. 
Retail trade has been slightly below 
normal. 


Roofing Paper Is Cheaper in 
Boston Market 


By reagon of a_ readjustment by 
manufacturers of amounts at which 
the minimum price may be obtained, 
roofing paper will cost t*e retail dealer 
less hereafter. There has also been a 
downward readjustment in the discount 
on miniature lamp bulbs, and cold 
rolled steel is 20 cents per 100 Ib. 
cheaper. On the other hand s eet zine 


has appreciated 25 cents per 100 Ib. 





Staple and Fall Goods 
Moving Fair in N. Y. 


Detailed reports of sales for Septem- 
ber have been very encouraging with 
most New York wholsale hardware 
houses. It has been found that the 
past month generally showed an im- 
provement over the volume written for 
September, 1924. The first week in 
October has been a fairly good period 
for staple and fall merchandise. There 
has also been considerable interest in 
holiday goods for the Christmas selling 
season. Prices throughout the New 
York market are considered very firm 
and no important changes are antici- 
pated. Building goes on at a good rate, 
and has been reflected in heavy sales 
of sash cord, sash weights and builders’ 
hardware. 
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Northwest Expects Increase in Business— 


Agricultural Condition Helps Sales 


(Minneapolis office of HARDWARE AGE) 


in the Northwest this fall and winter. A business man well 


\" indications point to a very good increase in general business 


known nationally was recently quoted as saying that with 
the success of agricultural lines this year, the entire country can be 
reasonably sure of a healthy increase in business. About 90 per cent 
of the business men are convinced that such increase is almost sure 
to be the result of better conditions on the farms of this country. 
Another factor that is having a decided influence in the business 
world in the Northwest tributary to the Twin Cities is the increase 
in dairying, not only in Minnesota, but in both of the Dakotas as 


well. 


In parts of South Dakota the turn toward dairying is very pro- 
nounced, and the increase in better business conditions has followed. 

Crops are being marketed at the usual rate and retailers are not- 
ing the results in better collections and improved trade. Interest is 
turning more to fall and winter merchandise, with the turn of the 
season. There is a better tone to business in the larger cities also, 
but the improvement is still less there than in the smaller cities and 


towns. 


ASH SIFTERS.—Some demand is be- 
fair amount of commercial and apart- 


ing felt, though the season is still too 
early for real sales. Dealers are open- 
ing their stocks and preparing for the 
fall trade. Prices have not changed 
from last quotation. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2; metallic round, $4.25; 
and wood barrel at $6 per dozen, net. 

AXES.—Sales are slightly better than 
last month, with the season approach- 
ing for wood cutting. Stocks are well 
filled and prices unchanged. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Single bits base 
weight axes at $14.50 and double bit 
base weight axes at $19.50 per dozen, 
net. 


BALE TIES.—Demand is showing an 
increase with the approach of the time 
for baling hay and straw for the mar- 
kets. Stocks are full for the coming 
trade and prices steady. 

We quote from jobbers’ stocks 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.50; 9% x 15, $1.36; 
9% x 14, $1.53. 

BOLTS.—Stocks are ample for pres- 
ent demand, which is fair for this time 
of the year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts at 50 per cent; large 
and small machine bolts at 50-10 per 
cent; stove bolts at 75 per cent and 
lag screws at 60 per cent from stand- 
ard lists. 

BRADS.—Demand is fair, as building 
operations are being continued. Stocks 
are well filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes at 70-10 per cent from list. 


BUILDERS’ HARDWARE.—Sales are 
still very good, as there is an excellent 
demand, due to the heavy building pro- 
gram in both cities and country. Resi- 
dence work still predominates, with a 








ment construction in progress. 


COAL HODS.—Consumer demand is 
slight as yet, but dealers have their 
initial stocks ready for the first real 
cold weather. Prices are as _ last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at $4.15; 
japanned funnel hods, 17 in., $4.50; 
18 in., $5.15; galvanized open, 17 in., 
$5; 18 in., $5.50; galvanized funnel, 
17 in., $6.45, and 18 in., $7 per dozen, 
net. 


DAMPERS.—Retail call is light, but 
has already started, as stoves are 
moved into place for the cold season. 
Stocks are well filled and _ prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, wood 
handle dampers, 6 in., $1.40, and cast 
iron, coil handle, 6 in., $1.20 per doz., 
net. 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call is very 
good, with well assorted stocks on 
hand. Prices show no changes. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Slip joint, 28 ga., 

5 in, single bead eaves trough at 

$6.05 per 100 ft.; 29 ga., $5.50 per 100 

ft.; 28 ga., 3 in. conductor pipe at 

$5.40 per 100 ft.; 3 in. elbows, $1.73 

per dozen, net. 
FIELD FENCE.—Sales are showing 
some improvement as the clearing 
away of the crops allows the farmer 
to give his attention to planning his 
fields for next year. The increase in 
dairying is also aiding in the sale of 
fencing. Stocks are well filled and 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. L type field 
fence at $22.68 per 100 rods, net. 





FILES.—Sales are normal, with stocks 
well filled. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 


GALVANIZED WARE.—Demand is 
fairly good, with full stocks from 
which to draw. Prices are steady as 
last quoted. 


_ We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8; 
No. 3, $9.20; heavy tubs, No. 1, 
$12.30; No. 2, $13.50; No. 3, $14.70; 
standard 10-qt. pails, $2.65; 12-qt., 
$3; 14-qt., $3.35; stock pails, 16-qt., 
$5, and 18-qt., $5.50 per dozen, net. 
GLASS AND PUTTY.—Retail demand 
is beginning to improve, with stocks 
well filled for this change. Prices are 
steady and firm. 


We quote from jobbers’ stocks, 
f.0.b. Twin Cities: Minn. prices, 
Single strength glass, 83 per cent; 


double strength, 85 per cent; and 
strictly pure putty in 50-lb. drums 
at $4.85 cwt., net. 
HAMMERS AND HATCHETS.—De- 
mand is fair, with the continued build- 
ing activities. Stocks are ample for 
the call and prices unchanged. 


We quote from jobbers’ _ stocks, 
f.o.b, Twin Cities: Maydole, No. 11% 
carpenter’s hammers” at $12.60; 
Plumb No. HFS81, $10.50; Plumb No. 
2 broad hatchets, $14.45: No. 2 shin- 
gling, $11.20, and No. 2 claw, $12.50 
per dozen, net, 


LANTERNS.—Sales of lanterns are 
steadily increasing with the coming of 
shorter days. Stocks are well filled and 


prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Long. or short 
globe tubular lanterns, $13 per dozen, 
net. 


N AILS.—Sales are still very good, with 
the amount of building under way. 
Stocks are ample for the demand and 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Dealers have pre- 
pared their stocks for the first rush for 
oil heaters, which always occurs when 
cold weather comes. There is a fair 
demand from lake and summer home 
dwellers to take the chill off the house 
morning and evening. Stocks are well 


filled and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each 
and No. 016, nickel polished steel, 
$5.32 each, net. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Demand is still very good, 
with stocks ample for the call. Prices 
are steady and unchanged. 
Oil Cook Stoves 
PERFECTION— 
No. 7 


oe eS sc eee sone a $17.50 
Wo. 7B 8S DUPMOTS .....ccccccccce Saa0 
rr ee 28.50 
oe re. cds eeeeman 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
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ee er (Improved Model)— 


ED «ah cab os ode ae $17.50 
 — © SESE 22.50 
Des, eS WS ocd wwccncwaves 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
mee See OE (405 voce daceecss $9.50 
BOO, BES BS WURMOTB soc ccccccccces 17.35 
RP: 2 RO ee 22.00 
No. 214 RE UR 28.00 
No. 215 CO 39.50 
No. 1102 veh ree 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door...... is 
No. 211G 1 burner glass door. 2.70 
No. 121G 1 burner glass door. 4.90 
No. 122G 2 burners glass door. . 6.00 
a RP 6 ne ee Paes 6.15 
Dealer’s discount, on 10 or more, 


30 and 5 per cent: less than 10, 30 


per cent. 


ee 


PURITAN— 
No. 42G 2 burners glass door....$5.25 
Dealer’s discount, 10 or more, 30 





and 5 per cent; less than 10, 30 per 
cent. 
a, ty — 

o. 05 1 burner solid door....... $2.10 
No . 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 10 1 burner glass door...... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door...... 5.40 
— 030 2 burners solid door.... 5.40 
} 30 2 burners glass door..... 5.70 

; oe a s discount, 30 and 5 per 
cent. 

Water Heaters 

RP ee er er $45.00 
Perfection No. 412.........-.0.- 40.00 
Persectwem NO. Gah cccccscccecs 80.00 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—Paint 
sales are very pleasing to dealers and 
jobbers alike. Stocks are being heavi- 
ly drawn on, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1- gallon 
cans, and white lead in 100-lb. kegs 
at $13. 83 per cwt., net. 


cook 
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PAPER.—Sales are still very good a. 
stocks are well assorted. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 


at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PYREX OVENWARE.—Dealers are 
planning for an excellent trade in this 
and similar lines this year. Stocks are 
well filled and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 
$1.17; No. 202 pie plates, 50c.; No. 


210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24 tea pots, 
$2; and No. 36 tea pots, $2.33 each, 
net. 


REGISTERS. 
good, and prospects are for continued 
call. Stocks are well filled and prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters at 20 per cent and steel registers 
at 40 per cent from lists. 

ROPE.—Demand is fairly good, with 
no high spots to note. Stocks are well 


assorted and prices firm. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. Ib., base and “best 
grade sisal rope at 19%c. Ib., base. 





SASH CORD AND WEIGHTS. 
are still very good in this line, with 
ample stocks from which to draw. 
Prices show no changes. 


We quote from jobbers’. stocks. 
f.o.b. Twin Cities: Best grade sash 


cord, 78%4c. lb.; second grade, 45c.: 
cast iron sash weights at $2.10 ecwt., 
net. 
SCREWS.—Demand is fair, with stocks 
well assorted. Prices have not 
changed. 
"We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fiat head bright 
wood screws, 75-25 per cent; flat 
head japanned, 65- 25, per cent: 
round head blued, 70-25 per cent; 
flat head brass, 70-25 per cent, and 
round head brass, 70-20 per cent 


from lists. 
SIDEWALK SCRAPERS. — Dealers’ 
stocks have been shipped out and are 
in readiness for the fall demand. Prices 
are steady as ane. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s  side- 
walk scrapers at $5 per dozen, net. 


SNOW SHOVELS. — Retailers are 
ready for the first call on this class of 
goods, having their initial stocks at 
hand. Prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood snow shov- 
els, $19; steel blade, straight han- 
dle, $4.50; galvanized steel blade, D 
handle, 15% x 17, $10.80; and 16 x 
21, $11.50 per dozen, net. 


SOLDER.—Sales are fair, with prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 41c. lb., and strict- 
~ gees and half solder at 40c. Ib., 
ne . 


STEEL SHEETS.—Demand iis. still 
very good, with stocks well filled. 
Prices have not changed. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Black steel 
sheets at $4.25 cwt., base, and gal- 
vanized steel sheets at $5.35 cwt., 


base. 


STEEL TRAPS.—Dealers are looking 
for a very good trade in game traps 
during the coming fall and winter. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Victo, No. 0 
traps at $1.10: No. 1, $1.38: No. 1% 


$2.44; No. 2, $3.36 Oneida iump trans, 
No $1.59; No. 1, $1.83; No. 11 
$2. 81 per dozen, “net. 

STOVE BOARDS.—Some retail call is 


developing in this line, as stoves are be- 


ing put into shape for winter. Stocks 
are full and prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Crystallized stove 

hoards. 28 x 28, $16.95; 30 x 30, $19.70; 

36 x 36, $27.45 per dozen, net. 
STOVE PIPE AND ELBOWS.—The 
first of the season trade is beginning to 
show up in a retail way. Dealers’ 
stocks are ready for the fall trade and 
prices are steady. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Uniform, blued. 
28 ga., 6 in. knocked down stove 


pipe at $14.75 per 100 lengths; com- 
mon iron corrugated elbows, 6 in.. 
$1.30 and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 
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Cooler Weather Helps Sales 
in New York Market— 


Prices Are 


Firm 


Very 


OOLER weather in the past ten days has stimulated 
the sale of fall hardware in the New York wholesale 


market. 
pipe, dampers, elbows, 
heaters, furnace scoops, 


This has been particularly true of stove 
wine presses, 
stove boards and kindred items. 


weatherstrip, oil 


Staple lines are also fairly active. 

The outlook for October business is considered very en- 
couraging. Building is very active in this territory and 
has helped the sale of sash weights, sash cord, builder’s 


hardware roofing and other building necessities. 
ment in this district is considered satisfactory. 


Employ- 
These two 


factors are indicated as an index for a good month. 
Prices generally are very firm. At press time manufac- 

turers had announced 1926 prices on screen wire and poul- 

try netting, but definite figures and the trend shown in 


these new prices was not available at press time. 


Further 


data on this should be available for the next issue. 


Collections are fair in this territory. 
Suburban trade has been very 


improving in most sections. 


Retail sales are 


good. City business is apparently better than it has been. 





Very Active Demand Con-| 


tinues for Wine Presses 
in N. Y. 


Wine presses continu» to be a very 
active item in the New York wholesale 
hardware market. This has been an 


unusually active year for this line. 
Stocks are only fair, but prices are 
very firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Press, No. 1, $6.70; No. 2, $7.50; No. 
2%, $10; No. 3, $12.75, and No. 4 
$16.25 each. 

Presses, with nee tub, No. 2, 
$8.60; No. 2%, $11.1 3, $14, and 
No. 4, $17.30 cach. 

Boss crushers, aluminum teeth, $6 
each. 

Dyouble roller, $10. 

Fruit presses, 2-qt., $2.95: 4-qt., 
$4.60: 6-qt., $6.25; 12-qt., $8.75. 


Weatherstrip Is Selling Very 
Actively in New York 


Continued cool weather has stimu- 
lated the demand for weatherstrip and 
jobbers report a very good sale. Deal- 
ers are selling all kinds of weather- 
strip, and in many instances have 
placed substantial second orders. Stocks 
appear to be sufficient, prices are un- 
changed and there is no talk in this 
market of any revised prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Wirf’s weatherstrip, packed 500 ft. 
to the reel, maroon, $27.50 per reel: 
white, $35 per reel, 

Nero we atherstrip, in 5090 ft. reels: 


Maroon, $21 per reel or $4.20 per 


190 ft. 


Metropolitan weatherstrip, in 100 ft. 
rolls: No. 9 and No. 1, $1.86 per roll; 
No. 1%, $2.55 per roll. and No. 2, 
$2.99 per roll. No. 4, $3.60 per roll, 
and No. 7, $4.35 per roll. 

Metallic weatherstrip, in 100 ft. 
rolls; No, 38, $2.15 per roll; No. 39, 





mane per roll, and No. 40, $2.90 per 
roll. 

Felt weatherstrip, in 100 ft. rolls: 
No. 18, $2.35 per roll; No. 19, $2.75 
per roll, and No. 20, $3.75 per roll. 

Flexible weatherstrip, in 100 ft. 
rolls: No. 8, $1.90 per roll; No. 9, 
0 per roll, 10, $3.05 per 
roll. 


and No. 





Brush Sales Satisfactory ; 
Prices Are Unchanged 


Sales on household and personal use 
brushes are considered satisfactory in 
the New York market. Prices are 
very firm and stocks are adequate ac- 
cording to reports. This item has been 
more active in the suburban towns and 
up-state cities. , 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 


A discount of 33% per cent on the 
following household and personal use 


brushes, which are quoted here at 
list prices: 

Nail brushes, &85c. each; _ split 
duster, $1.25: cloth brush and _ skirt 
brush, $1.60: dust mop, $1.90; bath 
brush, medium, $1.95: large, $2.30; 
refrigerator brush, 30c.;: percolator 
brush, 15¢c.; vegetable brush, 25c.; 
dish mop, 35c.: pan greaser, 30c.; 
dustpan and brush, $1: radiator 
brush, 55c.: bottle brush, 35c. 





Stove Board Demand Fair: 
Stocks Are Satisfactory 


At the present time jobbers report 
a fair demand for stove boards. Oc- 
tober sales are expected to show sub- 


stantial gains on this and _ kindred 
items. Stocks are considered satisfac- 
tory. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

Stove boards (naper lined), 24 x 24, 
$8.40 per doz.: 26 x 26, $9 per doz.: 
28 x 28, $10.05 per doz.; 30 x 30. $12 
per doz.: 32 x 32, $14.7 75 per doz.: 
35 x 35, $17. 40 per doz., and 32 x 42, 
$19.80 per doz. 





October 8, 1925 


New Price Basis An- 
nounced '__ for 


Linseed Oil 


Effective Oct. 1, the National Lead 
Co. announces that linseed oil will 
hereafter be quoted by the pound in- 
stead of by the gallon. When oil was 
quoted by the gallon this was consid- 
ered the equivalent of 7% Ib. and for 
that reason we are quoting linseed oil 
by the pound and giving its equivalent 
in a 7% lb. gallon. In making this 
change the company states “the pound 
basis is being adopted to do away with 
the inaccuracy of the gallon unit. The 
7%-lb. gallon as a measure for linseed 
oil varies and is confusing. It is not 
in accord with the practice followed in 
selling other vegetable oils.” 

Prices effective Oct. 1 are approxi- 
mately %c. per gal. higher than of- 
ferings of Sept. 25. We make the com- 
parison on the gallon because that was 
the latest basis of comparison. Cur- 
rent quotations are linseed oil in lots 
less than 5 bbl. 14.3c. per lb. (equiva- 
lent to $1.07% per 7%-lb. gallon) in 
lots of 5 bbl. or more, 13.9c. per Ib. 


(equivalent to $1.04% per 7%-lb. 
gallon). 
Calcutta linseed oil on the gallon 


basis shows a decline of %c. and is 
now quoted at 16.1c. per lb. (equiva- 
lent to $1.20% per 7%4-lb. gallon). 
Extras are based on lb. measure and 
are as follows: Boiled oil, 4c. extra per 
Ib.; double boiled oil, 5c. extra per Ib.: 
oil in half bbl., 7c. per lb. additional. 





Local Axe Trade Fair: 
Up-State Demand Is Good 


Some axe business was placed early 
in September with deliveries slated for 
October. In many cases these shipments 
are being made. Up-State trade in this 
item is showing fairly good activity. 
The possibility of a general coal short- 
age has stimulated considerable inter- 
est throughout Long Island and parts 
of Jersey where wood is available for 
kindling. Current sales in the New 
York hardware market are considered 
fair. Prices are firm and no changes 
are expected. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Axes, Long Island pattern, 2% to 
3 Ib., $1.69 each; Connecticut pat- 
tern, 2% to 3% Ib., $1.70 each; 3 to 4 
Ib., $1.75 each, and 4 to 5 Ib., $1.81 


each. Columbia pattern, 34 to 4% 
Ib., $1.80 each: 4 to 5 Ib., $1.85 each, 
and 5% Ib., $1.95 each. Kentucky 

4 to 4 


pattern. 3 to 4 lb., $1.45 each; 
Ib., $1.58 eac 





Roller Skates Are Active, 
Report N. Y. Jobbers 


New York jobbers report an active 
sale of roller skates at the present 
time. Prices are very firm, and deal- 
ers are finding a good market amon~ 
school children. Stocks are satisfac- 
tory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Roller skates, Union No. 5, ball 
bearing. for boys, $1.42 per pair; 
same, No. 6, for girls. $1.52 per pair. 
No. 2 extension roller skates, for 
boys, 72c. per pair; same for girls, 


No. 3, 78c. per pair. 








October 8, 1925 


Ice Skates Are Selling for 
November Delivery 


Dealers are placing fairly good stock 
orders for ice skates in preparation for 
the winter and holiday selling season. 
There was a serious shortage on cer- 
tain kinds of ice skates the early part 
of this year, and it is believed that the 
retail trade will take steps to prevent 
a shortage for the coming season. 
Prices are not expected to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Ice skates, No. 1624, 84c. per pair; 


No. 1624%, $1.19 per pair; No. 524%, 
$1.31 per pair; No. 424%, $1.69 per 
pair; No. 6624, $1.12 per pair; No. 
662414, $1.44 per pair; No. 524%L, 
$1.57 per pair; No. 424% L, $2 per 
pair. 

Extension bob ice skates, 45c. per 
pair. 


Cool Weather Helps Sales on 
Oil Heaters 


Continued cool weather has proved a 
real stimulant for the sale of oil heat- 
ers in the New York wholesale market. 
In the suburban sections of New York 
heaters have been in very excellent de- 
mand by those who wish to take the 
chill off their homes without lighting a 
furnace. On Long Island beyond the 
gas supply belt, oil cook stoves have 
also been very active. Up-State and 
New Jersey orders for oil heaters have 
been particularly good. Prices are un- 
changed and local distributors do not 
expect any revision. Stocks are ap- 
parently satisfactory. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
PERFECTION— p 
2 ££ fs . . . ee eee $17.50 
Pee Fe SB DUPMOTBs cc cccccccvecees Bea 
a ee 28.50 
eG. Te @ WEMOTS. . cc cccccscccer GO 


Perfection dealer’s discount, 30 and 


5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
SS SO ere ee eee $17.50 
a 2) ee 22.50 
Dee, Ge I. . . wc kv ese eccean 28.50 
Puritan discounts same as Perfec- 
tion, 
NESCO— 
No ee IO, 665s cands<uds. Se 
No ome me WIN, cin ccceeece® 17.35 
No a re 22.50 
No ee. 28.00 
No. 215 5 burmers..........c.c0-+ o9e00 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 
Nesco dealer’s discount, 30 and 5 
per cent; in lots of 10 or more, 30 
and 5. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door.. .$2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door... 6.00 
GE cules dhbns cheer eebnne 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PU RITAN— 
No. 42G 2 burners glass door....$5.25 


Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door ers $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 


Dealer’s discount, 30 and 5 per cent. 





| the New York market. 
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Water Heaters 


no ee $45.00 
Perfection No. 412......cccccccs 40.00 
Permection No. 421... ..ccccceces 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts, same as on 
stoves, ovens and heaters. 


oil cook 


Active Demand Is Reported 
for Stove Pipe and Dampers 


The demand for stove pipe and stove 
pipe dampers has been very active in 


cool weather in the last ten days has 
increased the consumer demand for 
these items. Prices are unchanged 
and stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 


Stove pipe dampers, 4144 and 5 in., 
$1.35 per doz.; 5% in., $1. 50 per doz.; 
6 in., $1.60 per doz.; 7 ir $2.25 per 
doz.,. and § in., $2. 60 per doz. These 
prices are NET. 


Scoops Are Selling Well in 
New York Market 


Throughout the New York market, 
there has been an active sale of furnace 
scoops at firm prices. The sale of this 
item has also increased with the advent 
of cooler weather. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Furnace scoops, No. 2, Bhs back, 
black steel blade, malleable ‘‘D’’ han- 
dle, $5.04 per doz. ; long handles, $4.80 
per doz.; furnace scoops, No. 2. riv- 
eted back, heavy black steel blade 
and wood “D”’”’ handle, 84c. each; 
long handle, 84c. each 


New York Sled Prices 


Sled orders are coming in fair quan- 
tities. Prices this year are somewhat 
lower than those quoted in 1924. No 
further change is expected in this 
market. Prices quoted are NET. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK 
Flexible Flyers, No. 1, 


2 50: No. 


2, aa No. 3, $4; No. 4, $4. 33; No. 5, 
$5.83 Junior Racer, $3.50; Racer, 
4.3 


Snow Goods Are Active: 
Deliveries Being Made 


Although it seems a long time before 
their actual use, there has been a very 
good up-State demand for various snow 
goods. Individual orders are not heavy, 
but the total volume as reported in this 
market is very satisfactory. Jobbers 
are now making deliveries. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Long handled snow shovels, $4.50 
per doz.; American steel, $9.35 per 
doz.; galvanized steel (2% x 16 in.), 
$11.40 per doz.; Menzie shovels, $10.80 
per doz. 


Snow pushers, 12 x 18 in., $12 per 


doz.; 12 x 24, $16.20 per doz. 
Street cleaners, 12 x 31, $33 per doz. 
Sidewalk scrapers, solid shank, 
steel blade, 7 x 4%, black finish, $4.20 
per doz.: sidewalk scrapers, 7 x 


5, 
half polished, black finish, $6 per doz. 


A stretch of | 








| 
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Sash Cord Selling Actively ; 
Building Demand Very Good 


Sash cord is one of the most active 
items in the hardware market at the 
present time. This is due probably, to 
a large extent, to the very heavy build- 
ing program under way in this terri- 
tory. Lower priced sash cord was ad- 
vanced 2c. per lb. last week, as will be 
seen in the prices quoted herewith. 
Stocks are satisfactory, and there is 
every reason to believe a good demand 
will continue. 


JOBBERS’ 


QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW Y 


ORK: 


Sash cord, Samson Spot, No. 8 to 
No. 12, 74ec. per lb. base; Phoenix, 
No. 8 to 12, 42%c. per Ib.; Aetna, 
No. 8 to No. 12, 36c. per Ib. 

EXTRAS—No. 7 is le. per Ib. extra 
and No. 6 is 3c. per Ib. extra. 


‘Xmas Tree Stand Prices 


Market 


issued 
There 


Offered in N. Y. 


Metropolitan jobbers have 
prices on Christmas tree stands. 


has been an active demand for this 
item. Deliveries in most cases are 


scheduled’ for November. Prices will 
hold as given according to local dis- 
tributors. 


JOBBERS’ 
TAILERS, F.O.B 

Christmas tree 
eaaane Crown, No. 2, 
in box lots, $7.50 per 
No. 3, $13 per dozen, 
$12.50 per dozen. 


aft gee TO RE- 
NEW YORK 


st ands, Gem, $4 per 
$7.86 per dozen; 

dozen; Crown, 
and in box lots, 


Cotton Gloves Very Active: 
Prices Are Firm 


Jobbers report a very active demand 
for cotton gloves in the several lead- 
ing styles. Prices are considered firm 
and stocks appear satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Cotton gloves, 6 oz., canvas, $1.40 
per doz. pair; 9 oz. canvas, $2.04 per 
doz. pair; 8% oz. Jersey, $2.16 per 
doz. pair; 8 oz. with leather palm, 
$3.84 per doz. pair, and § oz. Gaunt- 
let type, $4.20 per doz. pair. 


N. Y. Demand Is Moderate 
for Bolts and Nuts 


There is a moderate movement in 
bolts and nuts. Being a strictly staple 
item, orders are of a fill-in nature. 
Prices are practically upiform. Whole- 
sale stocks are considered satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Bolts.— Common carriage bolts, 


small sizes and large sizes, 50-10 per 
cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 50 per cent. 

Stove bolts, 75-10 per cent; both 
flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33 1/3 per cent. 

Machine bolt shields, 65 per cent. 


Prices vary in different sections of 
the city. 


Spring cotters, 30 per cent. 


Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Machine screws, round head and 


flat head, iron 70-10-10 per cent, and 
brass, 70 per cent. 
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Warm Weather Hampers Cincinnati Sales— 


Wholesale Business Equals Last Year’s 


(Cincinnati office of HARDWARE AGE) 

r NHE fall trade has been slow in developing in Cincinnati due 

to the presence of warm weather throughout the month of 

September. While jobbers have succeeded in booking a fair 
volume of orders, business has not been as brisk as had been hoped 
for. Jobbers declare, however, that undoubtedly normal sales for 
the fall season will be made during October and the volume this 
month will be sufficiently large to offset the inactivity during the 
past month. 

Sales of such seasonal items as sleds, ice skates and oil heaters 
have been slow, because people have not yet been reminded that cold 
weather is near at hand. Orders for scooters, roller skates and roof- 
ing material have been satisfactory. Movement of staple merchan- 
dise has been about normal. 

Jobbers are pleased because they have maintained their total vol- 
ume of business on a plane with that of last year, despite the handi- 
cap imposed by warm weather. When the fall season goods begin 
to move freely, the merchants predict that their sales will again go 
ahead of those in 1924. 

Prices have shown strength in the past two weeks. There is not 
a single instance of a reduction in quotations. The only actual ad- 
vance that has been made is a sharp increase in turpentine. It is 
expected that prices will remain firm throughout October. 

Retail hardware merchants state that their sales have been fairly 
good, but stay below the volume attained last year. The retail 
trade is anticipating increased business in the next few weeks. 


AUTOMOBILE ACCESSORIES.—} BOLTS AND NUTS.—The price situa- 
Sales have slowed down considerably | tion locally is unstable. Some jobbers 
in the past two weeks. The reduction | are making considerable concessions, 
in the volume of business is attributed | while others are content to hold firmly 
principally to the warm weather which | to higher figures. The quotations given 
has prevailed locally throughout Sep-/| below are representative of the ma- 
tember. Demand for chains and alco-| jority of jobbing. houses. 

hol has been meager, but an increase | ee 





in orders is anticipated in the immedi- | stocks: Machine bolts, large, 50 and 
" = ai 10 off; small, 50, 10 and 10 off: car- 
ate future. Prices remain unchanged. | Hens bets. tee. OF as aa be 


and 10 off; stove bolts, 75 off; ‘semi- 


We quote from Cincinnati jobbers’ war : - 
J finished nuts, y,-in. and smaller, 75 


stocks: ff - » - 
Alcoho!l.—63c. gal. in 50 gal. drums; off; larger sizes, 65 off. 

charge of $6 for drum, which money - 

will be refunded upon return of the | BUILDERS’ HARDWARE.—Althouch 





the end of the active season is in sight, 
jobbers are experiencing a healthy de- 


drum in good condition. 
Tires.—30 x 3 Beaver fabric, $6.25; 


30 x 3% Beaver cord, $10; 30 x 3% 

Badger cord, $13; 30 x 3% Commer- mand for various items. One of the 

cial cord, $15.50. ] od h ] ] d ] he hi 
Tubes.-30 x 3% standard grey argest wholesalers declares that his 

tubes, $1.90. volume of sales this vear has been 


Chains.—McKey tire chains, 1 to 9 
pairs, 30 per cent off list; 10 to 49 
pairs, 35 per cent off list; in lots of 
50 pairs, 40 per cent off list, 
31%, $4.50; 31 x 4, $5.50; 33 x 4, 
x 4%, $6.75; 30 x 5, $6.75; 3: 
$7.50. Standard balloon tire chains, 
29 x 440, $5; 29 x 495, $5.50; 30 x 577, 
$7; 32 x 577, $7.50; 35 x 660, $10. 


AXES.—The fall demand is just be- 
ginning to attain satisfactory propor- 
tions. The retail trade still has the ma- 
jor part of its requirements yet to or- 
der. A good volume of business is ex- 
pected in October. Quotations are the 
same. 

We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65; Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 


weight handle axe, $24.75: double bit 
base weight unhandled axe, $20 


st sees 


highly satisfactory and has exceeded 
those of last year. Contract work has 
been more extensive than for several 
Prices remain firm, with no 


years. 
changes contemplated in the next few; 
weeks. 
We quote from Cincinnati jobbers’ 
stocks: 


Ss ssl thse teense 





Reading matter continued on page 98 


Hinges.—Heavy, 69, 19 and 10 off: 
light, 60. 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 

Hasps.—Common hinges, 70 off: 
safety hasps, 3-in., 95c. single per 
doz.; 4%-in., $1.25;. 6-in., $1.75. 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3%. 
20c. per pair net: 4 x 4, 28c¢. In less 
o— case lots, 3% x 3%, 22c.; 4 x 4, 
atc, 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Jobbers report that small jobs 
have been numerous and that the fall 





season has been productive of good 
sales. The dry weather has been an aid 
to building activities. Prices continue 
at the level set many months ago. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$5.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $5.75 per 100 


ft.; 3-in. corrugated conductor el- 
bows, $2.16 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


FILES.—Normal movement of goods is 
reported by the jobbing trade. While 
sales have not been large, they have 
maintained a fairly steady pace. Con- 
sumers are limiting purchases to small 
quantities for prompt shipment. Quo- 
tations are firm. 
We quote from Cincinnati jobbers’ 


stocks: Black diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


GALVANIZED WARE.—Despite the 
fact that manufacturers recently ad- 
vanced their price schedule, jobbers 
have not revised their quotations. Con- 
sequently, prices have not been dis- 
turbed and the normal number of or- 
ders is coming in to local jobbers. 

We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10-qt., $2.25 per 
doz.; 12-qt., $2.45 per doz.; 14-qt., 
$2.75 per doz.; 16-qt., $3.35 per doz.; 
galvanized tubs, No. 1, $6.40 per doz. 

GLASS.—A fair amount of activity 
has enlivened the local market, but or- 
ders have not been as liberal as jobbers 
had hoped for. Prices remain the same 
and are firm. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, first 
three brackets, 90 per cent discount; 
double strength A, 88 per cent dis- 
count; double strength B, 89 per cent 


discount. 
HAMMERS AND HATCHETS.— 
Movement of goods from _ jobbers’ 
warehouses has been about normal. 
Dealers are only interested in buying 
for immediate needs. Quotations are 
strong, but have not been altered. 
We quote from Cincinnati jobbers’ 


stocks: Hatchets, No. 2961, $11.20 
doz.; hammers, No. 81, $10.50 doz.; 
Boy Scout, $11 doz. 


ICE SKATES.—tTrade is dull, due to 
the presence of comparatively warm 
weather. Little improvement is antici- 
pated in the next few weeks. Prices are 
firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Ice skates, 84c.; nickel-plated, 
$1.25; nickel-plated hardened runner, 
$2.20: lady’s ice skates, $1.15; hockey 
ice skates, $1.10. 

LAMPS.—Sales activities have been 
accelerated by the recent change from 
daylight saving to standard time. Job- 
bers are well pleased with their volume 
of orders and the outlook is for sus- 
tained interest by the retail trade. 
Quotations are strong. 


We quote from Cincinnati jobbers’ 
stocks: 


Quick Lite gasoline lamps, C317, 
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Gift Boxes! 


Here’s how you'll sell more Viko 


You know that people buy Viko Aluminum — lots 
of it—for gifts at Christmas and other times all 
through the year. 


And you can be mighty sure that they will buy 
more Viko—lots more—when they see it displayed 
in beautiful gift boxes. 


So—we know you’ll want this Viko Gift Deal; for each 
article in it is individually packed in a carton richly 
lithographed in nine colors, so handsome and attrac- 
tive that it could be used for the finest sterling silver. 


Th Dee : 


This deal consists of just one each of eighteen differ- 
ent items, the best-selling gift articles in the entire 
Viko line. 
See Your Profit 
Deal retails for . . . . $25.50 
Deal costs you. . .. . 16.69 
Your margin ... . $ 88l 


(35% on selling price) 


Note: In extreme western and southwestern 
states, deal costs $18.69, retails for $29.40, 
margin $10.71 — 36% on selling price. 


Each deal comes packed in one carton, shipping 


weight about 241 pounds. An attractive window 
poster is enclosed with each deal. 













National advertising during November and Decem- 
ber in publications with a combined circulation of 
2,742,784 copies, will feature Viko for gifts and the 
Viko gift boxes. 


Order now. Don’t miss the business which this 
advertising, coupled with attractive display in your 
store, is bound to create. You can’t make a mistake. 
For full particulars — 
Ask your jobber ee _ AA, 

Aluminum Goods Manufacturing Company t | _2aEE 


General Offices: Manitowoc, Wis., U.S.A. 
Makers of Everything in Aluminum 


Hi 
} 
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$7.40; C329, $6.25; C318, $7; C324, $7; 
— Lite lanterns, L327, $5.25; L42 


Ss 
MOPS.—Housewives have been making 
good purchases of mops and dealers 
have been reordering fair quantities. | 
Prices are the same, with no changes | 
expé@cted soon. 


We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $14; No. 4, $10; No. 5, $10; No. 
10, $14. 


on common wire nails, and it is unlike- 
ly that this price will change soon. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.95 
per keg; cement coated nails, $2 40 
per keg. 

OIL HEATERS. 
tarded by the absence of cold weather. 
Jobbers, however, are optimistic and 
declare that they will do a normal busi- 
ness as soon as the weather is favor- 
able. Prices are showing strength. 

We quote from Cincinnati jobbers’ 
stocks: 


Nesco, No. 12, $3.3; No. 14, $4.50; 
No. 15, $4.50: No. 016, $5.35; No. 0190, 
$6.85. 





PAINT.—Good sales are reported by 
jobbers. No price changes have oc- 


eurred, with the exception of a sharp | 


advance in turpentine, which is now 
selling at $1.14 a gallon. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single 
barrels, $1.05 per gal.; turpentine in 
2-barrel lots, $1.14 per gal.; white 
and red lead in 500-Ib. kegs, 15%c 
per lb. less 10 per cent. 


} 
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_ROLLER SKATES.—tThe fall skating 


| season is now at its height, especially 


since school has started. Retailers 
have been ordering in considerable 
quantities, and have found it necessary 
in some cases to place fill-in orders. 
| Quotations remain firm. 


We quote from Cincinnati jobbers’ 
stocks: 
Nos. 4 and 5, $1.45; No. 6, $1.55. 


RADIO BATTERIES.—tThe opening of 
NAILS.—The retail demand has not. 
been pronounced and the jobbing trade | 
has suffered thereby. Jobbers continue | 
to hold consistently to $2.95 per keg. 





Coming 


AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
20-21-22-23, 1925; 

1819 Broadway, New York City. 

AUTO ACCESSORIES BRANCH, NATIONAL 
HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, Oct. 19-20; headquarters, Hotel 
Ambassador: T. James Fernley, secretary- 
treasurer, 505 Arch Street, Philadelphia, 
Pa. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May, 
1926; L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARB & IMPLE- 
MENT ASSOCIATION CONVENTION AND ExXx- 
HIBITION, Civic Auditorium, San Francisco, 
March 30-31, April 1, 1926: Le Roy Smith, 
secretary, 112 Market St., San Francisco. 

CONNECTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION; place not determined ; 
third week of February: Henry S. Hitch- 
cock, secretary, Woodbury. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 16-17-18, 1926. Leon 
ID. Nish, secretary, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Indianapolis, 
Ind., Jan. 25-26-27-28-29, 1926. G. F. 
Sheely, secretary, 911 Meyer-Kiser Build- 
ing, Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION; place not determined; Feb. 
9-109-11-12, 1926: A. R. Sale, secretary, 
Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Jan. 12-13-14-15, 
1926: J. M. Stone, secretary, 200 Republic 
Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Grand Rapids, Mich., 
Feb. 9-10-11-12, 1926: Karl S. Judson, 248 
Morris Avenue, G rand Rapids, Mich., man- 
ager of exhibits ; A. J. Scott, secretary, 
Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Feb. 16-17-18-19, 1926; 


( 
F. D. Mitchell, secretary, | 








the radio season has resulted in splen- 
did sales of batteries. Jobbers are well 
stocked to meet any demand in the near 
future. 

We quote from Cincinnati jobbers’ 
stocks: 22% volt B radio battery, 
$1.30 each; 45 volt B radio battery, 
32.44 each; two cell tubular flashlight 
battery, 19%4c. each; three cell tubu- 
lar flashlight battery, 27%c. each; 
small monocells, S%ec. each; large 
monocells, 9%c. each. 


ROPE.-——Normal demand for the fall 
season has been experienced. Prices 
remain unchanged. 

We quote from Cincinnati jobbers’ 


stocks: Jest grade Manila _ rope, 
Ocean brand, tg per lb.; Plym 
outh brand, 26%4c. per Ib.; sisal rope, 
15c. per 


ROOFING MATERIAL.—No further 
advances in price have been recorded. 
Activities have been widespread 
throughout the fall season. Jobbers 
are still having a good call for ma- 
terial. 

We quote from Cincinnati jobbers’ 


stocks: " 
Roofing Paper. — Light, pag sce 
$1.05: medium standard, $1.30: heavy 


standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $1.95. 

Roof Coating. — Coal tar, refined, 
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in barrel lots, 24c. per gal.; in half 
barrel lots, 27¢. per gal; coal tar, 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement. —In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, lle.: in 10-Ib. 
cans, 10c.; in 25-lb. cans, 9c. 


PRESERVING EQUIPMENT.—While 
the major part of the demand has al- 
ready been met, straggling orders are 
coming in. The good crops that have 
prevailed in this territory have helped 
the sale of merchandise in this line. 
Prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: 

Bottle Capper.—lIcveredy steel base 
padded, $10.80; wood base, $11; steel 
base plain, $10. 


Strainer Set.— Everedy _ strainer 
an, $4; strainer bag, $2; filter 
ag, : 


SAWS.—Shipment of goods is consid- 
ered normal by the jobbing trade. Re- 
tailers are well stocked to fill immedi- 
ate requirements, but are depending 
upon jobbers in case an increased de- 
mand is evidenced by consumers. Prices 


are steady. 

We quote from Cincinnati jobbers 
stocks: Disston D8 line, 20-in., 
$24.40; 22-in., $26.20; 26-in., $29.50; 
Atkins Junior Mechanic, 20-in., $19. 

SCREWS.—No change in the local sit- 
uation has occurred in the past two 
weeks. Quotations are firm. The re- 
tail trade is buying sparingly. 

We quote from Cincinnati jobbers’ 
stocks 

Flat head br ight screws, 80, 20 and 

7% off list; flat head blue screws, 80, 
10 and 12% off list; flat head brass 
screws, 80, 10 and 5 off list; round 
head blue screws, 80, 10 and 7% off 
list; round head brass screws, 80 and 
5 off list; round head nickel-plated 
screws, 75 and 10 off list. 


’ 


Hardware Conventions 


Cc. H. Casey, secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis. 

MISSISSIPPI RETAIL HARDWARE & IMPLBE- 
MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21-22-23, 1926; Guy Nason, 
secretary, Starkville. 

MISSOURI RETAIL HARDWARE ASSOCIATION 
(‘ONVENTION AND ICXHIBITION, Hotel Statler, 
St. Louis, Jan. 18-19-20, 1926. > ie 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

MONTANA IMPLEMENT & HARDWARE AS- 
SOCIATION CONVENTION, Great Falls, Feb. 
18-19-20, 1926. A. C. Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Jan. 19- 
20-21, 1926. Place of meeting to be an- 
nounced later. W. W. McAllister, secre- 
tary-treasurer, P. O. Box 513, Boulder, 
Colo. 

NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Ambassador Hotel, Atlantic City, 
Oct. 19-20-21-22-23, 1925; T. James Fern- 
ley, secretary, 505 Arch Street, Philadel- 
phia., Pa, 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2-3-4-5, 1926; convention head- 
quarters, Rome Hotel; exhibition, City 
Auditorium; George H. Dietz, secretary, 
414 Little Building, Lincoln. 

New ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Mass. Feb. 22- 
93-24. 1926; George A. Fiel, secretary, 10 
High: ‘Street, Boston, Mass. 

New YorK STATE RETAIL HARDWARE As- 
SOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 9-10-11-12, 1926. Head- 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 

NortTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Fargo, Feb. 10-11-12, 1926; C. N. Barnes, 
secretary. Grand Forks. 

On10 HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 16-17-18-19, 1926; 





James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION AND EXHIBITION, Masonic 
Temple, Oklahoma City, Jan. 26-27-28, 
1926; Chas. L. Unger, secretary-treasurer, 
Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Commercial Museum, 
Philadelphia, Pa., Feb. 15-16-17-18-19, 1926; 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia. 

SoutTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION; place not determined ; 
Feb. 23-24-25, 1926; Charles H. Casey, sec- 
retary, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
latter part of March, 1926. Headquarters, 
Ambassador Hotel, Los Angeles. a 
Boyd, secretary-treasurer, 618 Hellman 
Bank Blidg., Los Angeles, Cal. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 19-20- 
21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 23-24-25, 1926; Thos. 
B. Howell, secretary, 301 E. Grace, Room 
906, Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Kanawha 
Hotel, Charleston, Jan. 19-20- 21- 22, 1926. 
Exhibit at New Armory Building. James 
3. Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

Wuerman RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 12-13-14, 1926; headquar- 
ters, Coates House; convention’ § sessions, 
Missouri Theater; H. J. Hodge, secretary, 
Abilene, Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. 3-4-5, 1926; 
G. W. Kornely, 1476 Green Bay Avenue, 
Milwaukee, Wis., manager of exhibits; 
os Jacobs, secretary, Stevens Point, Wis. 
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HARDWARE AGE 


October 8, 1925 


Optimistic Outlook in Pittsburgh Market— 
Price Levels Practically Unchanged 


(Pittsburgh office of HARDWARE AGE) 


things. Real activity still is lacking but there has been a fairly 


fies hardware trade still is disposed to take a cheerful view of 


good recovery in business from the summer lull and it is now 
believed a fairly active period is at hand. Most jobbers find sales so 
far this year to have fallen well behind those of the same period 
last year, but Pittsburgh has felt the depression in the soft coal in- 
dustry pretty heavily because it is the buying center for such an im- 
portant part of the coal mining industry. Through only partial oper- 
ation of the mines, buying power of both the coal companies and the 


men has been whittled down a good deal. 


The same cause is opera- 


tive in the fact that collections have been only fair at best and lately 


have been really slow. 


Prices do not change much. Some numbers of miniature lamps 
have been marked down and a slight reduction is noted in price of 


mounted grindstones. 


Turpentine and oil are down a little. 


Hot- 


air registers are higher as the demand incident to the time of year 


increases. 
AUTOMOBILE ACCESSORIES.—Job- 


bers here are not finding business to be 


Jacks.—Millers Falls, No. 145, $3.75 
ea 


Cri. 
Pumps.—Anthony line, $2.20 each. 


especially brisk. The fall is here, with | BICYCLES.—An_ interesting experi- 
the weather growing cooler, but this | ment in marketing bicycles is being 
does not mean the demand of other | tried by one maker, who has come out 


years for robes, heaters, etc., because 
the trend is toward the closed car and 
new models come equipped to make 
riding comfortable in all seasons. In- 
itial orders for alcohol have been 
shipped and no repeat business of con- 
sequence yet has begun to come in. 
This article is quoted at 60c. per gal. 


| 


in 5-drum lots and at 62c. in single | 


drums. 

Prices from jobbers’ 
Pittsburgh, follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each; lots of 10 to 
19, 58c.: lots of 50 to 99, 55c.: lots of 
100 to 200, lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.;: lots of 50 to 99, 42c.: 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37¢ 

Motor Meters. — Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and over, 
40 and 5 off list. 

Windshield Cleaners.—tTrico, uni- 
versal automatic cleaners, $3.25 each. 


stocks, f.o.b. 


57c.; 


with a price $2 lower than last year 
on lots of not less than a carload, or 
200 bicycles, or one finish, with no cash 
discount. 

HOT AIR REGISTERS.—Prices have 
been advanced slightly, with jobbers 
now quoting steel registers at 33% per 
cent off list and cast iron at 20 per 
cent off list. 

KEGS (WOODEN ).—Grapes are fairly 
reasonable and a good many kegs are 





being called for in putting up wine. 


——__—_ 


U. S. Toy Exports Ex- 


ceed Imports Which 


Show Drop 


With toy exports from the United | 


States for the first six months of 1925 | 


amounting to $1,211,913, and imports 


} 


for the same period totaling $1,160,173, | 
an excess of exports was reached for | 
the first time in the history of the | 
United States toy industry with the | 


exception of the abnormal war periods, 


according to J. M. Calvin, Specialties | 


Division, Department of Commerce. 


| 


Red White White Oak 

Oak Oak Charred 
5 gallon ....$1.15 $1.30 $2.35 
10 gallon .... 1.55 1.70 ‘ “2.70 
15 gallon . 1.80 2 00 3.00 
20 gallon . 2.00 2.20 3.50 


MINIATURE LAMPS.—A few num- 
bers have been marked down slightly. 
Jobbers now quote No. 63-4 at 18c. 
each; No. 67-8 at 22c.; No. 81-2, 22c., 
and No. 11-58, 40c. 

MOUNTED GRINDSTONES.—Slight- 
ly lower prices are noted in new lists 
just issued. This is not a very big line 








In comparison with prewar, there 
has been a gradual decrease in toy 
imports, and only a slight increase in 
exports. However, considering the de- 
velopment of the market, the home 
manufacturer is supplying a much 
greater percentage of the domestic de- 
mand than such figures indicate. Ex- 
ports during July, 1925, was valued at 
$269,810, compared with $249,023 dur- 
ing the corresponding month a year 
ago, showing a 9 per cent increase, 
and imports for the 1925 month under 
discussion amounted to $532,434, as 
against $699,380 for July, 1924, reflect- 
ing a 24 per cent drop. 

While toy exports for the last fiscal 








in this district. Jobbers now quote 
Samson Stones, No. 150, $6.75 each; 
No. 155, $6.25; No. 160, $5.75; Sterling, 
$7.25. 

PAINTING MATERIALS.—Business 
still is making a poor showing com- 
pared with last year. Turpentine and 
oil have come down slightly in price, 
but other items are unchanged. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal. lower grades, $2.50; 
white lead, 15\4c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.28 per gal. in barrel lots; 
~~ oil, $1.11 per gal. in barrel 
ots. 


SK ATES.—Local interest is fair for 
ice and roller skates. The best demand 
for the latter in this territory is in the 
spring, although there will be some 
Christmas demand, while it takes the 
advent of ice making temperatures to 
bring out the demand for ice skates. 
Prices have not changed recently. 


Roller Skates.—Union Hardware 
Co. line, No. 2, 65c. per pair; No. 3, 
75e.; No. 10, $1.05; No. 6, $1.50, 
Winslow line, No. 38%, $1.50; No. 38, 
$1.60. Ice skates, Winslow line, No. 
2110, 82c.; No. 2110 L. S., $1.15; No. 
2120, $1.20; No. 2120 L. S., $1.40. 

SOLDER.—Strength in tin has caused 
a stronger market in solder, which now 
is quoted by Pittsburgh jobbers at 


38% c. per lb. for half and half. 
WIRE PRODUCTS.—Steady demand 
for small lots is noted, with prices show- 
ing no change. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 

(per 190 Ib.) Annealed Galvanized 
No. 6 to 9 gage........$3.00 $3.15 
ak. 2 -teveckesé cuetuan Se 3.50 
SS ee ee 3.10 3.55 
a J see v@feeweeee cease See 3.65 
ah “EE: dcaseaswee sce <e'e's ae 3.80 
ak. i Ghenecseeoneee uu ae 4.00 
oh, St ecceesosvovetees 3.55 4.30 
a eer re 4.50 

Barbed Wire (per 80-rod spool): 
OT FE rr Tee $3.01 
PE. EE «6 on 6 6g00000800080000 OD 22 
De Sn socveodecse cus aueds 3.22 
SE 6 once 4sneeneee.eeeuees BE 
2-point cattle (special) ......... 2.28 

Woven wire fence (per 100 rods): 
 < arr Seer eee $39.36 
CE a oe oe bea Me 
SOE civws ocd eneGeewalwenesees ae 


439- 9 48.85 
Bright nails base per keg, $3 to $3.05 


oseeeveveeveeveeeeeeeeeeeeeeeteee 


year increased 18 per cent over the 
preceding year, those foreign ship- 
ments which occurred during the sec- 
ond half of the year jumped 20 per 
cent over the corresponding six-month 
period of the year 1923-1924. 

Imports of this commodity during 
the fiscal year in question decreased 
22 per cent from the year before, with 
foreign purchases during the latter 
half of the fiscal year declining by 33 
per cent from the relative six months 
of 1923-1924. 

This decrease in imports and marked 
increase in exports for the fiscal year, 
1924-1925, indicates clearly the grow- 
ing importance of our toy trade. 
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Rope Selling Suggestions 


















HARDWARE SERIES— SUGGESTION No. 4 
Rope in the Toy Department 1 


A boy “takes to” rope like a duck to water. 
lf you have ever attended a rope display, you 
will recall how the boys were eager to feel and 
handle the rope, asking no end of questions regard- 
ing its manufacture or use. 





A coil of %” rope displayed in your toy 
department will create its own demand. A length 
“¥%9 of this size rope can be used for many purposes, 
! particularly a “lasso” or throw rope. 





In order to leave a favorable impression upon 
the boy and give him a rope that will stand up 
under the excessive abuse it is bound to receive, 
be sure you sell him Columbian Tape-Marked 
Pure Manila Rope. Send for a chart of Colum- 
bian Knots and Splices to hang up in this depart- 


ment. 





Columbian Rope Company 
352-80 Genesee Street 


Auburn, ‘‘The Cordage City,’’ N. Y. 








| Branches: New York Chicago Boston New Orleans 








— 


~~ ~~ e GUARANTEED ROPE , 5 _—_ 

Bc a td Clute msesyCOLUMBIAN ROPE CO,,aveuan, x Gy REO /mTEt UL 
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Fair Movement of Jobbing Stocks in Boston— 


(Boston office of HARDWARE AGE) 


CCORDING to jobbers here, the movement of goods out of their 


stock holds up fairly well. 


Buying is largely confined to cur- 


rent retail needs, although there appears to be more interest 
shown in Christmas goods and chicken raising accessories than here- 


tofore. 


Christmas orders have not been very heavy. 


It is feared 


buying of such stock will be put off so long there will be a grand 
eleventh hour rush to get in under cover, and consequently a great 


deal of confusion and necessary delays in shipments. 


There is an 


excellent call for all sorts of things needed to make home windows 
and doors snugger, and for things to make the home warm and 


cheerful. 


Much repair work is being done throughout New Eng- 


land, consequently there is a larger consumption of carpenters’ tools, 


roofing material, etc. 


Yet with all these encouraging reports job- 


bers feel that business is not what it should be at this time of the 


year. 
Retail business is fair. 


While the retail merchant trade in general 


is taking into stock a large amount of merchandise each week, the 


individual dealer is buying in a hand-to-mouth manner. 
business in other lines also is only fair. 
reported that collections are better. 


Retail 
In hardware circles it is 
Assuredly those retail dealers 


doing business in cities have been paying up more promptly of late 
because people who went away for the summer have returned and 


paid back bills. 


The rent problem is becoming a serious one with 


many retail dealers. While the national government is cutting taxes, 
cities and towns are increasing their’s and in addition increasing 
valuations, which places a bigger burden on the property owner and 


in turn upon the retail dealer. 


BARN DOOR HANGERS.—tThat own- 
ers of barns are putting things in or- 
der for the winter is attested by the 
freer movement of barn door hangers 
out of retail and wholesale hardware 
store stocks. 





We quote from Boston jobbers’ 
stocks 

Barn Door Hangers.—Topping line, 
Storm King, $9.60 per doz. pair net; 
World’s Best, $17.28; Safety, $12; 
Tandem, $17.76 


BOLTS AND NUTS.—Jobbers are be- 
coming quite bullish on the bolt and 
nut market. They say that makers’ 
ideas are stiff on prices and that it is 
jntimated that the next change made 
will be upward. The movement of bolts 
and nuts uot of jobbers’ stocks is slow 
expanding. Stove bolts are in especial- 
ly good request. 

CHRISTMAS TREE HOLDERS.—Re- 
tail dealers are beginning to nibble at 
Christmas tree holders. The 1924 sea- 


son was not a particularly active one, | 


consequently jobbers anticipate larger 
sales this year. 


We quote from Boston jobbers’ 
stocks 
Christmas .Tree Holders.—Stand- 
ard makes, $6 per doz. net. 
COAL HODS AND SHOVELS. — 


Things are looking up in the market 
for coal hods and shovels. Retail 


Jobbers’ stocks are not large, but are 
well assorted. | 


We quote from Boston jobbers’ 
stocks: 

Coal Hods.—Japanned, wood han- 
dles, 16-in., $3.64 per doz. net. Gal- 
vanized. wood handles. 15-in., $4.64; 
16-in., $5.12; 17-in., $5.50: 18-in., $6. 

Fire Shovels.—Japanned, No. 54, 
Joc. per doz. net; No. 56, S87c.; No. 
80, 56ce. Galvanized, No. 254, 83c.; No. 
256, $1. 


FASTEN ERS.—Considerable interest 
is being shown by New England retail 
dealers in a new line of assorted cor- 
rugated fasteners, put out under the 
name of Wiggle Nail. 
packed twenty-four 





Consistent Sale of Retail Goods 


To date jobbers have made fair- 


quest. 
but they say 


ly prompt shipments, 
stocks are getting low. 


We from Boston 
stocks: 

Flexible Weather Strip.—Victor, 
No. 2, $2.40 per 100 ft. net; No. 8, 
$2.80; No. 4, $3.20. Bosley’s weather 
strip felt, clincher double contract, 
for upper sash, 5c. per ft. list; for 
lower sash, O5c.; for doors, i 
7ec.; l-in., 10c.; 1%4-in., 12c. 
count for full bundles, 65 per cent. 
Wood, felt edge, 65 and 10 per cent 
discount in full bundles. Spring 
bottom strips, rubber edge, 30-in., $5 
per doz. net; 36-in., $5; 42-in., $5.65. 

FURNACES.—More life is being shown 
in the market for furnaces. The retail 
trade handling this line of goods ex- 
pects to do the biggest business on rec- 
ord this fall, according to statements 
by jobbing houses. 

We from Boston 
stocks: 

Furnaces.—One 
x 30-in., $122 per furnace 
x 36-in., $137.50; 40 x 40-in., $165; 
with pipe and casing, 22 x 42-in., 
$100; 26 x 46 in., $110; 30 x 50-in., 
$130. m 

GALVANIZED WARE. — Seasonable 
galvanized ware is in demand, particu- 
larly ash cans, sifters and garbage 
Jobbers say a sizable percentage 


quote jobbers’ 


jobbers’ 


register 30 
net: 36 


quote 


pipe, 


cans. 
of the retail trade has covered on fall 
requirements. 
We quote from Boston jobbers’ 
stocks: 


Pails.—Galvanized, 12-qt., $5.10 per 
doz. net; 14-qt., 40 lb. to the dozen, 
$5.67; 14-qt., 50 Ib. to the dozen, 
$7.31. 

Tubs.—Wash, No. 200, $15.44 per 


doz. net: No. 300, $17.25. 

Ash Cans.—No. 0180, $2.25 each 
net; No. 190, $4; No. 171, $3.50: No. 
181, $3.88 


Sifters.—No. 19, $3.68: Favorite, $6: 


Rapid, $8.40; Success, with cover, 
$7.25; Triumph Rotary, in crates of 
two, $2.33 each. 


Garbage Cans.—Dover line, No. 4, 
$1.05 each net; No. 2, $1.44; No. 1, 
$1.68. Underground, No. 2, $10.50; 
No. 3, $13. 


GUNS AND AMMMUNITION.—Re- 


They come | 
packages to the | 


carton, and job out at $1.50 the carton. | 


The packages retail at 10c. each. 


FASTS.—The demand for storm win- 


dow fasts is unusually active, and job- 


| 


bers, who have run out of stock, have | 


been obliged to back order. Manufac- 
turers report a big demand for fasts 
from all over the country. 


We quote from Boston jobbers’ 
stocks: 

Fasts.—Storm window, Dolber’s, 
$1.25 per single doz. net. Stanley, 
No. 1718Z, $19.25 per gross sets net. 


$7.50 per doz. 
eyes, No. 445, 
$1.08 per 100. Stanley Works win- 
dow hinges, No. 7282, $5.88 per doz. 
net; No. 1716J, $11.50 per gross sets. 


FELT.—All kinds and makes of felt 


galvanized, 
Sargent’s 


Merrill's, 
sets net. 


stocks, according to jobbers, are light. | for windows and doors are in good re- 


tailers are replenishing stocks of guns 
and ammunition, especially the latter. 
There is every indication the fall and 
winter gunning seasons will be active 
ones. 
We 
stocks: 
Drop Shot.—dAjir rifle, $3.35 per bag 
net; sizes No. to No. 9, $3.10; in 
tubes, $4.95 per case. 
Guns.—Stevens air rifles, No. 12%, 
$4.05 each net; No, 26, $4.95; No. 12, 
$6.12; No. 17, $7.50: No. 27, $8: N 
70, $12.45. Shot guns, 
No. 115, $10.50; Neo. 215 
$20.75; No. 315, $21 
No. 353, $24.30. 
single shot, No. 
shot gun, No. 21A, 
Batavia leader, double 
Black Beauty, double 
Page & Lewis, 22 action, 
3.75. 


HAMMERS.—Practicaliy all of the 
hammer manufacturers have placed on 


quote from Boston jobbers’ 


*, bolt-action, 
$6; repeating 
$41.75. Baker 
barrel, $32; 
barrel, $50. 
model D, 


_the market new low priced carpenter’s 


| 
| 


which have been popular 
The hammers 
Weather con- 


hammers, 
with the retail trade. 
job out at $4 the dozen. 


Reading matter continued on page 104 
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GUARANTEE 


SATISFACTION GUARANTEED f= 
OR YOUR MONEY BACK £- 


REMOVE SEAL WITH 
WET CLOTH 
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Round Out Your Kitchen Line — 


“T“VERYTHING for the kitchen” — 

that’s a good motto for the up-to-date 
hardware store. Pots and pans, china and 
glassware, stove polish and enamel, 
kitchen cabinets and chairs — AND— 
Congoleum Gold Seal Rugs. 


Congoleum Rugs will complete your 
stock of kitchen goods. Every woman who 
comes into your store to buy something 
for her kitchen :s a live prospect for one 
or more of these practical, durable rugs. 


Congoleum Rugs are alwayseasy to sell. 
They are backed by the largest and most 
powerful advertising campaign in the 
house-furnishing field. This advertising is 





a big help to you. Your personal recom- 
mendation counts for a lot with your cus- 
tomers— but it counts for a lot more when 
you recommend a product with a repu- 
tation for high quality that Congoleum 
Rugs enjoy everywhere. 


Congoleum Rugs have everything that 
women demand ina high-class floor-cover- 
ing. Their beautiful colors are fadeless. 
They are waterproof and accident-proof, 
sanitary and easy to clean, flat-lying and 
long-wearing. And they are backed by the 
famous Gold Seal guarantee of satisfaction. 


Moreover, very little space is necessary. 
A few square feet of floor is enough to 
display a dozen rugs (rolled up and 
standing on end). 


Thousands of hardware merchants 
have found Congoleum to be one of the 
most profitable lines. Write today for 
information about these extra profits. 


CONGOLEUM-NAIRN INC. 
Hardware Division Headquarters, Philadelphia, Pa. 


The Fastest Selling Floor-Covering in the World 
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ditions this fall have been conducive of 
active building operations, and there 
has been an unusual amount of work 
done about homes by house owners 
themselves. All this activity has helped 
the sale of hammers. 

IRON AND STEEL.—Local jobbers 
have cut prices on cold rolled steel 20c. 
per 100 lb. This change is the first 
one made in iron and steel prices since 
March 7 last. The demand for iron and 
steel is good, but individual orders are 
for small amounts of stock. 

We quote from Boston jobbers’ 





Soft steel bars, $3.25% per 
100-Ib. base; flats, $4.15; plain con- 
crete bars, $2.26%; deformed con- 
crete bars, $5.26%4; tire steel, $4.50 to 
$4.75; open-hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4.01% to $5: hoops, $5.50 to 
$6 half rounds, $4.90; ovals, $4.90; 
hexagons, 26%; cold rolled steel, 
$3.95 to $4.45; .toe calk steel, $6; 
structurals, angles and beams, 
$3.36%; plates, $5.361%4 to $3.59. 

iron.—Refined, iron bars, $3.26%; 
best. refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 
and flats, ‘ 

Differentials. —Quality, lots of loss 
than 1000 Ib. of a size, 50c. per 100 
lb. extra; lots of 1000 to 1999 Ib., 20c. 
extra. 

LAMPS.—Gasoline lamps continue in 

excellent demand. Jobbing sales are 

running far in excess of those for the 
corresponding period last year. 


We quote from Boston jobbers’ 





stocks: 
Lamps.—Gasoline, opal shade, $6.25 
each net: tan tinted shade, $7; green 


tinted shade, $7: half frosted e 

$6.50; Flemish _brass fringe, $9; 

tique gold, $9.25; bracket lamp, $6.7 15; 

De Luxe, $14. 
LAMP BULBS.—The makers of Mazda 
miniature lamp bulbs have notified the 
trade that hereafter unit packages of 
ten lamps now carry a discount of 30 
per cent, while fifty or more in unit 
packages carry a discount of 40 per 
cent. Heretofore 35 per cent discount 
was given on lots of fifty. 


PLANES.—The demand for all steel 
planes holds up remarkably strong. 
Such planes were only recently placed 
on the market. 

We quote from Boston jobbers’ 
~ = steel, Stanley line, No. 
S4. $3.15 each net: No. S5, $3.60. 

ROBES AND BLANKETS.—Robes 
and blankets are beginning to move out 
of jobbing stocks more freely. The re- 
tail trade bought sparingly last season, 
consequently cleaned up well. 





We quote from Boston jobbers’ 
stocks: 

Automobile Robes.—-Wool. 52 x 72- 
in., $3.25 each net. Plush, coupe, 
$6 each net, touring car, $9.50 to 
$12.50. 

Blankets.—Stable, 72-in.. $2.35 each 
net: 76-in., $1.65 to $2.70: 80-in., 
$2925 to $3.25: 84-in., $3.35. Street, 
84 x 9-in., $2.85 to $5.15 each net: 
o x 96-in., $6.85. Tinine and leather- 
ing any kind of blanket costs $3.25 


each net extra. 





| 


HARDWARE AGE 


ROOFING MATERIAL.—The makers 
of Bermico products have placed on the 
market a new style of roofing paper, 
called “X,” there being 20 lb. to the 
10ll. The paper costs the same per ton 
as heavier rolls. Heretofore it was 
necessary for the retail hardware dealer 
to buy half a ton of roofing paper to 
secure the bottom price. The manu- 
facturers are now giving the bottom 
price on quarter ton lots. For less than 
quarter ton lots the price now is $80 a 
ton, while on quarter ton lots it is 
now $75. 

We quote from Boston jobbers’ 
stocks: 

Sheathing Paper.—Jap, $65 a ton 
net; Neponset black building paper, 
in 250-ft. rolls, $1.39 per roll net: in 
500-ft.. rolls, $2.78; tarred felt, Jap, 
$73,50 a ton; double thread duck, 
magnolia, 12-0z., 29-in., 45c. per yd. 

SASH CORD.—The manufacturers of 
the Silver Lake brand of sash cord are 
placing on the market a new package 
which bids fair to become popular. The 
new package will contain 18 ft. of cord. 
There are 24 packages to a carton and 
the jobbing price per carton is $8 net. 
The retail price per package is 50c. 


We quote from’ Boston jobbers’ 


stocks: 
Sash Cord. -—Acme, No. 6, 52c. a 
lb.; No. 7, 57c.; Nos. 8, 9, 10 and 12; 


49c. No. 7, in 1200 ft. coils. 50e. 

Sampson, No. 7, 75c.; Nos. 8, 9 and 

10, 74e. 
SAW FRAMES.—The inability of New 
Hampshire and Massachusetts con- 
sumers to buy more than three tons of 
anthracite coal at a time, as prescribed 
by the fuel administrators, together 
with cooler weather, has stimulated 
sales of saw frames in those two States. 
Business is excellent, say jobbers. 


We quote from Boston jobbers’ 
stocks: 

Wood Saw Frames.—No. 03, $5.85 
a. net; No. 50, $6.50; No. 40, 


Blades—No. 6, 30-in.. $5.20 per 
doz. net; 32-in., $5.85. 
$6: 32-in., $6.65. No. 4! f 
Complete Sets.—No. 150, $12.75 per 
doz. net; No. 150 Champion, $13.65; 
No. 40, $15.55; No. 45, $15.20; No. 
111, $16.35. i 
SHEET ZINC. — Prices have , been 
marked up 25c. per 100 lb. by manu- 
facturers and jobbers. New prices are 
as follows: 
We quote from Boston jobbers’ 
stocks: 
Sheet Zinc.—In 300-lb. casks, $12.75 
per 1990 «Ib.: in 200-Ib. casks, $13; 
in 100-Ib. _ , oo “$13. 25; in smaller 
lots, $13.7 
ATOR, teeter skates, for current 
use by children, and ice skates for fu- 
ture retail requirements, are being 
booked with more frequency by the job- 
bing houses here. It is believed the 
real buying movement of ice skates 
will start within a week or ten days, 
and that business the past week was 
simply a forerunner. 
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We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Men’s, lever, bright, 
$0c. per pair net; nickel, $1.25; key, 
bright, 90c.; nickel, $1.25 to $3.25. 
Hockey, key, nickel, $1.35 to $3.40. 
Screw to boot, nickel, 90c.; hard- 
ened steel, $1. 12: steel, $1.50; ‘chrome 
steel, $2.25; super- -chrome steel, $2 
and _ $2.70. Ladie’s, bright, $1.10; 
lever, bright, $1.20; nickel, $1.50; key, 
bright, $1.20; nickel, $1. 50 to $3.60. 

Skating Outfits.—Men's, $3.65 per 
pair net; ladies’, $3.6 Challenge, 
men’s, $5: ladies’, $5. awso. men’s. 
No. 84, $3, No. 130, $4; ladies’, No. 

ov. 


Straps.—Black or russet, tongue 
buckle, 20-in., $1.25 per doz. pair net; 


30-in., $1.80. Patent buckle, 20-in., 
$2.40; 30-in., $3. 
Roller Skates. —Children’s strap 


heel and toe, 70c. a pair net, strap 
heel and clamp, 75ce. Boys’ or girls’ 
strap heel, toe and clamp, $1.10. 
Children’s bali bearing, $1.50. Boys’ 
ball bearing, $1.50. Girls’ ball bear- 
ing, $1.50. Boys’ nickel plated, truss 
extension, $2.50; girls’, $2.50. 


SPRAYS AND SPRAYERS.—Makers 
of dry lime sulphur, Bordeaux mixtures, 
etc., are out with new price lists for 
1926, and jobbers have adjusted their 
prices as quoted below. 


We quote from Boston jobbers’ 
stocks: 

Arsenate of Lead.—Swift’s, in paste 
form, in case lots, 1-lb. cans, 22c. 
per Ib. net; 5-lb. cans, 19c.; 10-Ib. 
cans, lic. ; 25-lb. cans, 15¢c.; 50-Ib. 
cans, l4c.; 100-lb. cans, 13c. In dry 
form, in 1-Ib. bags, 23. per lb.; in 
4-lb. bags, 20c.; in 10-lb. bags, 20c.; 
in 100 Ib. bags, 20c. 

Pyrox.—In case lots, 1-lb. jars, 24 
to the case, $7.80 per case; in 5-lb. 
crocks, 12 to the crate, $15; 10-Ib. 
crocks, 6 to the crate, $13.50; 25-Ib. 
containers, 4 to the crate, $20.50; 
50-lb. kegs, $8.75; 100-lb. kegs, $14.10. 

Dry Lime Sulphur.—In 1-lb. pack- 
ages, 20c. net; in 5-lb. packages, 18c. 
per lb.; in 10-lb. packages, 16c.; in 
25-Ib. drums, 12c.; in 50-lb. drums, 
lle.; in 100-lb. drums, 10c. 

Fungi-Bordo.—Dry Bordeaux mix- 
ture, in 1-lb. packages, 24c. net: in 
4-lb. packages, 17c. a Ib.; in 5-lb. 
packages, 19%c.; in 25-Ib. ‘packages, 
16%4c.; in 50-lb. packages, 14%4c.; in 
100-lb. packages, 14c. 

Sprayers.—Midget, $2.50 per pas 
net; Cyclone, $4; Continuous, $6.5 
compressed air, galvanized, $4. 50: 
brass, $6.25; standard spray pump 
$3.50; fog sprayers, $4.50; bucket 
sprayers, $3.05. 


‘STOVE BOARDS.—A better demand 


for stove boards is reported. Retailers 
are buying conservatively, but often. 


We quote from Boston jobbers’ 
stocks: 

Stove Boards.—Paper lined, No. 9 
square, 28 x 28-in., $9.88 ner doz. net; 
30 x 30-in., $11.60; 32 x 32-in., $13.75. 
Wood lined, No. 3 square, 28 x 28-in., 
as 50; 30 x 30-in., $21.50; 33 x 33-in., 


A. 


WINDOW GLASS.—The demand for 
window glass continues very heavy. It 
is by far the most active season expe- 
rienced by the jobbing trade here in 
several years. Manufacturers have in- 
timated to jobbers that there might be 
a shortage of glass this month. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle B, 25 bracket, 89 per cent dis- 
count: 34 to 40 bracket, &88 per cent 
discount; larger, 87 per cent discount. 
All BB, 89 per cent discount. 








Are You Interested in Increased Turnover? 
ERTAINLY you are. H. J. Allison has been assigned this subject for his talk at the joint Atlan- 
CC tic City convention. His thoughts on this important topic along with the resulting informal dis- 
_A cussion will be another feature of the October 29 issue of HARDWARE AGE, in which the com- 
plete report of the convention will be published. 
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Sammy Samoline 
Says 


if you are experiencing ‘: 
any difficulty in securing 


[SAMOLINE |e, 


Sammy Samoline 
““‘The World’s Greatest Cleaner’’ 














from your regular jobber, 
send your orders direct to 
us and we will see that they 
are filled promptly. 









SAMOLINE is not only “The World’s Greatest 
Cleaner’’—Ten years experience has proved it to 
be the fastest selling, biggest ponte maker on 
the markét. 


Thousands of satisfied customers uueSAMOLINE 
for cleaning ALL Painted,Varnished, Enameled, 
Metal and Glass Surfaces; Linoleum, Bath ‘Tubs, 
Marble, Tile, Silverware, Pots, Pans or any Metal 
or Non-Absorbent Material — without injury. 





Samoline Corporation 


1300 FLETCHER STREET 
CHICAGO, ILLINOIS 
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Superior flattening 
obtained in 


“She BEGT Gs 


UR new method of flatten- 
() ing gives “The BEST 

Glass” a perfectly smooth 
surface and a brilliant lustre un- 
equalled by any other window 
glass. It reaches the consumer 
free from bend and without re- 
verse curves. 


Perfectly melted in the world’s 
largest melting furnaces, our glass 
is drawn and blown by an im-— 
proved mechanical process which 
insures a uniform quality and re- 
markable freedom from vision- 
distorting defects. “The BEST 
Glass’? cuts perfectly on both 
sides and perfect annealing re- 
duces breakage to a minimum. 


The entire process of manufac- 
turing ““ The BEST Glass” is con- 
ducted on scientific principles 
and in accordance with improved 
methods. The product is a su- 
perior window glass, graded to 
the highest standard of quality. 
Our elliptical trademark appears 
on every box of the genuine. 





Send for Complete Window Glass 
Specihcations and U. S. Govern- 
ment Master Specifications—Now 
Ready. Also Samples. 





AMERICAN WINDOW GLASS CC CO, 






‘ f 0 Ww uy 
GENERAL OrPICEs PITTSBURGH PA Suan os Ga, CITIES 
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Simplicity of Speed Pen for 
Rapid Show Card Lettering 


(Continued from page 80) 





The following ten rules will help the beginner 
to master the speed pen. These rules—easily re- 
membered and easily applied—will produce good 
results, even in cases where a novice has no 
ability for drawing. 

1—Use any ink (preferably India). All water 


color inks should be thinned with water until the 


ink will flow freely through the reservoir attached 


to pen point. (A little experimenting will soon 


teach you just how many drops of water should 
be added.) 

2—-These pens will work well on almost any 
kind of surface, but the best results are to be had 
by using white coated cardboard. 

3—Be sure to make a rough sketch or lay-out 
of lettering in pencil before starting to letter 
with the pen. 

4—Dip the pen each time deep enough in the 
ink bottle to fill the small reservoir attached. 

5—Rest the underside of the nib on the bottle 
neck, to drain off surplus ink after each dipping. 

6—Hold the pen handle in exactly the same 
position you are accustomed to hold a common 
writing pen or pencil. Keeping the thumb and 
first two fingers well down or within an inch of 
the pen point. Always remember to keep the bill 
of the pen flat on the surface to be lettered. 

7—Draw all lines downward, from left to 
right, with a full arm movement. For very small 
letters the wrist may be rested upon surface. 
Only very slight pressure will be necessary to 
cause the ink to flow freely. The great advantage 
over the brush is, that all lines drawn by the 
speed pen are uniform in width. 

8—Never attempt to work the pen by pushing 
it upward. If the rule of from left to right is 
observed it will not be necessary to form any of 
the strokes by pushing the pen. 

9—-In order to keep these pens in perfect con- 
dition the ink should never be allowed to dry in 
them. Allow them to remain in a glass with the 
nibs just covered with water for a few minutes 
then shake them well before laying away. 

10—Try to keep the body erect when writing 
—avoid leaning over your work. It is just as 
easy to learn show card writing sitting erect. 
The leaning habit is a bad one and very hard to 
break after once established. 

The illustration showing letters, A, B, C, D, 
E and F, is the first lesson on the single stroke 
half-block alphabet. It shows plainly the actual 
strokes of the pen with a rough pen-and-ink 
sketch of the speed pen in all the different posi- 
tions the pen should be held to form the above let- 
ters mentioned. If the beginner will study these 
different positions of the speed pen and follow 
the arrows he is sure to meet with success after 


a little practice. 


| 








The conception of a god of ill fortune was a master 
stroke of genius. It enables us to shift the responsibility 





| for our own mistakes from our own shoulders. 
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A Book Review 


(Continued from page 78) 


Once I went to Denver from St. Louis on the 
Missouri Pacific by way of Pueblo. This was a 
slow line. Naturally no one would travel on this 
round-about route unless he had a pass. When 
the conductor came into the smoking room of the 
Pullman, where about a dozen of us were telling 
stories, every single man presented a pass. After- 
ward we told each other what our “line” was. 
One man blushed and admitted that he was the 
passenger agent of the Missouri Pacific! 

K *K * 


Another General Letter of Mr. Simmons in- 
structed salesmen how to handle the difficult situ- 
ation where a merchant would ask him for a pass 
or free transportation to market. About that 
time the railroads must have been tightening up 
on passes. I can remember whenever I took a 
customer to St. Louis that all I had to do was to 
go to see my friend the railroad man and get a 
pass for him. How times have changed! 

* * * 


In his expense account letter, Mr. Simmons also 
referred to the free buses that in those days 
were run by almost all the hotels. He told the 
story of a certain Chicago merchant who went 
to a city, was taken up to the hotel in a free bus 
and upon his return home looked up the expense 
account of the salesman for that town and found 
that he invariably charged 25 cents each way for 
the bus. Of course that happened to another 
house. Such a thing could never happen with any 
of the gentlemanly commercial tourists selling the 
Keen Kutter Line! 

*K * * 

While these letters touched upon the live issues 
at the time they were written and while many 
of these issues are now out of date and forgotten, 
still, the matter of most of these letters, dealing 
in human nature, in business principles and in 
problems of salesmanship, are just as vital, up- 
to-date and valuable as if they were written today. 

* sd * 


Every business executive in any line, every 
sales manager and every salesman should read 
- this book of letters. He will not only thereby 
gain in wisdom and power, but he will also enjoy 
these letters that were never intended for public 
consumption. These letters are very personal and 
intimate and will show how close, sympathetic 
and friendly was the contact between this great 
hardware merchant and his traveling salesmen. 


** * * 


They are real literature. They dramatically 
picture a commercial era that is passing away. 
However, in all literature, I know nothing like 
these letters. It would have been a shame if they 
had been lost to the business world. In these 
letters, the greatest genius the hardware trade 
developed lives, breathes and talks again. 


* * * 


Having emphasized in this article the conditions 
under which these letters were written, in my 
next article I will quote from many of Mr. Sim- 
mons’ most interesting letters and prophecies. 
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RELOAD your flashlight! 
Longer nights ahead 
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FLASHLIGHTS | 
& BATTERIES ] 


=they last longer 





Shorter days 


Here is the fall “reload” 


advertisement which appears 
in much larger size in a great 
national list of newspapers 
to help you sell more Ever- 
eady Flashlight Batteries. 
You will be supplied with 
special display material to 
enable you to tie in with this 
fall “reload” campaign with 
the maximum effectiveness. 
Put Eveready Unit Cells 
out where your customers can 
see them, be reminded, and 
buy. Mention new batteries 
co everybody ! 
NATIONAL CARBON CO., INc. 


New York San Francisco 
Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 





mean longer profits 
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Sales Helps for 
the Dealer 


Anything that will expedite the movement of mer- 
chandise over the counter adds to the profit of every 
factor in the stream of distribution from the retail 
clerk at the point of consumer contact to the manu- 
facturer. 














The best minds in the trade are wrestling with the 
problem of facilitating sales and numerous good 
ideas are offered every week to the dealer who is 
striving for greater success. 


Some of these ideas are of general application. The 
alert dealer can readily adapt them to his own needs. 
Some are already worked out and applied to the sale 
of particular products. All are worthy of careful 
thought and study on the part of the dealer and his 


sales force. 


Editorially HARDWARE AGE brings you scores of these 
successful selling ideas each week. ‘The advertisers 
also pass on to you the best ideas of their own skilled 
merchandisers. 


Some of these ideas are peculiarly for you, the dealer, 
since their use in your business may depend upon 
your own initiative. Many, however, may be assimi- 
lated by your clerks and should be called to their at- 
tention by the boss to assure their greatest value to 
your business. 


The dealer who goes through his copy of HARDWARE 
AGE with a mind keenly alert for helpful suggestions 
finds profit on every page. Look through this issue 
now and among others note the following sugges- 


tions :— 


A Plier Display with Stopping Power....Page 1 
A Christmas Sales Idea............... Page 4 
Display That Puts Profits in Vise Sales....Page 6 
Wrench Sales Boosters................ Page 8 
Some Aids in File Selling............. Page 9 
An Idea for the Window Dresser........ Page 15 
Some Poultry Wire Selling Points...... Page 18 
An Incentive to Trade................ Page 36 
An Effective Display Stand............ Page 39 
A Display That Sells Brushes.......... Page 41 
Speeding Up Drill Sales............... Page 42 
An Impressive Tire Chain Salesman.... . Page 51 


Helping Clerks Make Quick Sales....... Page 54 
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U.S. Exports of Nails, Screws, 
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- Hongkong 


Bolts, Ete. 


ELIEVING it of vital interest to every hard- 
ware merchant, we herewith reprint data 
pertaining to domestic exports of nails, 

screws, bolts, etc., from the United States to for- 


eign countries. 


These figures are based on ship- 


ments for July, 1925, and were obtained from 
the Department of Commerce, Washington. 


Cut 


Nails 
Pounds 


Countries 


Belgium 
Venmark 
eA 





se nerieeeteeeete# 8 ¢# 


St vite dedeaeokiea 
Malta, Gozo and 
Cyprus Islands .. 
Netherlands ....... 
Norway 
Spain 
Sweden 
United Kingdom .. 
Canada 
British Honduras .. 
CONGR BOOM ccccsvces 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Newfoundland 
Labrador 
ED Soo a td woe 
Barbados 
Jamaica 
Trinidad and 
Tobago 
Other British West 
Indies 
Cuba 
Dominican Republic. 
Dutch West Indies. 
Haiti 
Virgin Islands of 
United States ... 
Argentina 
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Colombia 
Ecuador 

British Guiana 
Dutch Guiana 


Uruguay 
Venezuela 
British India ...... 
Ceylon 
Straits 
er 
EE itn a mene ead 54,000 
RS RE ae 
Java and Madura.. 
Other Dutch East 
Indies 


*e fe © # @ @ 


Japan 
Palestine and Syria 
Philippine Islands . 
Turkey in Asia.... 
Australia 
British Oceania ... 
French Oceania ... 
New Zealand ...... 


TT || 
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11,183 
2,700 
350 
580 


8,490 





3,740 
334 
74,762 
26,007 
300 
2,847 
18,389 
9,688 
3,835 
24,728 
15,468 
119,655 


5,713 
1,040 
6,793 


245 


200 
185,201 
56,583 


7,707 


2,700 
134,672 
300 
146,672 
17,232 
43,550 
1,495 
184 

417 
6,302 
8,577 
28,569 
9,837 
725 


450 
2,759 


8,805 
290 


11,676 
11,027 





Tacks and Wood 
Staples 
Pounds 


Bolts, Nuts, 
Rivets and 
Washers, 

Except 

Screws’ Railroad 
Gross Pounds 
124 101 
——— 5,034 
— 4,185 
—— 5,554 
—— 445 
—— 35,194 
--— 3,971 
—— 1,498 
—— 84 
101,315 682,104 
2,899 266,354 
—— 391 
310 37,295 
2,194 66,247 
193 14,521 
410 15,325 
983 18,883 
—— 9,170 
29,136 254,036 
—— 4,322 
342 409 
— 181 
1,220 5,990 
24 4,200 
—— 1,046 
24,152 740,824 
380 31,425 
1,162 1,237 
30 4,847 

530 1,472 
80,304 “ee 
78,973 28,456 
2,345 37,525 
3,790 27,198 
—_—— 6,885 
222 478 
——— 125 
200 3,326 
3,202 49,608 
5,500 5,914 
532 112,789 
9,155 64,670 
450 3,376 
980 93,011 
164,411 45,837 
43 1,750 
—— 2,235 
—— 19,128 
—— 230 
262,065 28,065 
730 149,203 
—— 7,151 
4,112 157,723 
—— 334 
36 543 
— 15,985 
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Other Oceania ..... —— —— 297 
British South Africas —— 9,458 — 166,618 
Canary Islands .... —— 25 —— —— 
Se: Wo cawead oes —— 108 a 300 
Portuguese East 
Peers — 466 —— 8,883 
Total—Quantities .422,775 1,199,123 782,459 3,530,688 
ae 20,503 116,103 91,016 278,555 





The Unlucky Seventh 


HERE is an old tradition in baseball circles 

that seventh inning is where the luck begins 

to turn. Acting upon that basis, the died- 
in-the-wool baseballer traditionally gets on his 
feet at the beginning of the seventh inning and 
stretches in anticipation of the coming good for- 
tune of the team he is backing. 

Mathematicians will tell you that there is some- 
thing mystical about the figure seven. We who 
are interested in retailing may realize that there 
is something in that when we learn that the aver- 
age retail business only lasts seven years. In 
other words, on the average, by the end of seven 
years a retail business has either failed or quit 
or stopped for some other reason. In other words, 
in retailing, at least, the seventh inning (or year) 
is certainly the unlucky one. 

Why is it that we see so many new businesses 
start out in such a promising manner with flying 
colors and signal success for the first few years, 
always to run into difficulties just about when 
they are getting their “second wind” or when the 
seven-year-bugaboo comes stalking around? Para- 
doxical as it may seem, the average retail busi- 
ness begins to fail just about the time when it 
really seems to be about to come into its own. In 
other words, what seem to be signs of success are 
really signs of the beginning of the end. And 
the reason is that just about at the end of seven 
years, finding things coming a little bit easier for 
him, the average retailer begins to ease off his 
burden to the shoulders of others. 

Where before that he has done all of the buy- 
ing and much of the selling himself, thus insur- 
ing his close contact both with new lines of goods 
and new kinds of consumer-demands, he then 
tends to get out of touch with both of these activ- 
ities. The result is distinctly detrimental to him 
and his success. As is only natural, his employees 
do not and cannot be expected to have that in- 
tense interest and desire for success which he, as 
proprietor, necessarily has. 

Like Wisdom, a little Success is indeed a 
dangerous thing. It throws one off his guard. 
Indeed, in retailing the approach of the seventh 
year (or inning) is the time for proprietors to 
tighten their belts, to pull down their caps tightly 
and to carefully watch their chart and compass. 
Statistics show that it is the time when the flukes 
come into the picture; but to the man who is al- 
ways on guard and always keeps his Ship of Mer- 
chandising well in hand, flukes have no terrors. 











In salesmanship both ends of the body are used 
—success depending on which end is the most 
active. 
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Just a few suggestions— 


Shown below are hardware ceonsi: you should “have in 
stock at all times. They are popular items for which 
there is a steady demand. Their sale is not hmited to 
certain seasons of the year, because the discriminating 
household uses ARCADE HARDWARE continually. 
50 years manufacturing experience are behind Arcade 
products—so years of supplying every day needs with 
quality articles. Stock up now for your customers guar- 
antee of satisfaction and your own profit. 


NO. 3 CAN OPENER 


NO. 15 MINCER 





NO. 2 CAKE TURNER 








NO. 50 CAKE TURNER 
Write your jobber for prices—- Ask us for catalog 


ARCADE MANUFACTURING CO., Freeport, Ill. 


AKCADE 


mi Toys 
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The “Customers” Who Send a Friend 


“Customers” we 
here week after week are getting into action. 
stand they have been boosting “Perfect” Screen and Hard- 
All the neighbors are talking about its quality 
and fine appearance and passing it on to their friends. 


It started some time ago when our Dealer Friends insured 
themselves against dissatished customers by selling better 
And now all their efforts are being rewarded by repeat 


If you are not meeting these folks ask your Jobber to 
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LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. : 
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How Many Sizes Do You Carry? 


In selling wrenches remember 
that one or two sizes won't 
answer for all purposes. Very 
often requirements demand the 
largest size wrench—at other 
times the smallest size 1s neces- 
sary. 


And while a large wrench is not 
practical for small nuts, it 1s 
sometimes pressed into service; 
but a small wrench, however, 
can never be used on nuts larger 
than the jaw capacity of the 
wrench. 


COES WRENCH CO. 


“In Business Since 1841” 
Worcester Mass. 


J. C. McCARTY & CO. 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
FENWICK FRERES 


Most wrench users, therefore, 
need two or three different size 
wrenches. The COES Wrench 
is made in seven sizes: 6”, 8”, 


10”, 12”, 15”, 18”, and 21”. 


In ordering don’t fail to include 
a few of the largest and smallest 
sizes and Aold trade. “It is bet- 
ter to have and not need, than to 
need and not have.” 


Your Jobber will supply you. 


Selling Agents 
29 Murray St., New York 


8 Rue de Rocroy, Paris, France 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CoO. 
Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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The word “‘Reliability’’ as applied to Myers ‘“Honor-Bilt”’ 
Pumps and Water Systems accounts for their standing in 
trade circles generally. 


A_ modern factory established in 1870—fifty-five years of pump 
building experience—ample purchasing power—excellent shipping 
facilities—world-wide distribution through twenty-five thousand dealers 
—a vigorous advertising policy—are factors which have a bearing 
on the use of this all-important word and permit of our placing it at 
the top of this and other advertisements which have been appear- 
ing from time to time in trade, farm and class publications. 








Dealers everywhere are turning to Myers Pump and Water Systems 
as well as Myers Hay and Grain Unloading Tools, Door Hangers, 
etc., for more business and profits. It will pay you to do likewise. 


Information, catalog and prices mailed promptly on request. 


The F. E. MYERS & BRO. CO., Ashland, Ohio 


Ashland Pump and Hay Tool Works. 
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“Our trade doesn’t want to take 
any chances with picture cord. 
That’s why we have always carried 
Excelsior Brand. We know it is 
made to keep the pictures on the 
wall, and if 1s always true to length.” 



































American Wire Fabrics 
Corporation 


subsidiary of 
Wickwire Spencer Steel Co., 


General Offices 
41 East Forty-second Street, New York 
Western Sales Office 
208 South La Salle Street, Chicago 


a Worcester Buffalo Cleveland Detroit 
™ San Francisco Los Angeles Seattle 





Folks Like Em Immensely! 
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TRADE PARK NEO 


oe Gi VEN ST Glass =< Pidieies 


af ° ars | . rT 
Built La del 6, uali ty They’re the Samson among pushpins. Stronger! Stronger 


= where more strength is needed, right at the dome flange, which 
in Graffco Pushpins is extraordinarily large. The points also 


are of tool-tempered steel, rigidly embedded in the head, and 
sharp as a needle. Play up these features to your customers 
and you'll play more tunes on the cash register. ; 


Two handy sizes, retailing 10c. packet. Write for free. samples 
‘“NO-CHIP’”’ WHITE ENAMELED HANDLES and offer including Free Display Cases. 


GRAFF-UNDERWOOD CO. 


sbabhiiar Sole Mfrs. Graffco Vise Signals, Vise Clips, Vise Index Tabs 
gaat 20 Beacon St., Somerville, Boston, Mass. 


CHIP 


NOR i CUSHIC 
Mo. 095 Ho. 0132 No. 0140 % No. 089 , Ri. Ti RE 
SAMPLES. Nha STORE LADDERS 














Insure perfect shelf service for any line of mer- . 
chandise. Deep tread steps, properly spaced, with . 
convenient full length handholds on both sides of ; 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 

on. Erection as simple as A, B, Utilize 
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a ele . — _ = > * available for stock purposes. One 


Son # <a style—neat of design—nicely 
No. 1008 sales finished—any height ceil- & 
COMBINATION CAN OPENER, BOTTLE OPENER, CORK SCREW ing. Thousands 


VAUGHAN NOVELTY MFG. CO. °°Zcrc23"" Bl U4 mre MY ASH ai0- 


VAUCHAN S$ small space. Make top shelves safely 0 
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SELL THEM 
o ON OUR 

S TEN YEAR 
© | GUARANTEE 


© 
Ss) Catalog on Application 
© 


If Genuine “SNO-WITE” Porcelain Enamel Bath Room Trimmings, 
are good enough for the leading hotels in America—they are good 
enough for the finest homes. We stand back of every article. 


Sell them on our Ten Year Guarantee. Read the Tag. 


Originators of porcelain Enameled Bathroom Jrimmings. 


American Enameled Products Company 
Boston CHICAGO New York 


San Francisco Atlanta Toronto Detroit 
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A Good Seller 
isa Good Buy 


The Cuno Electric Match is a good seller; that 
































No. 640 Combination Model has been proven. It is a good buy, for, to the 
Complete Electric Match, Utility Light with 21 c.p. dealer it means many profitable sales; and, to 
ulb, an wracket for mounting under dash. " ive ASV : . renie 
Match has automatic rewinding reel, automatic the smoking driver, CaS) and convenient lighting 

’ ratchet stop. To convert into lamp, it is only of pipe, cigar, or cigarette under any and all 
necessary to remove heating unit and insert_lamp . liti ; And safe driving is dail , } 7 ine 
in bayonet socket, The 12 foot cord is sufficient conditions. And safe driving is daily becoming 
to reach any part of the car. more important. 


$7.00 *“There’s a Price for Every Pocketbook; Every Model 


Price, complete Site Ane tae 
its Any Car. 


No. 642 Utility Light only $1.25 ° ° 
No. 643 Bracket only 20 The Cuno Engineering Corp. 
80 South Vine Street, Meriden, Conn. 
No. 644 Electric Match only 6.00 Canadian Representatives 
Colonial Traders, Ltd., Chatham, Ont. 
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Growing demand tor 


W. ROSE Tools 





No. 1111—6 inches Wide Heel Cut Back 









is the result of our use of choice ma- 
terial and skill. 


W m.Rose& Bros.,°""r,. °°” 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 




















others. 


est wash. 


every wash day. 





SUPERIOR 


Galvanized Wire Clothes Lines 


Many people prefer our wire clothes lines to all 









They are thoroughly galvanized to prevent rust. 


They are extra strong and safely hold the heavi- 
They do not have to be taken down and put up 


All standard sizes in lengths from 40 to 100 feet. Write 
for Catalog and Prices. 


G. F. Wright Steel & Wire Co. 


Worcester. Mass. 

















BURNLEY 


MAII 


Ss eee 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 





The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Sample free. 








l TREMONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
exceedingly small percentage of im- 
purities. This metal is rust resisting 
to a remarkable degree and will not 
bend, crack or twist while being 
driven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that insures a 
strong, permanent grip. They are re- 
markable for their strength of head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these mechanical  superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 








Sell the Tremont Brand 


Tremont Nail Company 
205 Lincoln St., Boston 













Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, lil. 
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Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CoO. 
7 ROME N. Y. 











Genuine Armstrong CRECOITE 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and eff- 






(CRECOITE pope 


CRE-CO-ITE 


TOOLS 


All equipped with 
Grady Wedge—Easy 
to keep heads tight. 


ciency in operation. 









Neil Hammer 


We have a 
special 


SELLER 
50c Ask for — and 


rice 








All genuine Armstrong stocks and dies 


bear this trade-mark: iin n, Citi tinsel 
Camp Axes, Men’s and Boys’ 
Axes, Hatchets, Hammers. 


Made of CRECOITE, that wonderful tool 
metal. The entire Crecoite line offers serv- 
iceable tools at medium prices. You can sell 
them with real satisfaction and profits. Also 


Be Sure You Get the Cenuine ‘ forged shears, hooks, tongs, ete. 








Ask your jobber or write for catalog “H” 


The Armstrong Manufacturing Co. MARION TOOL WORKS, Inc 
° . : 
] Bridgeport, Conn. MARION, INDIANA 
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Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. 
New Chuck holds any bit (Round, Square or Taper 
Shank) accurately, and can’t loosen. Made and 
finished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR 
This is furnished (free of charge) with every three 


braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA 














New “YANKEE” Double Packing 
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Every Step a Safe Step 


In the Construction of Our 


TRADE MARK 


SUPER-STRONG 
Superior-Atlas Step-Ladder 





We put safety ahead of every other feature. 
Our Patented Steel Step Support grips and 
reinforces each side piece at the point of 
strain and holds the ends of each step as 
securely as if held 1n a vise. 


Lightness is another feature. Send for 
Catalog which describes our Complete Line 
of Ladders and Scaffolds. 


The Superior Ladder Company 


516 E. Madison St. (Lincoln Highway) 
GOSHEN, INDIANA 























NEY 


Link your efforts 
with a winner = 


When you sell your customers Ney 
Dairy Barn Equipment and Haying 
Tools you sell them 100 cents value for 
every dollar you invest; you sell them 
46 years of honest effort to build the 
best equipment for their particular re- 
quirements; you sell them the Ney iron- 
clad guarantee of absolute satisfaction. 


Doesn’t that set-up square with your 
ideas of a profitable line? Isn’t that 
the kind of line that deserves the 
pressure of your selling energy? 


You can make more dollars with the . 
same effort, attract new customers— 
and build your business by linking 
up with the Ney value line of Dairy 
Barn Equipment and Haying Tools. 











Original~Genuine 


AYING TOOLS 


Standard Everywhere 


THE NEY MANUFACTURING CoO., Canton, Ohio 
Minneapolis, Minn. + Established 1879 + Council Bluffs, Ia. 
Manufacturers of Dairy Barn Equipment and Hayirg Tools 


including stanchions, stalls, pens, litter carriers, water bowis, hay carriers, 
hay forks, pulleys, hay knives, barn door hangers and hardware specialties. 
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Better 
Machine Screws 
for the 


Hardware Trade 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT 


CONN, U.S.A. 


hEW YORK. N.Y. VE LAND, On10 
20 ZAST 4242 ST. eS Ov LDine- 


ae _W 




















TAPLIN Double Dasher 


Center Drive 
Large Size 


Undoubted'y the most 
efficient, the finest looking, 
' the most perfectly balanced 
and smoothest running 
large sized beater’ ever 
made. In staunchness and 
for every purpose of a 
beater larger than the or- 
dinary family size beater it 
is a revelation. 


A Woman Writes: 

“I have been using your No. 
550 every day sometimes four 
or five times a day. My neigh- 
bors have begun to borrow it 






so I wish to get three more. I 
can truthfully say it is the han- 
diest device in the house. I use 
it for cakes right through, egg 
nogs, fritters, frostings, griddle 
cakes—everything. I know it 
makes eggs go twice as far.” 





Indispensabie in every 
househo'd for batters, mer- 
ingues and heavy frostings, 
and for heavy service gen- 
erally. 

S'ze, 12% in. 

No. 550, Lacquered. 

No. 552, Tinned. 

In Family Size, 101% in. 


a 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office: 71 W. Broadway 
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“Threadwell” 


Screw Plate Sets 


“The Line That 
Keeps Moving” 





















Give your customers their money’s worth and 
your profits will take care of themselves. 


As is the case with every other member of the 
‘“Threadwell” Line this set is a ready seller be- 
cause of its fine quality and the long service it 
gives. 





Send for Catalog. 


For use on Hinged Windows swinging in, Bedroom Doors, 
Etc.; they hold the window or door open in any position without 
the use of an adjuster or holder. 

This Hinge is designed on the simple principle of a Brake- 
band. The double knuckle leaf is fastened tight to the pin; 
the single knuckle passes clear Around the pin and is fastened 
to the leaf itself by two set screws, which can be adjusted to 
give any desired amount of friction, 

The use of these Hinges eliminates that annoying condition 
of windows and doors slamming. 


The THREADWELL TOOL CO. Circular upon request. 
GREENFIELD, MASS. 
THE OSCAR C. RIXSON CO. 


OFFICES: 








New York City...... 396 Broadway San Franciseo..... 604 Mission St. 4450 CARROLL AVE. CHICAGO, ILLINOIS 
Chicago..... 300 Wrigley Building Detroit 66 Balti A Ww 

Cleveland. .135 St. Clair Ave., N.E. ESE e « « altimore Ave., West NEW YORK OFFICE, 101 PARK AVE., N. Y. 
Philadelphia...809 Harrison Bldg. Stamford, Conn..... 74 Summer St. 

















DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





VY 
> Ss ee MEASURING TAPES 


hey yA” 


YY,” Diam. with Eye 7%” Inside 
5 ” ss iz) 66 ” 46 
8 


sesides accuracy, superior workmanship and dis- 
tinguished appearance, these tapes are equipped 


e Sh . : Ke ; ‘ : “ ° st : oe 
m with a (patent applied for) device which posi- 

Quick ip ent tively prevents back-lash when being unwound. 
And for sales we furnish a display case that “sets 


the pace” for quick turnover. 


Oliver Iron and Steel Corp. Weke far dete 
1001 Muriel St. KEUFFEL & ESSER CO. 


PITTSBURGH, PA. NEW YORK, 127 Faiton Street General Office and Factories, HOBOKEN, N. 8, 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
ESTABLISHED 1863 616-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 6 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying instruments, Measuring T apes 
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Faties Bird-Cage Stands 


Faries complete line of 
bird cage stands offers 
a diversity of standard 
and decorative designs 
for the home, all in 
good taste. These 
stands 


| Are Beautifully Finished 


in brushed’ brass, statuary 
bronze, Aurelian bronze, leat 
brown and blue, white enamel 
and gold, verde antique and 
other standard finishes. 
Furnished also in special fin- 
ishes to order that will har- 
monize well with furnishings 
of the home. 

\Write for our illustrated book- 
let and prices. 


FARIES MFG. CO. 


Decatur, Ill., U. S. A. 

















Itrrnrs 


(Reg. U.S. Patent Office) 





Catalog and Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 


























AVOID Jy 


Such Costly 


Misunderstandings@7@# 


aypuasetyie 





ZION SI MPLEX_800ks 


Flat Opening—Duplicating 


\n unfortunate error somewhere—a dispute over a 
trifling bill—muddled records, a good customer lost. 
With ordinary records this can scarcely be avoided. 


But Simplex Duplicating Record Books eliminate 
such misunderstandings. Also they save time, reduce 
ofhce routine, furnish a complete, accurate check on 
all business. 

Exclusive convenience features make Simplex Books 
big favorites everywhere. Over 4o regular forms 
tor every business purpose. We also make up special 
books with your firm name imprinted. Ask your sta- 
tioner or write us for particulars and prices. 


ZION INSTITUTIONS 

AND INDUSTRIES 

Office Supply Dept. Zion, Il. 
(Wilbur Glenn Voliva) 








““Improved”’ Guaranteed 
Jersey 


Shoe Lasts and Stands 


They are lock bearing and absolutely the best of their 
kind. , 
If you are stocking lasts and stands similar to the 
JERSEY it will be to your interest to get in touch with 
us before placing your next order. 
We will show you that you will increase your sales on 
Lasts and Stands by stocking JERSEY. 


Look 


for 

This /\ 
Mark. S 
Denotes Y 


Quality, 


Durability. 





STAR HEEL PLATE CO. 
Louis Sacks, Inc. 


357-391 Wilson Ave. Newark, N. J. 
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Every Ford Owner a Prospect 
For These Socket Wrenches 


This display 

board enables the 
motorist to select 
= easily the 
Deter wrenches needed 
| for his Ford car. 


ror FORD owners 


charge tor the 
board. 











The investment 
is small—the 
“turnover” rapid. 


Write for Cata- 
log 500. 





WALDEN- WORCESTER 


incorporated 


475 SHREWSBURY STREET 
Worcester, Mass., U. S. A. 











There is no’ 














Anchor Brand 


Clothes Wringers 





The Best Wringers Made Are 





Anchor Brand 





Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World. 




















Quick Profits 
can be made selling the 

Self 

Elevating 

Truck 








Lifts 
ash-cans 
and other 
heavy 
loads 

up steps 
with ease 








When you see this truck you will want one for 
use in your own home and in your store. Every- 
one wants it when they see how simply and easily 
it operates. Send for price list today. 


TAYLOR-SHANTZ CO. 
478 St. Paul St. Rochester, N. Y. 








Union WS-34 
Picking 
Basket 








Picking Baskets Sell Well— 
When They’re Made Well 


Your customers want picking baskets 
that will give real service. Why not 
give them the quality they are looking 
fore 


Union WS-34 Baskets are made from 
first grade material and made right. Ask 


your jobber. 














Union Steel Products Co. 
Albion, Michigan, U. S. A. 
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A GOOD TORCH 
FOR BAD WEATHER 


No. 32 Torch is made with the latest 
improved burner having extra long 
generator veins that superheat the gas 
passing into the combustion chamber. 
Produces over 300 degrees more heat, 
burning the lower grades of gasoline per- 


fectly. The best Torch for indoor or 
outside use in extreme cold and windy 
weather. Jobbers supply at factory 


prices. Ask for a catalog. 


Clayton & Lambert Mfg. Co. 
6275 Beaubien St. 
DETROIT, MICH., U. S. A. 





No. 32 Torch 
Ask for latest price 

















American Steel & Wire 


Chicago, New York, Bostom 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 

NAILS, SPIKES, STAPLES, TACKS, Hot Galw’d Nails. 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner. Steel Gates. 

BANNER (former! Arrow) STEEL POSTS. 

CONCRETE REINFORCEMENT. 

BALE TIES: Old reliable brands. 

TELEPHONE WIRE. 

WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 











PaineT oggleBolts 
The only epring ‘ype toggle 

on the market 
The wings open in- 
stantly in any position 
in hollow material. 

Any style head 

Any length bolt 
Standard bolts threaded 

to hea 

Requires no guiding— 
just insert—The spring 
does the rest. 


Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 


ST TTT TS 





TIT ce LOOKS 


G-w lee Tools, 








STAY-WET 


Paint & Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity 
and big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily. 

Ask us for quotations. 
RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcwmine 































yy S 
You’re Passing Up a Profit- 
able Item If You Don’t Sell 





! HALF SOLES—HEELS 
and STRIPS 


Outwears Best Leather 2 to 1. Black 
or tan for men, women, children. 


(See page advt. next week) 


ae PANCO CO. Chelsea, Mass. 
' —- ~*~» f 











/ LAST equiremen 

nara Write for price list and - nell sheet. 
GIFFORD-WOOD CO. 

The Original 

Strong Crystal 


GW 
i f New York Chicago, Boston — 


re lly 
fl. a | i 


| | 
f ~ at 


Nest 


‘joni’ | Great Demand 
: Good Profits 
Attractive 
Counter 
Displays 








Push-Pins Push-less Hangers 
‘Glass Heads- Steel Points’’ “* The Hanger with the Twist” 
To “ Hang Up Things ” in Homes, Offices 
and Schools. Ask your Jobber. 


Moore Push-Pin Co. (Wayne Junction), Phila., Pa. 












Never Equalled 





THE GENUINE 


HUNTERS SiF TER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 






Imitated But 











BROWN GS yH. ARPE sXe). 


mer eu ly ba ars Givaa' an Been No 
Frown & Sharp e Quality 
wal for Small Tool Catalog No roe 


BROWN & SHARPE MEG. CO. 
PRO 


7a, 5 ii. S.A 
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Add These Three Profitable The New 
Articles to Your Line ; : 
Brookins Oil Measure Boston Rubber Chair ‘lip 


The tlexible metal hose of the Brookins 








Oil Measure reaches any oil intake . 
without a funnel. The flow of oil - ae The Tip and Its Parts 
started and stopped at will by the handy sail ial iainiaiiitaa 


thumb-valve control. A specially de- fag BY al Fe ial i i 
° ° cage Hint Melt i 
signed lip prevents spilling. And = dit 
; there is a size to fill any crankcase 1. ig ‘4 uhh 
im one operation. i) t i | 


Brookins restante Drain Tank 


The new Brookins 
Portable Drain Tank 
makes easy work of 
draining any crank- 
case without drain 
pits or racks, with- 
out the bother of buckets 
and without working in grease. 
Can be drawn anywhere as easily as a sled and the 
drained oil is always under cover and out of the way. 
Several cars can be drained before it is necessary to 
empty the tank. It hold about 5 gallons. 


Brookins Gasoline Can 


Made in two and five-gallon sizes. Equipped 
with flexible metal hose that puts gasoline in 
any gasoline tank without a funnel. Just the 
thing for carrying gasoline to tractors in the 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 
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Patented 








field or to automobiles that cannot be brought Send for Catalogue 
to the pumps. Carries any distance without oe 
spilling or splashing. Manufacturers of Rubber Specialties 
ins Service Stati } $ ¢ Id by lead lobb 
a Te Wain enn. THE ELASTIC TIP CO. 
The Brookins Mfg. Company 370 ATLANTIC AVENUE BOSTON, MASS. 
342 Xenia Ave. Dayton, Ohio 














Wood Screws Smaller Inventory 


Cap Screws | : 
m= pm More Profits— 
Stove Bolts 
Sink Bolts ee, That’s what the new Heller 
Hanger Bolts | he HELLER book tells you—how you 
Nuts SYSTEM cam use Heller service to make 


Rivets 
Burrs 





ne A " 


PPP ERE 


minnie shee eRe! 


larger profits. No guess-work. 
No theory. Experience speaks— 
of Larger 
Profits 


the experience gained by 34 
years in the hardware field. 








Specialties 





’ 


N 


Carry less stock—put it out 


| where it can sell itself—that's 

_— what the Heller system will do 
for you. 

FREE !! | 

tlicn You can read our new book in 


ten minutes—you won't get through thinking about 
what it says in ten years. Practical! Helpful! ! 
Interesting! ! ! 


Write for ‘‘The Heller System of Larger Profits.’ It’s NEW! 
It’s FREE!! Write to-day!! Use coupon. 


W. C. HELLER & COMPANY 


Every individual unit must meet Reed & Prince standards of 767 Bryant St., Montpelier, Ohio 
quality and accuracy. Whether finished plain, blued, nickel, 20 V St.. N York Ci 
brass, copper-plated, sherardized or hot-galvanized, it may be COCY whey INOW TOF ity 


THVVULTS! 
~’ 
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I i ‘ 
eeacied WE Che winanet conten W. C. HELLER & CO., Montpelier, Ohio. o7A 
— send the new book, “The Heller System of Larger 
LL TR AAT RTE rofits.” 
REED & PRINCE MFG.CO, RE ates co CRT Oe eo D 












WORCESTER, MASS,U.S.A. 
———————__ WESTERN BRANGH arCHICAGO-121 NORTH JEFFERSON ST. __———\ 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 


CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 















































Beas 


THE STEWART IRON WORKS CO., Ine., 225 Stewort Bleck, Cincinnati O. | 
, 





and Wire Work 


Plain “= ee in 


STRATTO 
HANDLES 


Fer Smali Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














Waste — Mops — Wicking 
Cleaning Cloths 
¥: Caulking Cotton — Chemical Cotton 
MAS Send for samples and prices 
@MASSASOIT MANUFACTURING CO. | 
al * 


1 River, Mas 





a nT 8 et 
New York Office ~ - ~ - 350 Broadway 
Chicage Office - - 7 189 West Madison St. 





Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds ae 

the tack in position for driv- 7 101 oa — 
ing. Amweseed | the Silver Medal SS 

(the eet offered) at the | eases Exposition. 


Good profit. Write for price ls 
Name and design trade marke aimee U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















Wright’s Patent Machine Expansive Bit 
Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 











NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
The New Britain Machine Company 
New Britain Connecticut 








BAND “J NOX” saws- 


QUALITY SERVICE 
UNIFORMITY DISTINCTION 





“The Jools in the Fuad Ber” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW DRIVERS - GLASS CUTTERS 











Makers of Every 
> Kind of Screw, 
Nut and Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Obio 








Catalog No. 8 A.B. mailed gratis. 
BUFFALO WIRE WORKS CO., INC. 
(FORMERLY SCHEELER’S SONS) 

Buffalo, N. Y. 


518 Terrace 











THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plast ef 
1000 MILITARY RD., BUFFALO, N. Y. 























WEED OUT 
YOUR SLOW-SELLERS 
with 





Carry the weeders that sell on sight. You 
may fee] absolutely assured that users of 
Reichard’s Magic Weeders are satisfied. 
Write for attractive propositions. 


F. H. REICHARD MFEFG,., CO. 
Bangor, Pa. 











Meet every ‘‘call”’ 


Taste in percolators varics——but the 
Reme complete line meets them all. 
And meeting the ‘‘call’’ means profit- 
able turnover. 


Wee Bx 
ROME MFG CO. eaey/ 





Factories and Offices, Rome, N. Y. 














PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 





American Shearer Mfig.Company 
Nashua, N. H. 


























There’s a Mine 
of Intormation 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 


thoroughly. 








October 8, 1925 
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FORSTNER BITS One of the Most Remarkable Tools for Wood 

“Working Ever Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 


boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


-- TORRINGTON, CONN., U.S.A. 










































MADE BY AN 
ADVANCED 
PROCESS 
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_ ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws ARD centers. Tough edges. Guaranteed for k 








—the only other kind made. By a patented life zainst chippin r breaking. Bal- 
process we increase the density of the steel | BALLPEIN laa . Pi a eet "hn nated - arm. NS 
around the socket-holes, so that even the smaller HAMMERS Second growth hickory handles provide tapered 
sizes will stand all the strain the best made — Rcaceatataiaate . throat for “spring” and man’s size grip. 
wrench can apply. The Allen process makes i Forged from special steel and tempered by the 4 
deep, perfectly-formed socket-holes—no chips in if advanced Vichek process. a 
the bottom. The entire length of the AL is i : 
utilized either for solid metal at the point, or depth of socket e See our Catalog X 
for the wrench. All sizes in stock from % in. to 1% in.; Ps . 
any length, point or thread. Also Socket-Head Cap i THe VicHuek Toor Co. Cleveland, Ohio 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 
EASY TO SAY VELCHEK 


Write for catalogue and sales proposition. VL H FE 
139 SHELDON ST. . C KX TO 0 LS 
The ALLEN MFG. CO. HARTFORD. CONN. _ ~~ MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL KITS 


fe IRIS = Te a Se ee 



























Osborne High Grade Punches 


Do You Sell 
The No. 45? 


Follow the line of least resistance, sell the 
Blotorch recognized universally as the leader. 

Works pertectly on present-day kerosene or 
gasoline. The patented Superheating Burner 
Raffle and heater plug gives 400 degrees more 
heat. There’s no orifice trouble. It has a 
Separate Adjusting Needle. The seamless, solder- 
less, polished Brass Tank has but one opening 
and that on top above fuel line—no leaks—a 









Belt Punches Arch Punches 


Spring Punches Revolving Punches 





Turner patent. The patented Safety Valve pre- 

vents scmeiae a ceaiien van iontinad A varied and attractive line for the Hardware Trade. Also: Leather 

with a convenient Pistol Grip. PEARLESSLY Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
" quality. 


GUARANTEED. 
The above tools will please your customers, as well as our famous Round 


and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our p, “ducts. 

We stand back of every tool we make. Try us. Write for Catalog 
. and Prices. 


Order from your jobber 
Write us for new catalog 


("JHE TURNER BrASSWORKY ) “oie 
Edgewood Ave., Sycamore, IIl. hehe 







. ee 


The World’s Largest Exclusive Manufacturers of 
Blotorches, Firepote and Brazers. ©. S. OSBORNE & CO., NEWARK, N. J. 


ESTABLISHED 1826 























ae gion 


™,. 


Se ed °, 





6 Sizes—4 to 14 in. 






































atisfied ; An unbeatable Adjustable “S” and Nut 
ustomers | Wrench. Useful in many places inaccessible 
to a Monkey Wrench. “Keystone quality.” 
Profitable ~ Z Forged-Steel Jaw and Malleable handle. Write 
: Sales for Discounts. 
: IR 1 J F Mf; Ci The Keystone Manufacturing Co. 
Sales Representatives—Surpless, Dunn & Co. 
ath Chester, onn. 219132 | New York Chicago 
Ask your jobber or his salesmen about new There is a 





ee Burroughs Machine 
E-Z CORN P OP P ERS for every figure job 


“The Popper that put the Pop in Pop Corn.” in every business 
O. S. KEENE MACHINE CoO. Burroughs Adding Machine Company 
1118 Michigan Ave., S., Chicago, IIl. Detroit, Michigan 


































































































HARDWARE 





An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages 
Allow seven words for Keyed Box Number Address. 





Address your want advertisement 






October 8, 1925 
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Set Solid, Minimum 50 words..,..---.-s+ee+85 
ee GRIONOOD DIE. cisco cee ccrvrocesesevesesueeceses J 
All Capitals, Minimum 50 words...-.....eeeeeseeeereeeees 4.00 
Daetn SORICeRG) WOE. cc cccccceetcccecesceesececeesecs .08 
S teks ee” cccesewecoeeeesesesesese ctpebthebeevtennben eee 5.00 
Minot: ebSitional tae... occcecccceccceseseces Seneen soe ae 


4 insertions, 10% off; 8 insertions 15% off 


Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 


and replies to box numbers to Hardware Age, 239 West 39th St., New York City 





Business Opportunities 


Help Wanted 


Positions Wanted 








FOR SALE—Stock, Fixtures and Property. 
The most up-to-date stock of hardware, china, 
tinware, paints, etc., in one of the best sections 
of Northern Virginia. Located on the best busi- 
ness corner in the town. Fine climate, good 
schools, in fact an ideal place to live. Building 
consists of store and wareroom on first floor with 
apartment on second floor with all monere Ee 
provements. For further particulars write Mrs. 
C. M. Dudding, Herndon, Va. 





THE FOLLOWING SAND PAPER HAS 
BEEN PURCHASED from the United States 
Government and I offer it, “subject to prior 
sale.” This sand paper is first quality and in 
original packages, Quotations are made per ream 
(480 sheets) size 9x11 as follows: 285 reams No. 
1% at $3.55: 128 reams No. 2% at $3.95. Terms 
—cash. Full purchase price refunded if ship- 
ments are not entirely satisfactory. ISA 
BLUM, Esplanade Apts., Baltimore, Md. 





FOR SALE—HARDWARE and FURNITURE 
Store, situated in town of 1200 in best farming sec- 
tion Central Illinois. Stock inventories about $8000 
and includes rugs, linoleums, paints, stoves, 
pumps, fencing—no implements. Brick building 
—40x80 feet—good basement—tin and plumbing 
shop in rear will rent for $45.00 month. Owner 
for 18 years, desires to sell because of ill health 
in family. Will give figures of past year’s busi- 
ness. Address Box G-788, care of HaArpWare 
Ace, New York. 





FOR SALE— First class hardware, paints and 
house furnishings store in a prosperous town of 
15,000 inhabitants in the Metropolitan district 
of New York, drawing trade for twenty miles 
around. Stock will inventory about $40,000 and 
doing a business of over $100,000 per year. Ad- 
dress Box G-767, care of Harpware Ace, New 
York. « 





HARDWARE STORE FIXTURES FOR 
SALE, at bargain price. We offer for quick sale 
complete hardware store fixtures of latest type. 
One store furnished by Heller Bros., and one 
furnished by J. D. Warren Mfg. Co. Up-to-date 
first class oak material and finish, used short time 
in two of our retail hardware stores. Address 
Box G-785, care of Harpware Ace, New York. 





FOR SALE—Leading hardware in town of 
20,000, located in Pittsburgh district, Annual 
sales $70,000. Good money maker. Will sell 
business and property on part payment—easy 
terms on balance. Reason for selling will be 
given on request. Address Box G-779, care of 
HiaRDWARE AcE, New York. 





FOR SALE—General hardware store, with or 
without agricultural implements in irrigated dis- 
trict, Platte Valley, Eastern Colorado, on Lincoln 
Highway; also good location for filling station 
adjunct, For details write, STERLING LUM- 
BER & INVESTMENT COoO., Box 1379, Denver, 
Colorado. 


. 





FOR SALE—The best located, money-mak'ng 
exclusive hardware business in the state of Idaho. 
In splendid financial cordition. Invoice about 
$22,000. Address Box G-792, care of HARDWARE 
Acre, New York. 





SMALL WELL-ESTABLISHED lock manu- 
facturing business for sale. Equipment ample to 
do much larger and profitable business. Address 
Box G-791, care of Harpware Ace, New York. 





FOR SALE—-Half interest in general hardware 
business, in Southern Michigan. Reason ill 
health. For particulars address Box G-796, care 
of Harpware Ace, New York. 





DIES FOR SALE for the manufacture of a 
brass ring lawn sprinkler and also children’s 
steel garden sets. KEYSTONE MFG. COM- 
PANY, 288 A Street, Boston, Mass. 





SALESMAN WITH CAR wanted for Suffolk 
County territory, Long Island, by a manufacturer 
and jobber whose line is sold to lumber yards 
and Rondeau trade. One having previous ex- 
perience calling on above trade, resident in above 
territory preterred. Exceptional opportunity tor 
right man, State age, experience and compensa- 
tion desired. Address Box G-789, care of Harp- 
wakE AcE, New York. 





WANTED EXPERIENCED SALESMAN TO 
SELL to the wholesale trade in Philadelphia, 
Eastern Pennsylvania and Maryland, an attract- 
ive line of hardware and tools, of well established 
brands. Salesman now resident in Philadelphia, 
preferred. State age, experience, and_ salary 
desired. Address Box G-780 care of HARDWARE 
Ace, New York. 





SALESMAN FOR HARDWARE MANU- 
FACTURER for Metropolitan district and adja- 
cent territory. Intelligent, aggressive and forceful 
personality essential. Drawing account against 
commissions. Only detailed letters considered. 
Address Box G-797, care of Harpware AGE, 
New York. 


SALESMAN—NEW YORK HARDWARE 
jobbing house offers excellent opportunity to 
young man with hardware experience to sell in 
Central and Southern New Jersey. Resident in 
above territory preferred. Give age, hardware 
experience and references. Address Box G-743, 
care of Harpware Ace, New York. 








SALESMAN WANTED FOR NORTHERN 
NEW JERSEY by a manufacturer whose line 
is sold to the hardware trade and also to manu- 
facturers. Permanent position, good opportunity. 
Prefer salesman acquainted with hardware trade. 
Address Box G-753, care of Harpware AGE, 
New York. 





WE WANT A YOUNG MAN to sell to retail 
hardware trade in vicinity of Newark and Jersey 
City. Must have a few years’ experience in 
hardware business. Salary twenty-five to thirty 
dollars per week according to age, and experi- 
ence. Exceptional opportunity. Igoe Brothers, 
Poinier St. and Avenue A, Newark, N. 4, 





BUILDERS’ HARDWARE MANUFAC- 
TURER has opening in New York for young 
man who understands contract work and is 
capable of making estimates from plans and spec- 
ifications. Address, giving age, experience and 
salary wanted at start, Box G-790, care of Harp- 
WARE Ace, New’ York. 





WANTED—RETAIL HARDWARE MAN, 
versed in window trimming, floor arrangements, 
capable of taking charge of sales force and as- 
suming management in full during absence of 
owner. Address Box G-769, care of HarpWARE 
Ace, New York. 





WANTED—IN CONNECTICUT young man 
with some experience in selling builder’s hard- 
ware, one able to read plans and specifications 
and figure _contracts. Give age, references, 
married or single and salary expected. Address 
Box G-798, care of Harpware Acre, New York. 





SALESMAN—JOBBER IN SOUTHWEST. 
ERN STATE hasan opening for man who has 
had experience as hardware jobbers salesman. A 
producer is wanted. Tell us all about yourself. 
Address Box G-784, care of HARDWARE AGE, + 
New York. 





_ WANTED—REPRESENTATIVE to handle a 
line of well advertised hite Enameled and 
Nickel Plated Bathroom fixtures. Liberal com- 
mission. Address Box G-794, care of HARDWARE 
Ace, New York. 





. HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 





trade. REICHARD MFG. CO., Bangor, Pa. 





HARDWARE MANAGER—At present em- 
ployed. 33 years old; married; ten years general 
hardware experience, covering implements, sport- 
irg goods, builders hardware, household hardware, 
oil well supplies, plumbing fixtures, stoves, tools 
and accessories. Four years with present com- 
pany. Prefer position where interest in business 
would be available if so desired. Willing to go 
to any part of the country. Very best of refer- 
ence as to honesty, sobriety, initiative and ability. 
Address Box G-776, care of Harpware AGE, 
New York. 





STOVE SALESMAN—Four years with two 
largest stove manufacturers in United States; 
eight years in general hardware. Married; age 
33; at present employed on road. Would con- 
sider management of large stove department or 
small retail hardware, preferably where interest 
in business would he available if so desired. Best 
of reference as to initiative, integrity and ability. 
Address Box G-775, care of Harpware AcE, New 
York. 





RETAIL HARDWARE CLERK with thorough 
knowledge and over twenty years valuable experi- 
ence in ali branches of the business both buying 
and selling. Ten years in last position. 100d 
salesman and worker for employer’s interests. 
Highest business reference as to character, ability 
and qualifications. Address Box G-777, care of 
HarpDWARE AcE, New York. 





YOUNG MAN, PROTESTANT, married, with. 
10 years’ hardware, retail and jobbing experience. 
Has held position of Assistant to sales manager 
and buyer, desires to locate in New England or 
vicinity with Manufacturer or Jobber in either 
of above positions offering advancement. Address 
Box G-783, care of Harpware Ace, New York. 





SALESMAN WITH OVER TWENTY-FIVE 
years’ selling experience is desirous of making a 
change. Well acquainted with the department 
store trade, also the furniture and hardware store 
trade, including the wholesale and jobbing store 
trade, and having the very good confidence of 
the above, nationally known; gilt edge references 
furnished. Only reliable high class position con- 
sidered. Address Box G-762, care of HARDWARE 
AcE, New York. 





A-1 PAINT AND BUILDERS HARDWARE 

AN. 32 years old, desires to connect with a 
good company, I have had five years of road 
and seven years of retail experience and can 
furnish the best of reference. Address Box 
G-793, care of HarpwarE Ace, New York. 


_YOUNG MARRIED MAN, 26 years old, with 
eight years’ experience in retail hardware, wishes 
osition with wholesale house or manufacturer. 
Vill go anywhere, including foreign countries, on 
term contract. 100d education, best of refer- 
ences. At present owner of retail store. Address 
Box G-795, care of Harpware Acer, New York. 


SALESMAN calling on hardware and depart- 
ment store trade in Ohio for nine years desires 
to make change. Wants an article or line that 
will sell. Address Box G-799, care of HaRDWARB 
Ace, 539 Guardian Bldg., Cleveland, Ohio. 











ae 


Sales Accounts Wanted 


_ FOREIGN AGENCY WANTED—Representa- 
tive, headquarters in Manchester, England, with 
excellent connections among wholesale merchants 
in hardware, _ironmonger, chemists, sundries, 
wall papers, oil and color, fancy leather goods, 
trade and bazars, desires selling agency of 
United States manufacturer. Address Box G-756 
care of Harpware Acer, New York. ; 


SALESMAN WISHES TO REPRESENT 
manufacturers in Ohio. estern Pennsylvania, 
and Michigan. Has had wide experience in sell- 
ing aw ~ .~2 ry retailers in those 
ates. ress x 
—, Se ox » care of Harpwars 
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CLASSIFIED OPPORTUNITIES—Continued 


Address your want advertisement and replies to box numbers to Hardware Age, 239 West 39th St., New York City 





Sales Representatives Wanted 





SALESMEN WANTED (by manufacturers 
rated over $300,000. and in business over twenty- 
two years) to sell a high grade moderately priced 
line of aluminum cooking utensils to the retail 
trade. Have choice territory open. Will consider 
only experienced salesmen who are acquainted 
with retail trade that handle aluminum ware. 
Salesman will have exclusive sale of line in 
territory assigned him. Full commission paid 
weekly, including commission on mail orders. 
We give salesmen real co-operation and have a 
splendid proposition with a future in it for the 
salesman. The right man can establish a trade 
that will continually grow. Will only consider 
men who have made good in the selling field. 
Salesman can conveniently handle one other line 
in connection with ours. State fully your selling 
experiece and territory you cover. LEYSE 


ALUMINUM COMPANY, Kewaunee, Wisconsin. 





SIDE LINE SALESMEN ealling on Hard 
ware, Plumbing and Department Stores. To 
sell Popular Priced Line of Bathroom Accessor 
ies (White Enameled and Nickel Plated on solid 
brass). New York manufacturer desires to 
secure established sales representatives in ex- 
ceptionally desirable territories which are not 
at present covered. 


Sales Representatives Wanted 


Sales Representatives Wanted 








MANUFACTURERS’ REPRESENTATIVES 
calling regularly on retail hardware trade to sell 
our Carbo Magneto and Rajah sharpening stones 
and grinding wheels on commission basis. 
Quality line that brings wagons orders. Illinois 
(outside Chicago), Iowa, ebraska, Missouri, 
Minnesota, Eastern and Southern States. Lib- 
eral commissions. Sales references required. A. 


ee, INC., 1500 Madison St., Chicago, 





WE HAVE OPENINGS FOR FIRST CLASS 
salesmen calling on furnture’ and woodworking 
manufacturers to represent us or carry as a side 
line wooden inlays and _ overlays. Racestionsl 
opportunity. MARQUETERIE IMPORTING 
CORP., 277 Broadway, New York City. 








SALESMEN—FEW THINGS have ever met 
such quick and large demand as our nationally 
advertised Ustikon Soles and 2-Life Heels. Read 
our advertisement Page 701, Hardware Buyers 
Catalogue and then write for our proposition to 
real salesmen. AUBURN RUBBER CO., Au- 
burn, Indiana. 





Only those having trade fol.’ 





with furniture, 


SALESMEN, TRAVELING, 





WANTED—LIVE WIRE side-line salesman who 
will work calling on retail hardware trade, to 
represent large clock house, also Ingersoll Watches 
on strictly commission basis for Southern states 
and others. Name territory traveling in. High 
grade reference required as to sales ability, 
character, and experience, INTERNATIONAL 
— & WATCH CO., 93 Federal St., Boston, 
Mass. 





SALESMEN WANTED to sell new design of 
screen door hinge to jobbers, retailers and depart- 
ment stores. (Commission basis only. The hinge 
has already been introduced in certain sections 
and w.ll prove worth while article for salesmen 
inspired to progress. THE MASTER PROD- 
UCTS COMPANY, 6410 Park Ave., S. E., 
Cleveland, Ohio. 











SALES REPRESENTATIVE wanted to cover 
Southern States beginning January first with old 
established line of Sheftield cutlery and asso- 
ciated American lines, cutlery and light hard- 
ware. Southern residence preferred. State age 
and previous experience. Address Box G-770, 
care of Il[ARDWARE AGE, New York. 





WANTED—Experienced enameled ware sales- 
















































lowing will be considered. Liberal commissior | wanted to sell well known electric washing ma- | men calling on jobbers and large department 
paid. Reference and record of selling experi-| chine, direct from factory; wholesale; commission | stores. High grade white ware. Complete line. 
ence required. Write for terms and territories basis; good money making opportunity tor hustlers. Popular prices. Commission basis. THE 
available. Address Box G-751, care of Harp | H. HABER COMPANY, 1018 Arch St., Phila- | STRONG MANUFACTURING CO. Sebring 
warE AcE, New York. delphia, Pa, a , , 
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N.S SALQWRES PAN 
a \\ es 


“They Have a 
Bull Dog-Grip” 


~ Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 


MED 





| Sales Dept. 
1015 Union Bank Bldg., Pittsburgh, Pa. 








| The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 











ELEVATORS 


and Dumbwaiters 


for House, Store or Warehouse. Write 
for particulars. State your require- 
ments as to size, capacity and lift. 


THE SIDNEY ELEVATOR MFG. CO. 
Sidney, Ohio 

















American Can 





American Can Company 





J. L: THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


=Siveio— 














Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Cc 








o. 
Syracuse, New York 











ICRAYONS 


FOR BVERY PURPOSE 


STANDARD “Riivere, Mase. 
- and AXES 
Seythes since 1912. Axes since 1880. 
RIXFORD M:Si:enav 











ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 








Send for our Catalogue of 


GRANITE 
CUTTING TOOLS 


Trow & Holden Co., Barre, Vt. 
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INDEX TO ADVERTISERS 











THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
A eT GO, ccceee cvlveecbbece 112 re ae Ge ee on cobetcevibions 34 
ee SO I cc vcce dba docs eenas 3 i oe abba ewe 53 
EE nr e 123 EEe BERR. OO... cccccccccccvcevccces 40 PR Ts ies ove cces cess cuwes 123 
RE «GA, ce wwcecccccccocscocses 54 
Aluminum Goods Mfg. Co.............. 97 
i ian cudertae eis sens 125 H R 
ponte re a wee enens ne, | Cast @ Qesbey Cas Whe..........0-55.065 23 | Reed & Prince Mfg. Co................ 121 
meenionm Biper Bes GO. .cccccccccecseses 24 
Denies Gee Unites Oo............-- 35 a ie ens bees 121 ees wes, Ge OP. OD... wc ncccstcocses 122 
“age PT TTT TTT TTT ETT Tee 43 I a no is 0) wena 120 
Benerionm PEGGRSMGE Ge. oc cc ccccvcccceses 26 ; , , 
a nuns pee eh wees 46 Hill Brass Co., N. N...............+-.. 28 Richards-Wilcox Mfg. Co............... 99 
‘ MG EE veer ewiescvcuretevesovees 25 I in oa es oa 125 
American Saw & Mfg. Co.............. 122 . 
Menten Memmi Mo << one ouancenie 50 Hubbell, Inc., Harvey... PITTI TTT TTT 16 i ee iv caw van deuce deed’ 117 
fn dhe ME Be... .........s 122 Hunt, Helm, Ferris & Co............... 37-38 Robertson, Arthur I ee erg 122 
American Steel & Wire Co.............. 120 Rome Manufacturing Co................ 122 
American Window Glass Co............. 106 I Rose & Brothers, Wm................... 114 
American Wire Fabrics Corp............ 112 
Apex Electric Mfg. Co................. 31 Indiana Steel & Wire Co............... 18 C 
Arcade Mfg. Co... nthieebpeeninedsecees 109 International Silver Co.................. 9 , 
oe Ag 3 adel teninicheaaiacad a eae 118 
eee ne ee ne! ae endl 105 
J Samson Cordage Works.................. 47 
B Seumbnge Bile, Cc. Menill.............. Se oe ee 
Ee ee 28 Sidney Elevator Mfg. Co................ 125 
i: Mi an se ee cena eh es Cb ewe 122 K I a a ha is al ee 15 
rr i Te come weiemeen lil EE eee 115 
eT eee 121 Keene Machine Co. 0.8. .............. 123 Standard Crayon Mfg. Co............... 125 
Brown & Sharpe Mfg. Co................ 120 cas 2 Bee Ge... 117 Sterling Wheelbarrow Co................ 127 
Buffalo Wire Works Co., Imc............. 122 Keystone Mfg. Co.............ccccccese 123 Stewart Iron Works Co................. 122 
Bette Gell G0... ccsescceccecvessceve 27 Kebon Companies, Inc................. 125 Stratton Mfg. Co. .........-.-..20e0sees 122 
Burnley Battery & Mfg. Co............. 114 ae “eee eee 1 Success Furniture Corp.................. 125 
Burroughs Adding Machine Co........... 123 ee Be Gia gs onc dab ib cekdwde's 116 
Syracuse Stamping Co., The............ 125 
C L 
Clayton & Lambert Mfg. Co............. 120 en een ds Mie pede nied cee ee 23 T 
Cleveland Metal Products Co........... 44-45 ptt. eo ELLE LETTE 119 ; 
ame I Me 110 Ludlow-Saylor Wire Co................. 110 I i nee ca 116 
Columbian Hardware Co................ 39 Taylor Co., Inc., Frank F............... 21 
Cedemiiiom Bowe Co.........cecesccvoes 101 EY GE, kd den ce wiss cvewscceves 119 
Congoleum-Nairn, Inc. ............-.-+-+- 103 M Thomson Mfg. Co., Judson L............ 125 
Connecticut Valley Mfg. Co............. 122 Threadwell Tool’ Co., The.............. 117 
Continental Wood Screw Co............. 118 McKinney Manufacturing Co............ 56 Toledo Metal Wheel Co................. 28 
Re icecvencsvdewnsevsses 12 | Marion Tool Works..................... 115 | Torrey Razor Co, J. R.................. 125 
Corbin Screw Corp...............-.-e0e- 122 Seatee «PEOORTEND GO... 2.22.25. ececesces 29 Tremont Nail Co......... cee coceseces 114 
Comet Te ang gg nc oc ccccccccecce 4 i 122 et ie eeees eee 125 
Cuno Engineering Corp................. 113 Maydole Hammer Co., David............ 10 Tubular Rivet & Stud Co............... 40 
Curfman Mfg. Co., F. L..............-- 29 a STEVI L TLE TTT Teer ~++-19-20 BOD TD WD s 00.00 cccccccscecveces 123 
Meyers, Fred J., Manufacturing Co...... 120 
ieee ek eee ene bee a eed 42 
Db Moore Drop Forging Co................. il U 
eee 12 
Dazey Churn & Mfg. Co............... 33 Myers & Brother Co., F. E........... 111, 112 ee Oe 13 
a Se, ee Ge GR. os <6cccsceccenes 30 Union Steel Products Co................ 119 
De Laval Separator Co.................. 17 U. 8S. Chain & Forging Co.............. 51 
i ie Me <cciusensss6nepeohun es 46 N a-ak ve wk oe seeps couse 125 
ee Gee, a GS EP nce vcenccdeneee 114 
Se ee eT 16 National Carbon Co..................... 107 
New Britain Machine Co................. 122 V 
E ee SG vac neweeds cucosees 36 
ii eee as cae iaal 116 Vaughan Novelty Mfg. Co.............. 112 
ee 121 | Nicholson File Co..................+++. ’ since tisaaaila sina ialen soiled aaraihite -" 
ee ee 125 North Bros. Mfg. Co.................... llo 
SR ~ Ge wicewossowceaens 28 
Ww 
F O Walden-Worcester Co., Inc............... 119 
Faries Manufacturing Wo................ 118 Wickwire Bros. ...--- 002-2 e eee eeeeeeees 14 
Ca a es ep ae ee ee 22 Oliver Iron & Steel Co................. 117 Wickwire Spencer Steel Co........... 32, 112 
Fowler & Union Horsenail Co........... 122 Oneida Community, Ltd. ................ 128 Williams & Co., J. He... e eee eee eeee ness 8 
a a al ae ne Seba eeae 48-49 Se ee Gs Ge ic wo vcccccccccecsecoee 123 Winchester Repeating Arms Co.......... 7 
I cn cbes tc cc csee cau wcrs 4, | Winslow Skate Mig. Co, Sameucl........ 28 
A MN os 6. tas ogi ut: wis eeetigh ior anki 30 Wolverine Supply & Mfg. Co........... 26 
G Wright Steel & Wire Co., G. F........... 114 
ee ee 120 Pp 
TET ECT: Re 29 Z 
Gold Medal Camp Furniture Co.......... 28 EE re ee ee me 120 
NE 6 a eth cde ewe eee 6 CS a ee 120 Zion Institutions & Industries.......... 118 

















October 8, 1925 HARDWARE AGE 














SES or ea 
Peart cigs: 
Hts She es 

seg Be ta 


t. =f" 


Sterling 2s braces are riveted 


e Sale Made Through a Sale 


That repeat order, or the sale which 
is made through the recommendation 
of one user to atriend —that is the’ 
sale we are all looking for, as it carries 
with it a profit without sales expense. 
Furthermore tt gives us pride.in the 
goods wehandle and confidence in’ 
our business policies ve 


One Sterling Sale Brings nother 


Wot only do Sterling (Jheelbarrows have’ 
a thoroughbred appearance, but they also 

outlast and wheel easter than other barrows 
The harder ‘the service the bet- 
ter they show by comparison’ 





\ | C4 ( 


Sterling Wheelbarrow (6, Mihvaukee, Cis 
Boston, New York, Ch cago, Cleveland, Detroit, St. Louts 
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In Talking TUDOR PLATE, Talk Quality . 
5) (2 “ck | — for Example 


ite = | ap §=lhbe OVERLAY, an 
GUARANTEED FOR Bel: 3 
% Original Community 


2+ | uF Feature 


YEARS @@ iis 


OUR CUSTOMERS 
ave interested in silver- 
ware quality. It is not 
mere beauty that counts. 





And what could be more 
convincing as proof of 
Tupor quality than this 
unique process—the pure 
silver extra where pieces 
are most subject to wear? 








It is unquestionably the 
most successful method 
yet devised to make spoons 
and forks wearproof. 





Incidentally, the Tupor 
PLATE guarantee means 
exactly what it says. It 1s 
an absolutely ironclad as- 
surance of service, which 
safeguards both you and 
your customers. 





























Nationally advertised,this 


TUDOR PLATE ret] beautiful product opens 


By the Makers of COMMUNITY PLATE LM, Sees Seer field 
=) 9((- sof sales and profits. 





















































It Rivals the Costliest, yet Sells at Less than Half ! 
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